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Trials Slated =~ Hike in Texas Oil Quota Draws Fire 
In California 


On ‘Price Cuts’ 


Los Angeles Cases to Test 
Price-Posting Law 


By Telegraph 
N. P. N. News Bureau 

LOS ANGELES, March 27.— 
Trials of service station opera- 
tors charged with selling gaso-’ 
line below their posted prices in 
violation of California’s “ac- 
tual price’ law are slated to be- 
gin here March 31. Should con- 
victions be obtained, it is cer- 
tain that some defendants will 
file appeals to test finally this 
provision of the oil substitution 
law. 

Pending outcome of these test 
cases, independent refiners ap- 
parently are marking time on 
a policy of posting at a definite 
differential under the major 
companies’ prices. 


The independents are _ gen- 


- erally allowing their dealers to 


establish the retail price, rather 
than make use of the state’s 
fair trade law to specify mini- 
mum resale prices for their 
products. However, most of 
the major company affiliates 
are specifying a minimum price 
for their regular grades. 
Evasion Schemes Cited 


Meanwhile, there has_ been 
noted a tendency to attempt 
evasion of the law by multiple 
postings or by giving “whole- 
sale” prices on any purchase in 
excess of one gallon. Some ob- 
servers believe that this might 
nullify the law and are already 
talking of getting it amended to 
plug this loophole, if it is one. 

Another practice, reported 
prevalent in the commercial dis- 
tricts, is that of discounting 
monthly charge accounts at the 
rate of 2 cents per gallon. This 
is regarded by some as a viola- 
tion of the law, although ad- 
mittedly difficult to get at. 

One suggestion is that the 
principal independent and ma- 
jor company affiliates could en- 
force stipulated postings under 
the fair trade law, providing 
for enforcement of the actual 
price posting provision of the 
Substitution act. 

Meanwhile, arraignments of 
Station operators charged with 
Violating the “actual” price law 
continue. There have been ap- 
proximately 35 arrests in the 
Los Angeles area, alone. 





This Week's Cover 


The cover of this issue of 
NPN is not just an artist's de- 
sign for a striking illustration 
to introduce this Service Sta- 
tion Number. 

It was drawn by an archi- 
tect from a study of the trend 
in the functional style of archi- 
It 


building materials, which will 


tecture. introduces new 
allow stations to be built of 
greater attractiveness and in- 
creasing efficiency and of a 
design which in itself will be- 
come more distinctive of the 
function of the oil industry's 
stations in serving motorists’ 
needs. 
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Commission's Ears Red at Criticism, 
“Mistake,” Admits Colonel Thompson 


TULSA, March 28. 


By ALLEN 8S. JAMES 
By Teletype — 


N. P.N. News Bureau 


Developments in the crude oil situ- 


ation in the Southwest, and particularly Texas, held the at- 
tention of the entire oil industry, some were labeled ‘“‘fav- 


orable”’ 


1. Texas Railroad Commission’s 


and others ‘“‘tunfavorable’”’. 


Highlights were: 


April allowable 


production order lifts Saturday shutdowns and _ hikes 


daily average production in that state about 
of Mines’ 


barrels above the Bureau 
demand for Texas crude. 
9 


“ae 


100,000 


estimated market 


Severe criticism of commission’s action was ex- 


pressed by officials of oil companies and of oil associa- 


tions. 
ae 





Texaco Hits Employe Tax 
On Its 1430 ‘Distributors 





Three States Enact 
Price-Posting Laws 


CLEVELAND, March 28. 
far the 1939 legislative 
mills have ground out 
new price-posting laws Ten 
nessee, Utah and New Mexico. 

Bills requiring the posting of 


So 
State 


three 


gasoline and, in some instances, 
lube oil prices, are still pending 
in the legislatures of Colorado, 
Connecticut, Kansas, Maine, 
Massachusetts, Missouri, Ne- 
braska, New Jersey, New York, 
Ohio, Oklahoma and Pennsy]l- 
vania. 

Tennessee’s new law requires 
the posting of gasoline and lube 
oil prices, which must remain 
unchanged for 24 hours. Viola- 
tions are misdemeanors. 

The Utah price-posting law 
is similar, but contains an 
added provision specifically pro- 
hibiting price discrimination. 

An additional feature of New 
Mexico’s price-posting law 
that it also prohibits sales be- 
low the net cost to dealers. 

(Details of these bills, and 
others affecting the oil indus- 
try, are summarized in NPN’s 
Log on Oil Legislation, Page 
27.) 


is 


N. P.N. News Bureau 
YORK, March 27.—A 
determine the social 
security tax status of 1430 of 
its “distributors”, who hold 
“consignment contracts” and 
are paid on a commission basis, 
has been filed by The Texas 
Co. in federal district court 
here. Suit 
of over 4000 employes of 
“distributors”. 


NEW 


suit to 


such 


Alfred E. 
attorney, 


Suit was filed by 
Van Dusen, Texaco 
with Joseph T. Higgins, 
York Collector of Internal Rev- 
enue named defendant. It seeks 
to recover $276.85 in employe 
taxes paid under protest for J. 
E. Thomas of Marion, Virginia 
and his employes. Refund of 
these taxes was recently disal- 
lowed by Internal Revenue Com- 
missioner Helvering, who ruled 
that for social security tax pur- 
poses, Thomas and his employes 
were “employes” of The Texas 
Co. 

Van Dusen explained that 
Thomas is a “distributor” of 
Texas products, paid on a ‘“‘com- 
mission basis”, that is, a guar- 
anteed amount per gallon sold. 
Title to the products delivered 
to Thomas is retained by the 
company until sold by the “dis- 
tributor.” However, Thomas 
owns his own plant and equip- 

(Continued on page 26) 


also involves status | 


New | 


Commissioner Ernest O. Thompson said the com- 


mission made a mistake and 
recommended that he and 
his colleagues rescind the 
order and make no change 
in Texas production for the 
next 60 to 90 days. 

4. Commission Chairman 
Lon A. Smith and Commis- 
sioner Jerry Sadler called 
on Texas Attorney General 
to investigate “certain com- 
panies” for allegedly 
“threatening” a crude price 
cut to see if there was any 
“price-fixing” in violation of 
state anti-trust laws. 

5. Pressure was lifted 
little more from some 
the stripper well areas in 
Oklahoma and Kansas. 

6. Louisiana allowable 
was increased only slightly 
for April. 

Thompson signed the Apvyil 
order hiking the allowable 
along with the other two com- 
missioners. But he is said to 
have had nothing to do with 
drafting it. 


5 


a 
o! 


Thompson’s Statement 


“-P survey just made,” 
Thompson said, “indicates that 
pipeline capacity will not move 
the additional oil provided by 
the lifting of even one day. The 
oil cannot be sold. Pipeline 
proration and all its eviis will 
promptly follow unless we res- 
cind the order and continue our 
five-day-a-week program. 

“We have just begun to feel 
the stimulating and strengthen- 
ing effect of our restraint and 
now to lift the shutdown will 


Continued on page 37) 
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Texas Judge Blasts 


Madison Grand Jury, 


By Teletype 
N. P.N. News Bureau 
TULSA, March 28.—In a 32- 
bristling with 
censure and even condemnation 
of the action of government 
agents in connection with the 
illegally-drawn first grand jury 
in the Madison oil cases, Fed- 
eral Judge Wilson of Texas, has 
granted William A. Tracey, Sin- 
clair Refining Co., Fort Worth, 
Tex., a writ of habeas corpus 
and ordered his discharge on 
the perjury indictment slapped 
on him by the government in 
eonnection with his testimony 
before the grand jury. 

Attorneys who have gotten 
their hands on copies of the 
opinion are almost unanimous 
in classing it as a “highly in- 
teresting” document. 

Taking up the manner in 
which the grand jury’ was 
drawn, Judge Wilson stated in 
part: 

“It is my view that I hold 
that the grand jury in question 
and the oath administered to the 
petitioner were void, and that 
the petitioner is innocent. 

“It is based largely upon the 
deliberate and _ intentionally 
fraudulent conduct of the clerk 
and the jury commissioner in 
selecting, not drawing, six men 
who were placed on the grand 
jury venire, three of whom 
served on the grand jury be- 
fore whom the petitioner is al- 
leged to have committed per 
jury.” 


page opinion 


“Elicits Wonder” 


Judge Wilson stated that “this 


grand jury was not to serve 
until May 4, 1936, but the at- 
tempt to get a_ satisfactory 
grand jury was commenced 
January 13, 1936, or three 
months and 21 days before it 
was to be used the very 
contemplated lapse of time be- 
tween the summons and the 
date of service elicits wonder. 


I have not only had to do with 


such matters in the northern 
district of Texas, but in many 
other districts and states, and 


have never seen anything like 
it.” 

Judge Wilson criticized Judge 
Stone of the Madison court for 
“delegating” to the court clerk 
the to select the jury 
and on their excuses for 
not wanting to serve. 

“Here is what the clerk and 
the acting commissioner, Flynn, 
lid, admittedly in violation of 


power 


pass 


wal 


the expressed provisions of both 
the statute and the court’s or- | 
der,” said Judge Wilson on pro- 
cedure allegedly followed in 
picking the veniremen for the) 
Madison grand jury. “The com- 
missioner, Flynn, selected six 
men, four of the town of Madi- 
son and two in the same county, | 
as Mr. Hale testified: ‘Out of 
his memory, knowledge of the 
men, men that he knew.’ And 
gave their names to Mr. Hale) 
and he put them on tickets of, 
the ‘same size and shape of| 
the usual tickets’ in the jury) 
box. Hale then took the six) 
slips in his fingers, with the 
names on them and stuck them | 
down in the jury box and then 
withdrew all six of them and! 
placed them on the venire, and, 
as heretofore stated, three of| 
them actually served. | 

“This was a fraud upon the 
court and, more _ important, 
against the petitioner and every | 
person and corporation investi- | 
gated and indicted by the grand 
jury,” Judge Wilson added. 

Further along in his opinion, 
Judge Wilson said: 

“Take all the facts and cir- 
cumstances, they leave it with- 
out any serious ground for con- | 
troversy that this was what is 


known on the street as a/| 
‘framed jury.’ ” 
The Texas judge said that 


the “indictment (of Tracey) is | 
replete with conclusive evidence 
of prejudice against petitioner 

it almost demonstrates a 
malice toward him.” 

Judge Wilson dwelt at length 
on the 39 counts of alleged per- 
jury charged against Tracey be- 
cause of his grand jury testi- 
mony. 

“No one would seriously con- 
tend for a moment that these 
39 counts represent simply a 


'zeal for a fair and impartial | 
of the perjury, 
| Statute. They represent some- 


enforcement 


thing else so plainly it is not 
necessary to elaborate. 

“In addition to that, there is 
a most cruel carving of mul- 
tiple offenses out of one of- 
fense. There is not a count of 


| the 39 that legally charges an 
_Offense for perjury, under the 


laws of the United States,” 
Judge Wilson commented. 
Judge Wilson concluded his 


_opinion by stating that “I hold 


that the grand jury and the 
oath were void and that the 
petitioner is not guilty of per- 
jury and hereby order him dis- 
charged.” 

It will be recalled that Tracey 
was indicted by the first grand 
jury before it had been held to 
be illegal, and that the govern- 
ment never was successful in 
its attempt to get him to Madi- 
son either to testify before the 
second grand jury or to stand 
trial on the perjury indictment. 


Mexican Parley 
May be Resumed 


N. P.N. News Bureau 
WASHINGTON, March 27. 
Donald R. Richberg, “ambassa- 
dor” from American oil com- 
panies whose Mexican proper- 
ties were expropriated, to the 
Mexican government, has re- 
turned to the United States, 


|and is expected to confer with 


Secretary of State Hull some- 
time this week, it was indicated 
at Hull’s press conference to- 
day. 

No indication has been given 
of what was or was not accom- 
plished by Richberg’s visit to 
Mexico—although it is felt to 
be little. Whether he will con- 
fer in New York with officials 
of the companies who retained 
him, before going to the State 
Department, which has so far 
declined to intervene diplomat- 





State Wage-Hour Bills 


WASHINGTON, March 
here said today. 
able 


rado, Connecticut, 
Massachusetts, 


Delaware, 
Missouri, 





on 
al. 
which had state wage-hour bills pending have adjourned 
without passing the measures, Labor Department officials 


Such bills are pending, however, in 18 other states, 
although committee reports, either favorable or unfavor- 
have been made in none of the legislatures. 
States in which legislatures are still in session and in 
which wage-hour bills are pending are: 


New 
New York, North Carolina, Ohio, Oklahoma, Rhode Island, 
South Carolina and Wisconsin. 

Those which adjourned w 
Arizona, Idaho, Indiana, Montana, New Mexico, Tennessee, 
Utah, Washington, West Virginia, and Wyoming. 


Make Little Headway 


N. P. N. News Bureau 
Legislatures of 10 states 


California, Colo- 
IHinois, Kansas, Maryland, 
Hampshire, New Jersey, 


ithout passing the laws are: 








ically, is not certain. 

Although unconfirmed, the 
report is that the Richberg 
Cardenas conferences struck a 
snag on the proposal of “joint 
control” advanced by the Mexi- 
can president—this was the im. 
mediate friction which led to 
the seizure of the properties 
over a year ago, it will be re- 
membered. 


Texaco Fights 
‘Employe Tax 


(Continued from page 25) 
ment, and it is contended that 
he is an independent business 
man who hires and pays his em- 
ployes without interference 
from The Texas Co. 


Own Their Equipment 

Helvering’s ruling was that, 
based on the facts of the Thom- 
as case which is typical of its 
other distributors, they are em- 
ployes of the company despite 
the fact that they own their own 
plants and equipment. 

In a letter explaining his rul- 
ing, Helvering pointed out that 
Thomas is required to make re- 
ports to the company on blanks 
supplied by it, that his trucks 
must be of a type approved by 
the company. A further indica- 
tion of control, the tax official 
added, is found in the agreement 
that the contract can be termi- 
nated by either party on five 
days’ notice. 

Van Dusen said that Thomas 
does not consider himself an 
employe of The Texas Co., but 
instead, an independent business 
man. Thomas also is a grain 
dealer. 

Some states, Van Dusen point- 
ed out, have ruled that a “dis- 
tributor”’, operating under con- 
tracts similar to that of Thom- 
as, and his employes are “em- 
ployes” of The Texas Co. for 
purposes of payments. under 
state social security laws. In 
other states, however, they are 
not considered “employes”, 
added. 

Van Dusen said he will confer 
with attorneys for the govern- 
ment to agree on a Stipulation 
of fact so that the case can be 
put on the preferred list. It is 
doubtful, however, 1f court rul- 
ing will be handed down until 
near the end of this year. 


ne 


Roberts To Get Kansas Oil Post 


WICHITA, Kan., March 27 
John P. Roberts, for the past 19 
months assistant managing ¢ 
rector of the Kansas Independ- 
ent Oil & Gas Assn., is slated 
to become assistant director of 
the oil and gas conservation ce- 
partment of the Kansas Cor- 
poration Commission on April 
1, it is reported here. 
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Senate Quietly Passes Bill | 
For Connally ‘Hot’ Oil Law 





N. P.N. News Bureau 
WASHINGTON, March 27.— 
Passed by the Senate without a 
record vote, the Connally bill 
(S.1302) to make permanent 
the “hot” oil law now awaits 
action in the House. No indi- 
cation has been given by the 
House Interstate Commerce 
Committee as to when, or 
whether, it will hold hearings, 
or otherwise take action on the 
measure. 

The bill was reported by the 
Senate Finance Committee last 
week without hearings. Paul 
E. Hadlick, secretary of Na- 
tional Oil Marketers’ Assn. and 
most vocal opponent of the bill, 
attempted to have hearings 
held in the Senate, but a sub- 
committee made up of Senators 
Connally (Tex.), Guffey (Pa.), 
and Townsend, (Del.), recom- 
mended that hearings be dis- 
pensed with because of the ‘“‘ex- 
haustive” hearings two years 
ago, when the law was ex- 
tended. 


Hadlick told NATIONAL PE- 
TROLEUM NEWS that he has 
asked for hearings in the 
House, also, and hopes to get 
them. At the Interstate Com- 
merce Committee it was said 
that any action on the meas- 
ure, a similar one to which was 
introduced in the House by Rep. 
Dies, Tex., and is likewise pend- 
ing before the same committee 
(H. R. 4547), probably will have 
to wait until after the commit- 
tee has finished hearings on 
rail rehabilitation measures. 

Would Expire in June 

Unless made permanent or 
otherwise extended, the Con- 
nally “hot” oil law expires 
June 30. 

As passed by the Senate, the 
“permanizing” bill clarifies the 
criminal provisions of the ex- 
tended act, in an effort to pre- 
clude any future dismissals of 
indictments on grounds that it 
is not clear whether these pro- 
visions have been extended. 








Oil Conference Scheduled 
On Government Contracts 


N. P.N. News Bureau 
WASHINGTON, March 27.- 
Letters setting a date for the 
oil industry’s conference with 
the Public Contracts Board as 
to application of the Walsh- 
Healey Public Contracts Act to 
the various types of oil sup- 
pliers furnishing petroleum 
products to government agencies 
will go out late this week or 
early next, it has been learned 

here. 

While no hint has been given 
as to what the agenda for the 
conference (already prepared) 
contains, it is thought that the 
government representatives will 
discuss with industry represent- 
atives the types of employes to 
which the provisions of the 
W-H law apply, whether a “min- 
imum wage” is needed in the 
industry, and other questions. 

One of the topics expected to 
be taken up is how “far back” 
the provisions of the act go. 
That is, when an _ integrated 

ympany is selling oil to the 
covernment under a W-H con- 
tract, must all of its employes, 
lear back to the derrick floor, 

under wage and hour provi- 
sions of the law, or only those 
n the marketing branch; and 

a marketer, not engaged in 

ny other branch of the indus- 
try, has a government contract, 
must he be certain that the oil 
he sells comes to him free of 
ny “stigma” which lower 


wages or longer hours than the 
act tolerates might put on it? 
The above examples are exag- 
gerated for simplicity, but give 
an idea of what it is believed 
the conference will take up. 
The conference probably will 
be set for late April or early 
May. Those in attendance will 
include trade organization rep- 
resentatives and others from 
the industry whose names they 
suggested to the Public Con 
tracts Division as a result of a 
“preliminary” set of letters last 
July (N.P.N., July 6, 1938, p. 7) 


ATLANTA—February collec- 
tions of Georgia’s 6-cent gaso- 
line tax totaled $1,634,710, were 
7.7 per cent above collections 
for same month of 1938. 


BULLETIN 

By Telegraph 

LOS ANGELES, March 28.— 
California producers central 
committee today approved an 
April crude production quota of 
575,009 barrels daily—not to ex- 
ceed 577,000 barrels, after 2 
showing that the situation was 
critical. New members of the 
committee are to be selected by 
April 15. Meanwhile, producers 
not adhering to the curtailment 
program will be contacted by 
members of the central com- 
mittee in a determined drive to 
keep down to the state quota. 
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Summarized oil legislative information below is based on reports 
received at Cleveland from Washington and state legislatures, which 
are deemed reliable although NATIONAL PETROLEUM NEWS assumes 
no responsibility for accuracy or completeness of this information. 


Congress 


SENATE BILLS 
US SB-1915. Reed, Kans. 

To abolish land grant rail rates 
Interstate Commerce Committee. 
US S J Res-99. Hill, Ala. 

Directing Interstate Commerce 
Commission to investigate rail 
rates between freight classification 


territories. Interstate Commerce 
Committee. 
HOUSE BILLS 

US HB-5133. Disney, Okla. 

Amending the Internal Revenue 
Code to tax reclaimed lubricating 
oil as newly-manufactured oil, Ways 
and Means Committee. 


State Legislatures 
Bills Introduced 


ILLINOIS 
HB-515, Weber. 

Revises oil inspection regulations 
Dealers designated as any persons 
selling motor fuel at any retail out- 
let in the state. To Motor Vehicles 
Committee. 

HB-543, Lund. 

Puts operators of vehicles ove! 
fixed routes on fixed schedules un- 
der control of ILllinois Commerce 
Commission. 

HB-545, Crowley. 

Tax of $1 per acre for oil pros- 
pecting, proceeds for old age assist- 
ance. To Public Welfare Committee 


IOWA 
SB-426, Committee on Tax Revision. 
A bill to reduce the limit of gaso- 
line carried into the state in any 
motor vehicle tank from 50 to 20 
gallons. To Sifting Committee. 
SB-427, Committee on Tax Revision. 
To permit storage of motor vehicle 
fuel at refineries, marine or pipe 
line terminals without payment of 
motor vehicle fuel tax until ship- 
ment to ultimate distributors; also 
amends present motor vehicle fuel 
specifications to conform with U. S. 
specifications. To the Sifting Com- 
mittee. 


KANSAS 

SB-462, Committee on Highways. 
Increase gasoline tax from 3 to 

3.5¢ per gallon. 

MARYLAND 


HB-805, Foley. 

Provides for inspection and taxing 
of motor fuels to prevent adultera- 
To Judiciary Committee 
MASSACHUSETTS 
HB-2082, 

Provides for investigation by de- 
partment of safety of certain mat- 
ters relating to steam boilers and 
engines, fuel oil burners and refrig- 


tion, 


erator plants. To Ways and Means 
Committee. 
MISSOURI 
SB-343, Jones. 
Revises law relating to inspe on 


of gasoline, oil, k 
zine Provides certain standards 
and fees. 

NEW YORK 

HB-2108, Marble and SB-1613, War- 


ner, 
Registration fees for farm trucks 
of any 


weight to be 40c for each 
100 pounds, uniaden 
Transportation in House and Rules 
Committee in Senate. 
H Res.-33, Ehrlich. 

Extending to April 15, 1939, time 


for report of committee appointed tc 


i 


study gasoline prices, and appro- 
priates additional $1500. Resolution 
adopted. 

HB-2139, Costello. 

Provides that weight on any one 
wheel of a single motor vehicle hav- 
ing pneumatic tires, when loaded, 
shall not be more than 9200 Ibs, 
instead of 11,200 lbs. and weight 
on any one axle shall not be more 
than 18,000 lbs. instead of 22,400 
Ibs. To Rules Committee, 


NORTH CAROLINA 


HB-832, MeNair. 

Detines and describes tank car 
gasoline service stations and levies 
privilege tax of 1.5¢e per gallon sold 
at retail. To Finance Committee. 
SB-352, Gold. 

To repeal North Carolina truck 
and bus law and enact law conform- 
ing to federal motor carrier act. To 
Public Utilities Committee. 


OKLAHOMA 


HB-573, Revenue and Taxation Com- 
mittee. 

Relating to taxation of freight 
cars operated intrastate and _ be- 
longing to others than public service 
companies 
HB-574, Revenue and Taxation Com- 

mittee. 

Levying annual 
corporations. 
HIR-22 and SJR-15. 

Extending time in which to pure 
chase motor vehicle tags. 


PENNSYLVANIA 


SB-614, Reagon. 


license fee on 


Increases gross weight of U” 
class vehicles from 13,000 to 14,000 
lbs. 

TEXAS 
HB-908, Wright. 

Levying 2 per cent sales tax and 

increasing natural resources taxes. 


Proceeds for social security. 


VERMONT 
HB-365. 

Stipulates registration rates for 
trucks and trailers during 3-month 
period. To Highway Traffic Com- 
mittee. 

SB-69. 

Requiring tank trucks delivering 
fuel oil, gasoline and kerosine to 
have sales ticket devices recording 
gallonage to be given to customers 
To Judiciary Committee. Passed 
second reading in Senate. 


WISCONSIN 
HB-548, Grobschmidt. 
Relative to a chain store tax. Tao 


Judiciary 


Committee. 
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CHANGED 


CALIFORNIA 

HB-12. Permits hauling 500 gals. 
of fuel oil without restrictions. Pres- 
ent limit is 200 gals. Favorably re- 
ported in House. 


CONNECTICUT 


STATUS 


HB-992. Regulating gasoline sta- 
tion price signs. Unfavorably re- 
ported and killed in House. 

HB-1008. Regulating service sta- 
tion price signs. Killed. 

GEORGIA 
HB-213. Provides that motor ve- 


hicles within radius of 10 miles from 
railroad freight or passenger depot 
where operated by common carrier 
be deemed common or contract car- 
rier for hire. Amended and passed 
in Senate. House concurs. 
IOWA 

HB-155. Regulating itinerant mer- 
chants by requiring insurance. 
Amended and passed in House. 
KANSAS 


HB-358. Providing certain regu- 
lations in laying of pipelines. Un- 
favorably reported in House. 

SB-412.  Divorcement Bill. Pro- 


hibits any person engaged in trans- 
portation of petroleum to be engaged 
in production, manufacturing 
marketing. Unfavorably reported 
in Senate, 


KANSAS 


or 


HB-223. Relating to posting of 
gasoline prices, tax and_ brand 
names. Amended and reported out 


“do pass” 
HB-538. 
ination act. 
pass.” 
SB-42, Kansas products and labo: 
given preference Passed Senate, 
reported out by House committee 
“do pass” as amended. 
SB-43. Pollution of state 
Reported out “do pass.” 
SB-412. Divorcement of producing, 
transporting, refining and market- 
ing of petroleum. Reported out “do 
not pass.” 
SB-422. 
production 


by Committee of Whole. 
Amending anti-discrim- 
Reported out “do not 


waters 


Regulating natural gas 
Reported out “do pass.” 


MAINE 

HB-1682. Regulating size of moto! 
fuel signs Requiring tax to be 
shown separately. Unfavorably re- 


ported 


House, 


MINNESOTA 
HB-464. Extending 4-cent 
line tax to July 1, 1941, 


House. 


NEBRASKA 
Bill No. 264. Provides for selling 
of motor fuels only at 
Unfavorably reported in House. 
Bill No. 432. Limits hauling 
motor fuel at night to 900 g: 
Favorably reported in House. 
Bill No. 331. Creating director of 
Inspec the agriculture depart- 
ment rrably reported in House 
NEW HAMPSHIRE 
SB-88. Relat 


in 


Zaso- 


Passed in 


posted prices. 
of 


illons. 


tion in 


Fav 


ve to height of mo- 
tor vehicles Killed in Senate. 
NEW YORK 
HB-174. Providing canal tolls 
Killed in committee 


HB-13638. Provides consideration 


of not ss than 12.55 per cent of 
products taken in addition to acre- 
age rental on oil and gas leases 
Killed in « ttee. 

HB-552. Decreases dealer allow 
ay e from me to one-half of 1 pel 
ent on gas ix collections Favor- 
ably vorted ! House, Res 
mitted oO House 


Pipe line companies 


wing quantity con 


modities on hand to be made sen 
annually Favorably reported n 
Se t 


NORTH CAROLINA 
SB-199. 


vertisineg 


Regulates 
and zoning 
ng certain 


highway ad- 
on in 
highways. Un 


nas al 


vorat reported in Senate. 
OHIO 
SB-225. Regulating retail sale of 


motor fuel and authorizing tax com-'! 


mission to revoke license 
tions. Recommitted to 
Committee. 

SB-243. Exempts petroleum cor- 
porations from public utility classi- 


for viola- 
Judiciary 


fication. Favorably reported in 
House. 
OKLAHOMA 

HB-485. Levies excise tax on 
diesel fuels. Favorably reported in 
Senate. 

HB-503. 2e-enacts two per cent 
sales tax. Favorably reported in 
Senate. 

HB-505. Re-enacts two per cent 
excise tax. Favorably reported in 
Senate. 


HB-245. Relating to destruction of 
property by explosives. Advanced 
to third reading and final passage 
in House. 

HB-415. Motor fuel tax law 
amendments. On second reading in 
Senate, referred to Oil and Gas Com- 
mittee. 


HB-485. Motor fuel tax levied on} 


diesel fuel and liquefied petroleum 

gases. Amended, advanced to en- 

grossment and third reading. 
HB-530. “Gas” tax exemption for 


public welfare board. Advanced to 
third reading and final passage in 


House. 
PENNSYLVANIA 

HB-316, Continue emergency gas- 
oline tax. Recommitted to Ways 
and Means Committee in House, 
TEXAS 

H J Res.-16. 
mercial transactions. 
House. 


VERMONT 

HB-323. Increases gasoline tax 1c 
from May 1, 1939, to Sept. 30, 1940. 
Recommitted to Appropriations Com- 
mittee in House. Reported without 
recommendation in House, 


8.6 per cent on com- 


Amended in 


BILLS APPROVED 


ALABAMA 

HB-293. Proceeds 
oil tax to state 
fund. Approved. 

HB-245. Regulating operation of 
motor vehicles and_ registration, 
examination and licensing of drivers 
and fixes fees. Approved. 


of lubricating 
highway patrol 


ARIZONA 
HB-80. Prospecting permits and 
oil leases on state lands. Approved. 


KANSAS 


HB-538. Prohibiting price discrim- 
ination. Unfavorably reported in 
House. 

MINNESOTA 

SB-49. Defines, regulates and 

licenses itinerant merchants who 


transport goods 
mitted to motor 
in Senate. 


NEBRASKA 


by trucks. Recom- 


vehicles committee 


Bili No. 225. T commercial 
trucks. Unfavorably reported in 
House. 

NEVADA 

SB-83. Five cents per gallon tax 
on use of diese? fuel in automobiles. 
Approved, 

SB-110, Amends administration 
provision of inspection of oil and 

as law. Approved. 


NEW MEXICO 
HB-254, Requiring 


rs to post 


Sign stating price of motor fuel on 
pumps and all dispensing equip- 
ment. Taxes are to be included in 
price. Prices to remain in effect for 
24 hours. Prohibits sales below 
posted prices and below net cost to 


dealer, Approved. 
NORTH CAROLINA 
HB-676. Providing ion 
of petroleum products Passed 
House. 
NORTH DAKOTA 
HB-70. Providing tax free 
of 


nur 
purposes 


inspect 


(not re- 
used for 
Approved. 


fund) 


no 


sales 
n-highway 


gasoline 
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There’s an interesting story 
back of the Mexican dinner en- 
joyed by members of the West- 
ern Petroleum Refiners Assn. 
and their friends while attend- 
ing the association’s 27th annual 
meeting last week in San An 
tonio. 

The dinner, like the annual 
dinner dance, was made pos- 
sible by a number of equipment 
and supply companies. 


The committee in charge of 


| arrangements wanted to make 


the Mexican dinner as “historic” 


as possible in that historic 
southwestern Texas city and ac- 
cordingly tried to lease the 


Alamo as the setting. 


It was learned, however, that 
the Alamo is owned by the state, 
and a special act of the legisla- 
ture would be necessary. ‘The 
legislature was snarled in tax 
and old-age pension problems 
so the Alamo was discarded. 

Next best bet was the resi- 
dence of the Spanish governor, 
a building erected early in 1700. 
That residence has been re- 
stored, and is the property of 
the city. After much persuasion 
permission was given to have 
the dinner in the patio. 

So far, so good.. Then it was 
discovered, almost at the last 
minute, that there was a city 
ordinance prohibiting the drink- 
ing of alcoholic beverages on 
city property—and after all 
what is a Mexican dinner with- 
out a little Mexican beer et 
cetera? 

3k ok * 

There was a time when some 

of the oil wels in the Oklahoma 





City field flowed with such 
force that the sand carried in 
OREGON 


HB-154. P 
TENNESSEE 
HB-958. P1 


rice posting bill. Killec 


hibits sale of motor 


fuel and lubricating oil unless sign 
showing prices is posted. Price to 
remain in effect for 24 hours. Makes 
violation a misdemeanor. Approved 


TEXAS 
Hi J Res.-16. 


1.6 per cent transac 


tion tax. Amendment reconsidered 
in House. Amendment killed in 
House, To second reading in House 


HB-417. Tax of 8 cents per barrel 
on oil, $2.50 per ton on sulfur, and 
five per market value of nat- 
ural gas. Unfavorably reported in 
House. 


cent 





UTAH 

HB-195, Requires retailers of mo- 
tor post prices on pumps in letters 
not less than one inch in height 
Price must remain in effect for 24 
hours. Prohibits price disc: nation 





Approved. 
VER)IONT 
SB-198. Incre: 


for certain 
ty 
t 


ses registration fees 
of trucks and 
in Senate. 


asses 


ilers. Pass 


the crude cut out the well head 
connections almost faster than 
the workmen could _ replace 
them; but that was some eight 
or nine years ago. 

Last week the operators in 
that field began to look down 
the road a year or two and they 
formed an association to make 
a detailed study of the field in 
order to determine the best 
methods for secondary recovery. 
Their organization is known as 
the Oklahoma City Wilcox Sec- 
ondary Recovery Assn. C. V. 
Sidwell of Oklahoma City 
chairman. 

The engineering study will be 
financed by the operators in a 
per-well basis and is expected 
to require a year for completion. 

x * * 


is 


Another record was set in the 
Kast Texas field the first 20 
days of March but it will have 
no effect on the current crude oil 
production picture. 

For the first time since the 
field was discovered, more wells 
were abandoned in that period 
than were completed. 

There are still left approxi- 
mately 25,800 wells, however, of 
which 19,542 are listed by the 
Texas Railroad Commission as 
“marginal” producers, or wells 
that cannot make more than 20 
barrels a day. Of the total num- 
ber of wells, approximately 19,- 
500 are still flowing, with 6074 
wells now being pumped. 

The records show the field to 
date has produced 1,250,000,000 
barrels of crude oil the commis- 
sion knows about. How 
“hot” oil the field has produced 
no one knows. 

With proration in effect and 
bottom hole’ pressures being 
maintained, estimates on uli 
mate recovery of the East Texas 
field range all the way from 
three billion to four billion bai 
rels. 

The state’s conservation law 
limits wells to one for every 10 
acres, but the commission, under 
Rule 37, has granted innumer- 
able special permits, with the 
result that the East Texas field 
now contains an average of one 
well for each 5.1 acres. 

In 1933 and 1934, a total of 
only 12 wells were plugged and 
abandoned, while there were 16 
abandonments in 1935. This 
number increased to 27 in 1936 
and to 60 in 1937. In 1938 there 
were 164 abandonments. 
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Oil Tidelands ‘Grab 
Given Slight Chance 
Of Passing Congress 


WASHINGTON, March 28. 


N. P.N. News Bureau 


Committees of both the UV. S. 


House of Representatives and Senate now have under consid- 
eration the Navy Department’s proposal that offshore oil lands 
be declared a part of the Naval petroleum reserves. 


Indications are, however, that no bill asserting such a claim 


will be passed. 


At hearings before the House Judiciary Committee last week, 
and the Senate Public Lands Committee this week, representatives 
of the states of California, Texas, Louisiana and Florida, to name 
the outstanding ones, drove home the premise that the states’ 
rights to the tide-covered lands were unassailable. 


Members of both committees, 
while making no direct commit- 
ments, seemed to concur with 
the state-rights protagonists. 

The consensus, as nearly as 
could be gathered, was that if 
the federal government felt it 
had rights in the tide-covered 
lands, it could sue without the 
need of an act of Congress as- 
serting that right. 

At the outset of the House 
hearings, Rep. Sam. Hobbs, Ala., 
author of one of the measures 
which would seize the tidal oil 
lands of California, admitted 
that while his bill dealt with 
California’s lands only, this was 
“only a beginning” if such a 
claim were proved tenable. 


Navy Witnesses 


Other witnesses in support of 
the bill were Capt. H. A. Stuart, 
director of Naval Petroleum Re- 
serves, who filed a brief for the 
bill, and Leslie C. McNemar, 
senior attorney in the Navy 
Judge Advocate General’s office, 
who became so absorbed in his 
presentation of the Navy’s 
“case” that he roused the ire of 
some of the committee mem- 
bers. 

The Navy’s legal expert en- 
gaged in several exchanges with 
Chairman Hatton Sumners 
(Tex.) of the House judiciary 
committee, who was persistent 
in asking why Congress should 
pass an enabling act allowing 
the U. S. to take over the prop- 
erty when federal officials al- 
ready felt they had the title to 
the property. 

McNemar retorted that, while 
absolute title was not claimed, 
“jurisdiction” over the tidelands 
was what the proponents of the 
measures felt was in the United 
States, but that a congressional 
declaration to that: effect was 





necessary to bringing suit to es- 
tablish such a claim. 

The Navy theory was that the 
Constitution granted certain 
powers to the federal govern- 
ment, and that others had been 
granted from time to time by 
Congress, as new situations de- 
veloped. Since the jurisdiction 
over tidal oil lands was a neces- 
sity that had developed since the 
Constitution was written, Mc- 
Nemar asserted, it was essential 
that the Congress pass a reso- 
lution declaring its policy on the 
matter before any suits were un- 
dertaken. 

But Sumners, and other mem- 
bers of both committees, held 
that simple ejection suits would 
be ample tests of the federal 
government’s right to the sub- 
merged oil. McNemar, however, 
maintained his conviction that 
the question of title is not at 
stake, merely the question of 
“sovereignty” over the lands. 

California’s attorney general 
Earl Warren, one of many high- 
ranking state officials who ap- 
peared at the hearings, cited nu- 
merous decisions of the U. S. 
Supreme Court which, he said, 
upheld the states’ contentions. 
Warren and other Californians 
assured the committees that the 
state had not “gone into the oil 
business,” as advocates of the 
Hobbs-Nye bills charged, but 
was operating its tidelands wells 
chiefly to prevent some private 
operators on adjacent lands 
from draining the subsea pools 
by “indiscriminte whipstock- 
ing. 


Texas Has Strong Claim 


An even stronger claim than 
California’s was presented by 
Texas witnesses, headed by R. 
A. Stuart, counsel for the State 
Teachers’ Assn., who declared 
that under the treaty by which 
Texas entered the Union it re- 


served its tide-covered lands for 
three marine leagues (10.36 
miles) out into the Gulf of Mex- 
ico, and that the United States 
could not take them. 

One suggestion made at the 
hearings was that the federal 
government could have deter- 
mined its jurisdiction over the 
lands very easily if the Interior 
Secretary had issued permits to 
drill the lands, under the pub- 
lic lands acts, and awaited court 
cases certain to be brought by 
the states. 

Getting back to the bills them- 
selves witnesses said they 
would affect the waterfront 
property of all states, including 
valuable properties which have 
been built by states and mu- 
nicipalities on filled-in lands be- 
low low-water mark. Exemplary 
of this, it was pointed out, is 
the entire Long Beach harbor. 

To further clinch the point 
that the federal government has 
no right to these submerged 
lands, a letter written by In- 
terior Secretary Ickes in 1933, 
stating that the federal govern- 
ment has no title to the soil 
either within the 3-mile limit or 
beyond, was introduced at the 
request of Rep. Michener, Mich., 
after George Trammel, Long 
Beach city attorney, had quot- 
ed from it to prove a_ point. 
Michener is a member of the 
House committee. 

In addition the committees 
were presented with a petition 
from the Oil Workers Union in 
opposition to the proposals. 


= 


Senators Sheppard and Con- 
nally of Texas, and Johnson of 
California, were the main oppo- 
sition witnesses at the Senate 
hearings. 

Sheppard said he could not 
understand how “Congress 
could even consider’ such reso- 
lutions as those proposing the 
grab, and said that the measures 
were a threat to all states, par- 
ticularly coastal states. 

Connally said that “if the gov- 
ernment wants to create an oil 
reserve off California, it should 
buy it, not confiscate it.” 

Witnesses who appeared be- 


fore the committees in both 
hearings included, in addition 


to those already mentioned: 
Joseph A. Loret, special as- 
sistant attorney general of 
Louisiana; Lawrence A. Truett, 
Florida attorney general; Julius 
Cohen, chairman American 
Assn. of port authorities; Greek 
L. Rice, Mississippi attorney 
general; Wilbur LaRoe, repre. 
senting the American Assn. of 
Port Authorities; Assistant At« 
torney General Gilman of New 
York; Clyde Leach, city attor- 
ney for the Los Angeles Har-s 
bor Dept.; Lynn Hossom, Long 
Beach Harbor Commission; 
Harry R. Johnson, Long Beach, 
consulting geologist; Percy 
Heckendorf, district attorney 
for Santa Barbara county, and 
others. Ralph Forch, president 
of United Landowners’ Assn., 
Los Angeles, was one of the 
chief strategists of the presen- 
tations in opposition to the bills. 





Employes of Picketed Refinery Obtain 


Injunction against CIO Oil Union 


N. P.N. News Bureau 

LOS ANGELES, March 25. 
tumors, probably “inspired,” 
that wages, hours and labor con- 
ditions were unsatisfactory at 
Elm Oil Co.’s Long Beach refin- 
ery——now the object of concen- 
trated C.1.O. unionization § ac- 
tivities—were spiked March 22, 
when 10 of the company’s 13 
regular employes obtained an 
ex-parte order restraining Long 
Beach Local 128 of the oil work- 
ers union from interfering with 
business of the company and its 
employes. 

Signed by Superior Judge 
Walter Desmond, pending a 
hearing on the case March 27, 
the order was issued on a com- 
plaint filed by Attorney Preston 
D. Orem on behalf of Albert 
Broneman and nine other Elm 
employes. 

The 


complaint stated that 


only 13 men were employed at 
the plant; that two were office 
workers, and one a stepson of a 
partner. The remaining 10 were 


plaintiffs in the action. A 14th 
employe has been taken on as 
a special guard since the trouble 
began, and is not considered a 
regular employe. 

It was alleged that the plain- 
tiffs’ jobs were threatened by 
the union, which demands their 
replacement by union members. 
Furthermore, that these em- 
ployes have no grievance with 
their employer; have never be- 
longed to a union, and that they 
are satisfied with their working 
conditions and wages. 

The union is accused of in- 
timidation, unlawful trespass, 
interference with oil gaugers, 
sellers of crude oil and deliv- 
eries. 

As the week closed, Elm of- 
ficials said deliveries of crude 
and natural gasoline were being 
made despite the picket--now 
reduced in number by a previ- 
ous court order—but that ef- 
forts by the union and its rep- 
resentatives to embarrass the 
plant were turning to a second- 
ary boycott. 
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Changes Require New Thinking 
and Methods in Oil Today 


By WARREN C. PLATT, Editor 


SAN ANTONIO, Texas—The rapid sweep of big changes 
in this oil industry was remarked by speakers and in private 
conversations at the meeting of the Western Petroleum Re- 
finers Association here last week. 

In producing, the talk was of more regulation of drilling 
by limiting the number of wells that may be drilled per acre 
of land, and of the havoc the new Illinois field is wrecking 
en the older fields of this Southwest country. 

In refining the talk was of new processes, particularly 
catalytic and the manufacture of still higher octane gaso- 
lines at no greater cost probably. 

Of marketing the private talk was of getting good men, 
preferably jobbers, to manage directly the operation of serv- 
ice stations, extending the sale of accessories therein, deliv- 
ering direct to stations from refineries and large marine and 
pipeline terminals, and of the still growing development of 
water and pipeline transportation of gasoline and other re- 
inery products. 

Then, if one wanted to get his head in more of a whirl, 
he could go out to the Army’s three aviation fields, one Ran- 
dolph, simply tremendous in size, and see the very latest 
in planes coming and going along with flocks of training 
ships. All is modern and crying of change at these fields, 
modern buildings and homes, modern hangars and shops, with 
big gasoline trucks servicing the planes. This army is de- 
manding more and more and better fuel and lubricants as 
fast as the oil industry can improve them. 

Even the city of San Antonio has gone gasoline mod- 
ern. It tcre up its street car tracks some years ago and 
now almost 300,000 people and the army move in gasoline- 
driven buses. 

On the way out here a week ago I heard the discussion 
marketing changes at the annual meeting of the Indiana 
Petroleum Marketers Association at Indianapolis. There was 


oft 


criticism of some oil companies for allegedly entering an 
“octane race.’ Maybe some oil companies are a bit ahead 
of the gun but the answer is that the automobile engineers 
are pushing for smaller and more powerful and cheaper en- 
gines, which require higher and higher octane fuel. 


The jobbers, after considerable discussion, voted 3 to 1 
that a revolutionary change in oil marketing that started 
in the summer of 1935 had tended to reduce prices unneces- 
sarily. The opinion was unanimous that service at our gaso- 
line stations today is much worse by reason of this change. 
The change was the adoption by the industry of the “Iowa 
plan” or leasing out stations to their operators. Almost 
overnight some 400,000 individuals who never had had any 
training in management of price or stations, were given full 
authority to set the price and manage not only each his own 
individual station but the retail price for the entire oil in- 
dustry. Is it any wonder that the industry’s retail prices are 
going lower and lower? 

But the change back to the old condition of company 
operated stations has already set in, according to private 
conversation here last week. How far the change will go 
is a question. The cost of providing the social security tax, 
to say nothing of the cost of having to battle with labor 
unions, will tend to restrain the return to company opera- 
tion of stations or even perhaps keep the return from be- 
coming at all general. 


However, there is no question that national marketers 
with millions invested in gasoline and oil trademarks and 
goodwill, and supporting elaborate sales programs, are not 
at all satisfied with the sloppy condition of the retail busi- 
ness. Nor can the oil companies afford to longer let the 
retail price drop lower’ and lower. Companies are quietly 
trying operating some key stations. 

It is safe to say that all national companies are trying 
to interest the jobbers to take a more direct part in the man- 
agement of stations, even to taking them back. This is 
not only to get better management but to keep the jobber 
in business against the seemingly rapidly approaching day 
when many stations will be serviced direct from refinery or 
marine or pipeline terminal. In the more densely populated 
sections of the country east of the Mississippi there are a 
great many single service stations that do far mcre business 
than many jobbers’ bulk plants, so the pressure for less 
than the ordinary dealers’ price is getting greater and greater. 


There are also rumors of extensions of gasoline pipe- 
lines and the laying of some new ones, all to the denser 
markets of the east. A shipyard on the banks of the Missis- 
sippi river just below St. Louis seemed to have a half dozen 
or so new oil barges in various stages of construction as the 
train slid by last week. And trucks are not only getting 
more numerous but the battle to make them bigger and 
better is on in earnest. 


Those who are not at the moment indulging in any of 
these changes, like the railroads, may not like to contem- 
plate them. The changes may work hardship upon many, 
on others the inconvenience of making adjustments. But 
however an oil man may view them, the changes are with 
us and as long as they are for the economic benefit of al! 
the people, the changes will continue. The man who will 
make money from them is he who studies them carefull; 
as they may apply to his own business, 


x x 


This part of Texas is growing rapidly as a tourist sec- 
tion. The best of roads run across and north and south 
through Texas. There are plenty of excellent hotels. They 
rise like phantom towers out of the deserts of West Texas 
where you don’t find a house in 50 miles. These hotels ar 
being rapidly air conditioned. Most of their eating rooms 
are air conditioned now, 

Texas is dolling up its points of interest. State and 
church have furbished up and restored some of the two- 
century-old missions hereabouts. The army camps 
“forts” are attracting more people. 


anc 


Then there is the big oil and farming activity along th: 


gulf coast and in “the Valley’, meaning the Rio Grande river : 
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valley. Corpus Christi is no longer just a place for good 
tarpon fishing. It is a big business city, the heart of much 
oil activity, while down in “the Valley” from Brownsville up 
is an area producing as fine fruit and vegetables as any 
other in the country and that area looks if anything more 
prosperous than does Florida or California. 

The completion of a fine automobile road from Laredo 
down to Monterey and Mexico City is attracting more tour- 
ists every day. People hereabouts think nothing of running © aes 
down to Monterey for a day or two. The big mountains ae 
are between Monterey and Mexico City but the former is a Sen. Chan Gurney, Sioux 
beautiful sight surrounded by high mountain peaks. Many Falls and Yankton, S. D., oil 
oil men and their families motored to Monterey after the jobber and “alky-gas” enthus- 
meeting last week. iast, has notified the Senate 

In fact, motoring out in these parts is far pleasanter 
than back east because towns are few and far between and 
you don’t have to watch for speed traps and traffic lights 
all the time. 

And it is the automobile that is doing all this, together 
with the truck and motor driven sea vessels. 


N. P. N. News Bureau 
WASHINGTON, March 27. 
“Alky-gas” has reared its head 


that he will offer a proposal to 
exempt from the federal gaso- 
line tax all motor fuel mixed 
with 10 per cent or more of al- 
cohol made from domestic farm 
products. 

He said he will offer it as an 
amendment to the bill concern- 
ing taxation of state govern- 


TI h : ment employees’ salaries as 
ne theory that laws are not made to hamper a labor coon as that bill reaches the 


union in anything it may want to do, got another blow at De-_ genate floor. 

troit recently. A judge enjoined a service station union The same day that Gurney 
from picketing an oil company’s bulk plant for the purpose made his “alky-gas” speech on 
of forcing the oil company to agree with its competitors and the floor (one of his maiden 
the labor union, on a price to be charged the public for 
gasoline. 

Labor unions and some dealer associations have gotten 
by with the proverbial “murder” without being indicted, but 
were they ever successful in thus getting a large oil com- 
pany to make an agreement on price—or “margin” if you 
prefer—prosecuting attorneys from Washington out across 
the land to every county seat would make such a stampede 
to the courthouses to be the first to hammer ‘“‘the monopoly,” 
meaning only the big company, not the labor union, that 
special traffic police would be needed. 

Besides the union’s proposal would be a delegation of 
power by the citizens that we do not believe the American 
people will ever make. It’s just plain mob rule.—W.C.P. 


Forbids Union’s “Price Conspiracy” 


speeches as a Senator), Rep. 
Johnson, Ill., over on the House 
side of the Capitol, likewise ex 
tolled the benefits to the entire 
nation in general, and the farm 
er in particular, from blending 
farm-produced alcohol with gas- 
oline. 

Johnson told the House that 
Agrol is the “possible solution 
of the alleged farm-commodi- 
ties surpluses,” and _ defined 
Agrol as “simply anhydrous al- 
cohol from which the normal 6 
per cent of water has been re- 
——— | moved.” He made startling 
claims for ‘‘alky-gas’”’ when he 
declared: 

“A 10-per cent blend of Agrol 
with a cheap grade of gasoline 
makes a motor fuel comparable 
with the regular lead-processed 
gasoline. A 10-per cent blend 
legis- with the regular grades gives 








Oil’s WASHINGTON CALENDAR 








Below are give n the dates and notices of hearings, procee ij 





lation, etc., which are of importance to oil companies. Notice is also given , Sl <a rae he 
of regulations issued, interpretations of laws, new publicat ere. a motor fuel superior to the 
with information as to how readers may secure official pies of these. premium grades.” 
Johnson said “hostility of 
HEARINGS: line f K Ind the gascline manufacturers” 
>, e y ry y a. e 
’ . ine Irom Hy. to In has been the one obstacle in the 
Interstate Commerce Mav 15 Hearing at Helen: : 
May lo fearing at Helena, way of general adoption of an 


Commission: Mont., on application of Mon- 


Further hearings on question tana-Dakota Utilities Co., Min- 
of need for safety regulation neapolis, to import natural gas 
for privately-operated trucks: from Canada into Montana. 


April 6—Railroad proposal to EFFECTIVE DATES: or sell less gasoline, but to sell 
cut less-than-carload freight Federal Power Commission: more gasoline and make more 
‘ates on petroleum products in July 11—Order 59, amending money on the gasoline con- 
southern states. (Atlanta, Ga.). rules of practice under Natural sumed” under a general adop- 

April 10 — Railroad proposal Gas Act. tion of the blend. 
to cut less-than-carload freight MEETINGS: Twenty-one nations are using 
rates on petroleum products in May 2 and ®—American Trade alcohol-blended gasoline, the Il- 
southern States. (Meinphis, accn Rxecutives spring meet- linois representative said, and 
Tenn.). ing. in some of them U. Ss. firms 

April 11 which “knock” alky-gas in this 
ton. D. C. ae aaa -<l , ot are helping to sell 
ee ' ‘ i zimits of Inflammability o 1em. 

Momeral Power Commission: Gases and Vapors”, Bureau of “The Standard Oil Co. of 

April 17..-Hearing on applica- Mines Bulletin 279. Available New Jersey,” he said, “joined 
tion of General Gas Pipe Line at 20c a copy from Superinten- hands with the English Dis- 
Co. of Indiana for certificate of dent of Documents, Government tillers Co. in England and an- 
public convenience and neces- Printing Office, Washington, nounced through extensive ad- 
Sity to build natural gas pipe- D. C. vertisements ‘the most perfect 


alcohol blend, and added that 
“measures can be worked out 
that would enable the oil com- 
panies not to make ‘less money 


ICC Bldg., Washing- REPORTS AVAILABLE: 


sé 


Gurney May Push Alky-Gas 
To a Vote in US. Senate 


motor fuel the world has ever 
known—Cleveland Disco! 331/3 
per cent British alcohol’. They 
have widely advertised the 
many virtues of alcohol-blend 
motor fuel, that is, in England, 
but not the United States.” 

Johnson offered no _ legisla- 
tive proposal, but offered his 
observation for the “considera- 
tion” of the House. 


“Worth Extra Cost” 


Gurney’s speech went into 
the possibility of increased cost 
of motor fuel mixed with alco- 
hol, and said “the increased 
cost is offset by the increased 
return the farmer would get 
for the full 100 per cent of his 
crop.” 

The South Dakotan referred 
the Senate to the Agriculture 
Department’s “alky-gas_ study, 
issued last December, which he 
said “presents a complete study 
and report of the entire proj- 
ect.” 

While there have been vari- 
ous kinds of “alky-gas” bills in- 
roduced in Congress for sev- 
eral years, Gurney’s proposed 
amendment, if it comes up for 
floor discussion, will be the 
first legislative proposal of this 
type to reach the floor of the 
Senate for debate—possibly in- 
dicative of growing interest 
among legislators for some 
kind of federal ‘“alky-gas” sub- 
sidy. 

At the same time, it may also 
serve to lend support to rumors 
that efforts are being made to 
have both major parties insert 
“alky-gas” planks in their 1940 
platforms.’ 


Government Files 
Appeal on Madison 


By Teletype 

WASHINGTON, March 28.— 
Justice department has filed 
with the clerk of the U. S. Su- 
preme Court the record in its 
unsuccessful attempt to have 
the seventh circuit court of ap- 
peals issue a writ of mandamus 
ordering Federal Judge Patrick 
T. Stone to rescind his orders 
dismissing 11 defendants in the 
“first” Madison case, it was 
learned today. 

At the same time _ justice 
department officials indicated 
they will file an appeal brief 
soon, asking the Supreme Court 
for the mandamus writ which 
the Circuit Court denied, or 
else for a writ of certiorari or- 
dering the District Court to 
send up to the Supreme Court 
the record of the Madison Trial. 
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Latest developments in freight rates, legislation, taxes, 
regulations, and new construction affecting the transport- 
ing of petroleum products by truck, barge, tanker, pipeline, 


ond railroad. 


Trucker’s Complaint Brings 
Anti-Trust Probe of Rails 


N. P. N. News Bureau 
WASHINGTON, March 27. 
of American Rail- 
is being investigated by 
the Department of Justice 
that it is conspiring 
against the motor truck indus- 
try. 


Association 
roads 
on 


charges 


Justice Department officials 
told NATIONAL PETROLEUM 
INEWS today they are looking 
into a complaint filed by one of 
the nation’s largest trucking 
companies, attacking A.A.R.’s 
policy of refusing in many in- 
stances to join with motor car- 


riers in establishment of joint, 


rates. 

It is understood the com- 
plaint specifically refers to res- 
olutions adopted by the A.A.R. 
last year to the effect that it is 
“not desirable’ for railroads to 
enter into joint billings with 
motor carriers. 

Although Justice Department 
attaches would say little as to 
the scope of the investigation 
or its importance in their eyes, 
it was learned that the A.A.R. 
resolutions complained of are 
those which stated: 


Rails’ Policy Cited 


“1. Resolved, that the presi- 
dent (of the A.A.R.) be direct- 
ed to issue an order forbidding 
the establishment of joint rates 
between member roads on 
the one hand, and common car- 
rier truck or bus companies on 
the other hand, except in cases 
where, after consideration by 
the proper traffic executive as- 
sociation where such an ar- 
rangement may be proposed, or 
where in territory not subject 
to the jurisdiction of any traffic 
association, then by the chief 
traffic executive of all lines in- 
terested, it is universally agreed 
that the territory involved is 
not served by railroad and such 
arrangement therefor would net 


aS 


constitute an invasion of an 
other railroad’s territory. 
“2. It is hereby declared to 


be the policy of the Association 
that the public interest will be 
promoted and the integrity and 
credit of the railroad industry 
improved and maintained if the 
railroads refrain from establish- 
ing with motor carriers through 


routes or joint rates or fares 


‘claring that 


which invade territory not 
served by such railroad and 
which is already served by one 
or more other railroads. 

“It is further the policy of 
this Association that it is not 
desirable for the rail carriers 
to enter into joint billing ar- 


rangements with, or to advance 


charges to motor carriers, ex- 
cept where the services of such 
motor carriers are within a 
terminal district.” 
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February Oil Trucking 
Is 18% Above 1938 


N. P.N. News Bureau 

WASHINGTON, March 
27. —- Petroleum products 
moving by truck in Febru- 
ary showed a 13.4 per cent 
gain over similar move- 
ment in February, 1938, ac- 
cording to American Truck- 
ing Association’s monthly 
index numbers ‘on truck 
loadings. 

Petroleum products rep- 
resented 12.8 per cent of 
the total volume of Febru- 
ary truck loadings reported, 
A.T.A. said. 

Movement of all commod- 
ities in February was 25.7 
per cent over February a 
year ago. 











Wage-Hour Officials ‘Seize’ 


N. P. N. News Bureau 
WASHINGTON, March 27.— 
Without waiting to see wheth- 


er Interstate Commerce Com- 


mission will decide that the Mo-}| 


tor Carrier Act empowers the 
ICC to regulate hours of non- 
driving employes of for-hire 
truckers, as well as employes of 
private truckers, the Wage-Hour 
Division has issued a ruling de- 
it holds this au- 
thority, and that these employes 
are under the Wage-Hour Law 
if in interstate commerce. 

Last October, the wage-hour 
officials indicated they would 
await determination of the 
ICC’s jurisdiction before mak- 
ing a ruling. 

The overlap in the jurisdic- 
tions comes from the fact that 
the Motor Carrier Act is not 
clear as to whether the ICC has 
power to establish maximum 
hours for non-driving employes 
of companies operating trucks, 
and also, that the act authorizes 
ICC jurisdiction over employes 
of private truckers only “if the 
need therefor be found.” 

ICC's 

Further, the Wage-Hour Law 
that “the provisions of 
section 7 (hours) shall not ap- 
ply with respect to (1) any em- 
ploye with respect to whom the 


Jurisdiction 


States 


Interstate Commerce Commis- 
sion has power to. establish 
qualifications and maximum 


hours of service pursuant to the 


provisions of Section 204 of the 
Motor Carrier Act, 1935. ...” 

The commission has already 
prescribed maximum hours (60 
hours per week) for drivers of 
for-hire trucks, and has under 
consideration two proceedings 
to clarify its jurisdiction in the 
matter of the other two classes 
of employes. 

In one of these, Ex Parte MC- 
28, the Commission has held 


EWS 


that its power over hours of 
for-hire truck employes is lim- 
ited “to those employes whos- 
functions in the operation of 
motor vehicles make such regu- 
lations desirable because of 
safety conditions,” but it is now 
engaged in a further investiga- 
tion to determine if this may 
not be altered to include em- 
ployes “whose activities affect 
the safety of operation of mo- 
tor vehicles” — which, presum- 
ably, would include some othe: 
employes than drivers. 


In the private-truckers’ em- 
ployes matter, the commission 
is also in the midst of an inves- 
tigation into the “need” for reg- 
ulation of their hours. 


Since both these matters are 
pending, the opinion of the 
Wage-hour division, issued by 
General Counsel Calvert Ma- 
gruder; “is subject to revision if 


|future action by the Commis- 


sion so requires,” it said, adding 
that it “merely indicates the 


| course which Administrator El- 
mer F.-Andrews will follow 


Jurisdiction over Truckers 


‘by the courts or unless the bul- 


in 
performing his administrative 
duties, unless directed otherwise 


letin itself is later revised.” 

So, as it stands now, drivers 
of for-hire trucks are exempt 
from Wage-Hour Law hour pro- 
visions, but they are applicable 
to drivers of private trucks, as 
well as to all non-driving em- 
ployes of both for-hire and pri- 
vate carriers. Wage provisions 
of the act are applicable to all 
employes of either for-hire or 
private truckers in interstate 
commerce. 





Texaco Fights Rate Slash 
On Baton Rouge Shipments 


N. P. N. News Bureau 
WASHINGTON, March 27.— 
Protesting vigorously against 
an Interstate Commerce Com- 
mission examiner’s recommen: 
dation that rates on petroleum 
products from New Orleans-Ba- 
ton Rouge Group points to des: 
tinations in the southwest and 
midwest be cut, as requésted by 
Standard Oil Co. of Louisiana, 
The Texas Company has filed a 
brief with ICC in which it de 
clares: 

“It seems to us that the com- 
plaint is an endeavoring to se 
cure a full line of unwarranted 
and unreasonably low rates 
predicated on the depressed 
bases from the Southwest in or- 
der to move a small amount of 
lubricating oils from its (Stand- 
ard’s) Baton-Rouge refinery in- 
to the back yards of numerous 
refineries in Oklahoma and Kan- 


sas whose natural advantages, 
by reason of geographical loca- 
tion and the present rate struc 
ture should not be jeopardized 
by such an arbitrary equaliza- 
tion of opportunity as is here 
proposed and recommended.” 
Complaint in the case was 
filed last September (N.P.N. 
Sept. 21, p. 10), charging tha 
rates on petroleum products 
from Standard’s North Baton 
Rouge refinery to points in Ok- 
lahoma, Kansas, Nebraska, 
South Dakota, Colorado and 
Wyoming “do not bear a just 
relationship to rates they (th 
railroads) maintain from othe! 


shipping points in Arkansas, 
Louisiana, Oklahoma an¢e 
Texas.” 


ICC Examiner R. G. Taylor 
held hearings on the complaint 
and recommended that the com- 
mission should find the assailed 
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rates on refined products “are, | 
and for the future will be un- 
reasonable to the extent that 
they exceed, or may exceed, the 
corresponding rates maintained 

from Laredo, Tex., to the 
same destinations in Oklahoma 
Kansas, Nebraska and South) 
Dakota, and to the extent that 
they exceed, or may exceed, the 
corresponding rates maintained 
.. . from Port Arthur, Tex., to 
the same destinations in the 
states of Colorado and Wyo- 
ming.” 

It was this recommendation 
that brought the protest of Tex- 
aco, as well as all the railroads 
involved except one. Both pro- 
tests pointed out that the rates 
from the southwest were spe- 
cifically established to move an 
“oversupply” of oil from the 
southwest, and thus were too 
low to be used as a basis for 
rates from other points. 

“It is difficult to understand,” | 


says the rail brief, “the reason 
ing behind the request that a 
rate adjustment purposely de 
signed to move an excess pro- 
duction from the southwest 
should be used to aggravate 
within the southwest the condi 
tion it was intended to relieve.’ 

The rail brief foresees a com- 
plete “breakdown” of the rate 
structure in the southwest if the 
report is adopted by the com: 
mission, as well as “endless 
complaints” on behalf of other 
refiners. 

The Texaco brief said the pro- 
posed adjustment was based on 
“comparable distance,” but that 
the commission has “continual- 
ly reiterated ... that distances 
were factors of no importance 
in fixation of petroleum rates 
from the southwest,” and added 
that if they were to be used now, 
many other rates will have to 
be readjusted. 








Oil Truckers Demand Probe 
Of Southeastern ‘Rate War’ 





By Teletype 
N. P.N. News Bureau 


WASHINGTON, March 28.—) 


Charging that a “rate-cutting 
war has been inaugurated by 
the southeastern railroads for 
the avowed purpose of putting 
the contract petroleum carriers 
in the Southeastern States out 
of business,” the Petroleum 
Carriers Division of American 
Trucking Ass’ns., Inec., has 
asked the Interstate Commerce 
Commission to prescribe mini- 
mum rates and charges for rail 


and motor carriers in that area. 


‘Hits Superhighways 


The petition, filed by Martin 
Sack, as counsel for the Petro- 
leum Carriers Division, asks a 
general investigation into the 
rates, regulations, charges and 
practices of railroads and both 
common and contract motor car- 
riers for carrying petroleum 
products from South Atlantic 
and Gulf ports to interior points 
in the Southeast. 

The truckers’ petition cites 
that the rails in that area are 
“for the third time” proposing 
to reduce their rates for trans- 
portation of oil products from 
ports to inland points “below 
the level of reasonable rates 
which were prescribed by the 


commission” in Docket 17000, 
Part 4. 
Sack asks that hearings in 


the investigation be 
Jacksonville, and that the Pe- 
troleum Carriers Division be 
made a party to the hearings. 

Rails in the southeast were 
granted temporary authority by 
ICC last week to publish re- 
duced rates on petroleum prod- 
ucts from Marine terminals 


held at 


to inland points to meet motor 
competition as prayed in an ap- 
plication filed in January. Hear- 
ings were held in Charleston, 
February 28, and a decision on 
making the authority perman- 
ent is not expected before mid- 
summer. It may, in fact, be side- 
tracked if the petition for a gen- 
eral investigation aimed at pre- 
scription of minimum rates is 
granted. 


Roads Bureau Chief 


N. P.N. News Bureau 
WASHINGTON, March 27. 
Indicative of what the Bureau 
of Public Roads’ report to Con- 
gress on its study of superhigh- 
way proposals, due soon, may 
contain is the testimony of 
Thomas H. MacDonald, chief of 
the BPR, before a House Ap- 
propriations Subcommittee at 

hearings just made public. 
“We definitely recommend 
against a system of transcon- 
tinental toll highways,” Mac- 
Donald said. “Our position is, 
as we have been convinced 
through the years, that high- 
ways should first be developed 
to take care of local traffic... 
and get our long-distance high- 


ways by extension of these 
roads.” 

He said, however, that  so- 
called superhighways in short 


sections, between urban centers 
of population, might be sup- 
ported by tolls, and might be 
found to be practical. 


Rail Rate Cut from Group 3 
Expected in Mid-Continent 





N.P.N. News Bureau 
TULSA, March 27.—An- 
nouncement of a rail 
duction on petroleum products 
shipped into the Indiana Stand- 
ard territory from the Mid-Con- 
tinent refining 
pected shortly by 
men here. 
Western Trunk Line railroads 


district is ex- 
some traffic 


have been scrutinizing the pe- 
troleum freight rate structure 
from, to and between Southwest- 
ern and Mid-Continent points 
with a view to halting further 
loss of tonnage—and possibly 
recapture at least a part already 
lost—to competing carriers, ac- 
cording to reports here. 

Reduction from Mid-Continent 
refineries to the Middle West is 
expected to amount to slightly 
more than 7.5 cents per hun- 
dredweight, or about 0.5 cent 
per gallon. 

Figured on this basis, the ex- 
pected reduction would bring 


the all-rail rate on gasoline from | 


Group 3 (Oklahoma) to Chicago 
down from the present 2.640 


cents per gallon to 2.140 cents; | 
would be re-| 
duced from 3.168 cents to 2.668; | 


Indianapolis, it 


to Green Bay, Wis., from 3.366 
cents to 2.866; to Detroit, Mich., 
from 4.224 cents to 3.724; to St. 
Louis, Mo., from 2.178 cents to 
1.678; to Fargo, N. D., from 
4.158 cents to 3.658. 

It is believed among the oil 


trade that the expected reduc-| 


tion in Group 3 rates is one of 
the first results of the com- 
plaint filed by Petroleum Rail 
Shippers Ass’n. with Interstate 
Commerce Commission. 


Lose To Trucks 


Another immediate problem 
facing railroads is the loss of 
business to trucks hauling pe- 
troleum products from Mid-Con- 
tinent refinery centers intrastate 
and into Colorado and to other 
Southwestern destinations. De- 
spite increases in production 
and consumption of gasoline, 
1937 railroad petroleum tonnage 
originating in Kansas—a_ rep- 


resentative Mid-Continent  re- 
finery center—dropped 32.3% 
below tonnage in 1930. Like- 


wise, 1937 petroleum tonnage of 
principal rail carriers terminat- 
ing in Kansas fell 57.2% below 
1930 volume. 

Realizing that present rate 
structure is “stifling movement 
of traffic by rail and forcing it 
to seek other’ transportation 
agencies and short hauls 


rate re- 


through trading or exchange ar- 
rangements,” railroads will, 
within the next few days, pub- 
lish dockets proposing: 

1. Substantial reductions in 
Oklahoma intrastate rail rates 
on petroleum products. 

2. Cuts in interstate rates be- 
tween Oklahoma and Kansas 
points. 

3. Rate reductions from Ok- 
lahoma and Texas Panhandle 
origin points to Colorado des- 
tinations. 

Proposed Kansas _ intrastate 
and Kansas-to-Colorado rates re 
ductions will again be consid- 
ered at a meeting of the Execu- 
tive Committee of Western 
Trunk Line Committee to be 


| called some time the first part 


of April. The Kansas-to-Colo- 
rado rate reduction of about 40 
per cent was shelved tempo- 
rarily by Standing Rate Com- 
mittee of the W.T.L.C. earlier 
this month. The approximate 
35 per cent reduction in Kansas 
intrastate petroleum rates was 
approved by the same commit- 
tee, but was later appealed. 


ICC Calendar 


On Oil Trucking 








Hearings Scheduled 


Karl Bray, Cushing, Okla. April 
7, Oklahoma City, on contract car- 
rier application to transport refined 
petroleum products in Kansas and 
Oklahoma over irregular routes. 

Shirley Palmer Trucks, Idaho 
Falls, Idaho. April 14, Idaho Falls, 
on application to extend operations 
as a contract carrier of petroleum 
products in Idaho, Utah and Mon- 
tana. 

Murray Baum, Ashton, Idaho. 
April 15, Idaho Falls, on applica- 
tion to extend operations as a con- 
tract carrier of petroleum products 
in Idaho, Montana, Utah, and 
Wyoming. 

Petroleum Transport, Ine., Lans- 
ing, Mich. April 18, Columbus, O., on 
application to extend operations as 
a common carrier of petroleum 
products in Ohio and Michigan. Also, 
April 18, Columbus, O., on applica- 
tion to extend operations as a com- 
mon carrier of petroleum products 
in Ohio and Indiana. 

Arlie White Truck Line, Portland, 
Ore. April 20, Billings, Mont., on ap- 
plication to extend operations as a 
common carrier of petroleum prod- 
ucts in Montana, Wyoming, and 
Idaho, over irregular routes. 

E. L. Jones, Billings, Mont. April 
21, Billings, Mont., on application 
to extend operations as a contract 
carrier of petroleum products in 
Wyoming and Montana, over irregu- 
lar routes. 


Widsteen Gasoline Transport Co., 
Inc., Ellensburg, Wash. May 4, Spo- 
kane, Wash., on application to ex- 
tend operations as a common car- 
rier of petroleum products in Wash- 
ington and Idaho. 





tal 
o 





NATIONAL PETROLEUM NEWS, WEDNESDAY, MARCH 29, 1939 








Hike in Texas Quota 
Was ‘Mistake—E.O.T. 


(Continued from page 25) 
mean the undoing of all the 


good work of the past. 
a not 


an 


to correct 
when the 
error is so clearly pointed out. 
Therefore, I urge the necessity 
of preserving our state’s pros- 
perity which is so thoroughly 
tied up in the well being of the 
oil industry by recalling the 
April order and continuing the 
present five-day program 
through the months of April and 
May. The testimony at the 
hearing was all to the effect we 
should continue our present pro 
gram an additional 60 to 90 
days. 

“This will give renewed hope 


do hesitate 


apparent mistake 


and courage to all operators. It 
will hold the ground we have 
gained there is no point 


in producing unwanted and un- 


saleable oil. The records show 
that for the past 40 years April 
has been the month during 
which oil prices broke three 
time for every once they in 


¥ 


Oil Men's Brows Puckered 


creased. We cannot consider 
price but we can see April as a 
month of instability and not a 
time to rock the boat. No harm 
can come to any one by our con- 
tinuing to be very cautious and 
now that we see the oil cannot 
be handled or sold, I am glad 
to bow to the mistake and 
promptly correct it.” 

Smith and Sadler in 
Abilene, Tex., March but 
wired Attorney General Mann 
asking that he investigate the 
oil industry operating in Texas. 
Their message read: 

“We think it imperative that 
an investigation of certain oil 
companies operating in Texas 
relative to price fixing and pos- 
sible violations of the anti-trust 
act be had, and are requesting 
the assistance of the Attorney 
General's office in the matter 
of a prompt investigation”. 

Sadler was quoted as saying 
several companies had issued 
“threats” that the lifting of the 
Saturday shutdown would re- 
sult in a drop in price of crude. 


were 


27, 


By Developments in Texas 


N.P.N. News Bureau 
TULSA, March 27.—The o. 
industry’s brow, which had _ be- 
gun to lose some of the wrinkles 
caused by concern over the 
crude production situation of re 
cent months, puckered up again 
late last week. . 


The wrinkles were restored 
because the Texas Railroad 
Commission, in its allowable 


production order for April, lifted 
the Saturday shutdowns. This 
places Texas fields once more 
on a six-day producing schedule, 
whereas for the past several 
months production has been on 
a five-day-a-week basis. 

In a statement accompanying 
the order, the commission in 
ferred that Texas had been re 
stricting its production in rela 
tion to its reserves to a greater 
extent than other oil producing 
states. 

The new order, for only one 
month contrasted with the 
three-months order of last De 
cember, was issued March 22 
seven days after the statewide 
proration hearing at Austin 
March 15. 

The commission’s order 
signed by all three members; re 
tains the basic daily allowable 
estimated at 1,805,757 barrels, 
but with a net of three more 
producing days in April than in 
March, actual daily average 
production for the month will be 


as 


almost 200,000 barrels higher 
than in the preceding month. 
The estimated daily average 


production in March was 1,315,- 
300 barrels, while it is estimated 
the allowable in April figured 
on a daily average basis will be 
close to 1,513,000 barrels. 
Above U. S. Estimate 

The Bureau of Mines had esti- 
mated market demand for Texas 
crude in April would approxi- 
mate 1,412,000 barrels. The new 
allowable, therefore, will be 
about 100,000 barrels daily above 
the bureau’s estimate. 

The April allowable order is 
the first the Texas commission 
has issued since G. A. Sadler of 
Longview, succeeded C. V. Ter- 
rell as a member of that regu 
latory body. It will be recalled 
that the three-months order is- 
sued last December was signed 
by Col. E. O. Thompson, then 


chairman, and Lon A. Smith, 
who became chairman after 
Jan. 1. Smith, like Sadler, is 


from the East Texas area. 
The new order exempts only 
the Rodessa field from the six- 
day producing schedule. That 
cxemption, it was explained, is 
due to the fact Rodessa is a tri- 
state area and subject to drain 


age. 

All previously granted ex- 
emptions of the commission 
which permitted certain fields 


will be rescinded April 1. The, 
order states that these fields, | 
should they continue to produce | 
on a_ seven-day basis, must) 
pinch back production one-sev-| 
enth each week. 


The new order does not set| 
well with a majority of the ma- 
jor and independent operators 
in Texas, and for that matter in 
other parts of the southwestern 
producing area. 


In recent months the railroad 
commission has worked dili- 
gently to find markets for crude 
being produced in Texas but 
which had no market outlet, due 
to pipeline proration. Most of 
the pipeline proration has been 
eliminated recently in_ that 
state but many operators now 
express the belief that, under 
the new order, it will be re- 
stored in many areas where the 


present pipeline facilities al- 
ready are overburdened. 
Other observers have ex- 


pressed the fear that more se- 
lective buying of crude will fol- 
low and that eventually a suffi- 
cient amount of crude will be 
offered at under posted prices 
in the hope of finding a market, 
that a general revision down- 
ward in the crude price sched- 
ules may be experienced. Still 
others look upon the new order 
as an outstanding bid for fed- 
eral control. 


Relief for Stripper Wells 


The stripper well situation in 
Oklahoma and Kansas, mean- 
while, has shown some improve- 
ment. 

Through efforts of a commit- 
tee of the Oklahoma Stripper 
Well Assn., arrangements were 
completed recently for Stano- 
lind Oil Purchasing Co. to in- 
crease purchases in northeast- 
ern Oklahoma by 1750 barrels 
daily. This move will permit 
the National Refining Co. to 
continue to pay the posted price 
for the crude it obtains in north- 
eastern Oklahoma and _ south- 
eastern Kansas for its refinery 
at Coffeyville, Kans. At the 
time President Edgar Hill of 
the National company = an- 
nounced the company would 
hold in abeyance until April 1 
a previously announced price 
schedule revision, he said that, 
if he could be relieved of about 
2000 barrels of oil daily, he 
would not be forced to go 
through with his plans at this 
time. Stanolind’s action gives 
him that relief. 

The trade in properties and 
pipeline facilities between the 
Shell Petroleum Corp. and the 
Carter Oil Co. and Oklahoma 
Pipeline Co., whereby Shell took 
the Carter-OklahOma company’s 
holdings in southern Oklahoma 
areas in exchange for its hold- 


ings in Seminole, brought a 
measure of relief in several 
pools in southern Oklahoma. 


| to produce on a seven-day basis Shell restored 100 per cent tak- 


ings from its connections in the 
Healdton and Graham fields, 
with payment of full posted 
price. The company has been 
delayed in restoration of 100 


/per cent schedules in some parts 


of the Ed Cox and Wildcat Jim 
pools, however, due to physical 
difficulties which are now being 
ironed out. 


Shell Buys More Oil 


The exchange of properties 
increased Shell’s purchases in 
southern Oklahoma about 2200 
barrels daily. 

Meanwhile the Ben Franklin 


Refining Co. of Ardmore, Okla., 


has taken over the gathering 
system of the Oklahoma Pipe- 
line Co. in the Osear, Seay and 
Spring areas of Jefferson coun- 
ty. Carter Oil Co. had been 
paying full posted price for the 
crude gathered by the pipeline 
company, but the Ben Franklin 
company has posted its own 
schedule now, which is 14 cents 
below other postings in that 
general vicinity. The Ben Frank- 
lin company also has retained 
the pipeline proration of five 
barrels maximum per well per 
day. 

There has been some specuia- 
tion, meanwhile, as to how long 
such companies as Shell and 
Magnolia Petroleum Co. will 
continue to pay their prices for 
crude obtained in the southern 
Oklahoma districts while a num- 
ber of independent refiners have 
posted schedules as much as 14 
cents under them. 


Okla. Allowable To Stand 


Operators in the prorated 
areas of Oklahoma apparently 
are fairly well pleased with the 
present situation and, unless 
something unforeseen develops, 
they predict that the recommen- 
dation will be made at the pro- 
ration hearing March 29 before 
the Oklahoma _ Corporation 
Commission that daily allow- 
able be kept at 428,000 barrels 
daily, a figure which has been 
in force since last August. 

Another slight ray of hope 
for improvement in the south- 
ern Oklahoma area was seen to- 
day, however, with the an- 
nouncement by Bell Oil & Gas 
Co. that, effective April i, it will 
advance its crude price sched- 
ule four cents a barrel in the 
Red Riverbed field. This field 
is in northern Wichita county, 
Oklahoma, and in Tillman coun- 
ty, Oklahoma. The new post- 
ing puts Bell’s schedule on a 
parity with that of Magnolia in 
that area. Bell buys the crude 
in that area for its Grandfield, 
Okla., refinery. 

Louisiana’s allowable for 
April, announced March 25, is 
3700 barrels daily above tl 
March figure of 254,220 barrels, 
the new allowable being 
920 barrels daily average. 
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Believe Texas Rates Larger 
Portion of Crude Oil Demand 


AUSTIN, Texas, March 27.—! occurring in the oil fields of 
When the three members of the Texas. 
Texas Railroad Commission, “Texas is restricting her pro- 
signed the April allowable pro- duction ~~ ons heres 
: et March 22 exercised in some other states 
Guten order fere maren “| and it is hoped that we may be 
they issued the following joint joined in this effort at keeping 
statement explaining the new) production within market de- 
order: ,mand. There should be more 
“This order permits the oil relationship between  produc- 


tion and reserves within the re- 
wells of the State of Texas to cnoctive oil producing states. 
resume production on Satut-| «phere will be only one ex- 
days during the five Saturdays ception to this order. It will be 
of April. the Rodessa pool, which is sub- 
“It has been the custom of ject to conditions of drainage, 
due to it being a tri-state field, 
; : ., and wells there will be permit- 
some time to shut in the oil tag to produce seven days a 
wells of Texas for eight days| week. All other oil wells in 
each month, four Saturdays the state will be held to a strict 
and four Sundays. This order, six-day per week producing pe- 
therefore, means that Texas oil riod.” : 
wells will be shut in only five) Daily allowables for April by 
days during April instead of fields, as compared with the 
eight. The commission believes daily allowables for March are 
that three extra days’ produc. as follows: 
tion during April will not flood 


the railroad commission for 


Field April March 

the market. Panhandle 88,996 85,103 
66 issi ed-| North Texas ...... 117,654 94,184 
The einige tay ee has sch West Central ..... 67,311 82,349 
uled a hearing April 19 at Aus- west Texas ...... 265.264 244.582 
tin to consider again the ques- East Central ...... 121,437 118,461 
Southwest ..... .. 336,902 317,647 


tion of preventing physical Guir Coast |||... 285,200 271,735 
waste in the production of oil East Texas ...... 2 ae 
and gas, and the commission 

can at that time consider the The figures as given are ex- 
question of the allowable pro- clusive of the reductions effect- 
duction in Texas. Close scru-| ed through the shutdowns. East 
tiny and watchfulness can pre-| Texas was retained on its 2.32 
vent the occurrence of any pre-, per cent of hourly potential 
ventable waste that might be’ basis. 








Col. Thompson and Dr. Frey to Discuss 
Oil Control at N.P.A. Spring Meeting 


By Teletype, cussion of “the province of the 


N. P.N. News Bureau) Federal Trade Commission in 
WASHINGTON, March 28.— the field of business practices” 


The national resources commit- by Robert E. Freer, chairman of 
tee’s report recommending fed- the FTC. 
eral oil control will be discussed, here will also be a speech 
from the federal and state view- on the expropriation of Amer- 
points at the 36th annual meet- jcan oil properties in Mexico by 
ing of the National Petroleum gq speaker whose name is yet 
Association at Cleveland, April to be announced, and a dis- 
13 and 14, according to a pre- cussion of the problems of small 
liminary program released by) enterprises in the oil industry by 
N.P.A. headquarters today. Paul G. Blazer, president of Ash- 
The federal angle will be tak-| land Refining Co. 
en up by Dr. John W. Frey, 
issociate director of the Petro- i : : 
leum Conservation Division, In-. New Kansas Refinery Started 
terior Department, and the state) WICHITA, Kan., March 27. 
angle by Col. Ernest O. Thomp- Construction has been started 
son, chairman of the Interstate 9n a 500 barrel refinery at 
Oil Compact Commission and Stockton, Kan. Plant will proc- 
member of the Texas Railroad ess crude from wells in Rooks 
Commission. In addition, there and Ellis counties, transporta- 
Will be a discussion panel of the tion to the plant being by truck. 
two viewpoints. Kenneth Nill of Russell, Kan 
Another feature of the con- is reported to be refinery su- 
vention program will be a dis-, perintendent. 


‘Clay Treating’ Patents 
Upheld By Court 


AMARILLO, Tex., March 27. 
—Suit of the Gray Processes 
Corp. against Danciger Oil & 
Refining, Inc. for alleged in- 
fringement of “clay treating” 
patents was decided in favor of 
the Gray corporation by Feder- 
al District Judge James C. Wil- 
son. His decision was filed here 
March 24. 

The suit was brought by the 
Gray corporation which alleged 
infringement of five patents. 
Case was heard in Amarillo, be- 
ginning last June 20, and lasted 
for six weeks. 


WASHINGTON, March 21. 
Norman M. Littell, who 
served during NRA days as an 
attorney for the petroleum ad- 
ministrative board in connec- 
tion with the West Coast mar- 
keting agreement, has_ been 
named assistant attorney gen- 
eral in charge of the Justice 
Department’s land division. 


Oil Men Hit Texas 
For Allowable Hike 


TULSA, March 27.—Criticism 
of the new April allowable or- 
der of the Texas Railroad Com- 
mission was expressed on two 
occasions late last week by of- 
ficials of the Independent Pe- 
troleum Assn. of America. 

At a meeting in Shreveport, 
La., Executive Vice President 
Harold B. Fell predicted another 
crude price cut if the trend of 
over-production continued. Vic- 
tor Wenzel, independent oper- 


, ator of Louisiana, said the al- 


lowable boost by the commission 
was a direct retaliation against 
Louisiana because “this state 
continues to allow 40,000 bar- 
rels per day of practically un- 
prorated oil to go from south 
Louisiana fields to Texas refin- 
eries.” 

At the statewide hearing 
March 15 the commissioners re- 
peatedly asked about the 
amount of oil large companies 


| were taking from Louisiana to 


W.P.R.A. Revamps 
Board of Directors 


AUSTIN, Texas, March 22.--- 
In line with the plan to make 
the Western Petroleum Refin- 
ers Assn.’s activities in the fu- 


ture more technical and _ sta-| 


tistical than heretofore, mem- 
bers at the 27th annual business 


meeting here March 21 re-| 


vamped the directorate. 
New board is composed of: 


of the association; R. W. McDowell, 
Mid-Continent Petroleum Corp., 
Tulsa, vice president; T. M. Martin, 
Lion Oil Refining Co., El Dorado, 
Ark., vico president; C. L. Hender- 
son, Vickers Petroleum Co., Wichita, 
Kans., vice president; C. W. Cahoon 
Jr., Olney Oil Refining Co., Wichita 
Falls, Tex., vice president. 


Abe Danciger, Danciger Oil & Re- 


fineries, Inc., Tulsa; H. T. Ashton, 
Lubrite division, Socony-Vacuum 
Oil Co., St. Louis; W. F. Sims, Pan- 
handle Refining Co., Wichita Falls, 
Tex.; H. W. Camp, Cities Service Oil 
Co., Tulsa; Sheldon Clark, Sinclair 
Refining Co., Chicago; A. L. Derby, 
Derby Oil Co., Wichita, Kans.; Alex- 
ander Fraser, Shell Petroleum Corp, 
St. Louis; B. P. Crittenden, Rodessa 
Oil & Refining Co., Shreveport, La. 

D. P. Hamilton, Root Refining Co., 
Shreveport, La.; O. L. Cordell, Barns- 
dall Refining Co., Tulsa; G. G. Ober- 
fell, Phillips Petroleum Co., Bartles- 
ville, Okla.; R. R. Irwin, White Eagle 
division, Socony-Vacuum Oil Corp., 
Kansas City; R. E. Luton, Ohio Oil 
Co., Fort Worth; W. E. Moody, Deep 
Rock Oil Corp., Cushing; F. L. Mar- 
tin, Sunray Oil Co., Tulsa. 

I. A. O’Shaughnessy, Globe Oil & 
Refining Co., Wichita, Kans.; L. H. 
Prichard, Anderson-Prichard Oil 
Corp., Oklahoma City; W. G. Skelly, 
Skelly Oil Co., Tulsa; J. W. Warner, 
Tide Water Oil Co., Tulsa; C. B. 
Watson, Pure Oil Co., Chicago; J. A. 
Welch, Arkansas Fuel Oil Co., 
Shreveport. 

Ex-officio directors are C. M. 
Boggs, Kanotex Refining Co., Ar- 
kansas City, Kans., and Roy B. 
Jones, Panhandle’ Refining Co., 
Wichita Falls, Texas. The directors 
will meet sometime within the next 
30 days and draft more explicitly the 
association’s program for the year. 


their Texas refineries for proc- 
essing. 

Then at a Houston, Tex. meet- 
ing on March 23 several mem- 
bers of the association ex- 
pressed surprise at what gen- 
erally was considered by them 
the issuance of an order directly 
contrary to testimony _intro- 
duced at the hearing. 

Vice President H. M. Stalcup 
of Skelly Oil Co., in discussing 
the recent work of the associa- 
tion, said considerable progress 
had been made since last De- 
cember in getting the industry 


|in a good statistical position, 
L. B. Simmons, Rock Island Re-| 
fining Co., Duncan, Okla., president | 


but that “ninety-five per cent 
of the wind has been taken out 


|of my sails by today’s announce- 


ment of the increase in Texas 
allowables. It puts us back to 
where we were two years ago.” 


Infringement Suit 
Reversed by Court 


CHICAGO, March 23. — The 
U. S. Court of Appeals for the 
third circuit today reversed the 
decision of the District Court 
for Delaware in the case of 
Sinclair Refining Co. vs. Globe 
Oil & Refining Co. The lower 
court earlier had held that 
Globe had infringed the Bell 
patents, owned by Sinclair, by 
the operation of a flue gas re- 
circulating system in connec- 
tion with Globe’s Jenkins crack- 
ing still at Cushing, Okla. Sin- 
clair had claimed that Bell not 
only taught flue gas recircula- 
tion but also the art of prolong- 
ing the cracking operation by 
means of recirculating methods. 

The circuit court decision re- 
manded the case to the lower 
court, directing that a decree be 
entered dismissing the bill. 
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Charge CLO. Unions 
Work with Oil Majors 


N. P.N. News Bureau 

LOS ANGELES, March 25. 
A lively fight centering around 
alleged C.IO support for state 
control of oil production, fea- 
first hearing this 
week on the bill to establish a 


tured the 


California Conservation Com- 
mission. 
Representatives of an_ inde- 


pendent producers association 
that 
ming of the 
Workers, 


working for the major oil com- 


frem- 
International Oil 
a C.I.O. adjunct, was 


charged President 


panies when he supported the 
proposed conservation commis- 
sion, and that he “‘is selling labor 
down the river.” A. F. of L. 
unions are opposing the bill. 
The 


duce , org 


same independent  pro- 
nization charged 
that the officials of the federal 
government who also appeared 
in support of the state bill were 
‘trying to 
industry. 


“nationalize” the oi 


The hearing ran March 21 


and 22 before the California As 
sembly Oil Industries Commit 
tee at Sacramento.- Chairman 


of this committee is Assembly- 


man Atkinson, the author of the 
bill It is expected the com- 
mittee will approve the bill but 
that a big battle will develop 
when it is before the assembly. 
If it passes the lower house, 
it is expected the senate and 
governor will approve. How- 
ever, victory for the bill is ai 
most certain to prompt a cam- 


paign for it to be presented to 
a referendum by the people of 
the state. So far, all previous 
attempts to legislate state con 
trol of have been 
lost in such referendums. 


conservation 

Opponents of the control bill 
are expected to make much of 
the silence of the major oil com 
panies, claiming it indicates ap 
proval. Any direct approval by 
the majors would undoubtedly 
work against the bill. 


If it is conceded that principal 
California producing interests 
are not adverse to provisions 


of this control measure 
this can be taken 
in the light of 
state 


and 
for granted 
yrevious efforts 
curtailment of 
yoduction then 
be aligned with the 


to efiect 
crude 4} these 
interests will 


C.1.O. International Oil Work 
ers Union, or at least with the 
Long Beach chapter of that or 
ganization, which admits spon- 
sorship of the bill 

( re other hand various 
A.] I. affiliated unions and 
the e federation of labo 
have made representations t 


‘ing the 


the California governor oppos- 


control bill on ‘the 


grounds it could cause “acute 
unemployment, create a mo- 


nopoly 
pendent producer.” 

Federal Officials Back Bill 

Proponents had their inning 
Tuesday, when George W. Hol- 
land, director of the Petroleum 
Conservation Division of the 
Department of Interior; Com- 
mander W. C. Greenman, U.S.N., 
inspector of Naval oil reserves; 
Harvey Fremming, president of 
the C.I.O. oil workers union, 
and several local representatives 
of this organization; Robert M. 
Pease, oil attorney, who did not 
divulge his interests; and sev- 
eral other speakers urged the 
committee to recommend the 
measure. 

Holland said the 
department’s 
proposed 


Was 


interior 
interest in the 
California statute 
primarily as an aid to 
conservation of petroleum re- 


sources and would bring this 


state within range of the in- 
terstate oil compact. 

Thea conservation stand was 
backed by Com. Greenman, who 
revealed the intense interest 
taken by the Navy in Pacific 
Coast oil affairs and warned 


that existing “wasteful” oil pro- 
ducing practices in California 
would hasten the day when it 
would be too late for any con- 
servation steps to be effective. 
He said the approval of the con- 
trol bill was in line with naval 
oil reserve policies which in- 
clude definition of title to sub- 
merged lands off the Califor- 
nia coast. 

Fremming and 
representatives declared volun- 
tary proration had proved _ in- 
adequate and urged state regu- 
lation as a means of stabilizing 
employment problems in the oil 
industry. 

Heading up attack on statu- 
tory control was Eugene G. 
Starr, president of Universal 
Consolidated Oil Co., and Wil- 
liam L. Murphey, oil attorney 
senting the Independent 
Petroleum Ass’n. of California. 
Other opponents included Har- 
old Morton, independent oper- 
and Richard Fenton, rep- 
esenting the California Strip- 
per Well Ass’n 

Starr denied that 
represented the oil 
California in his stand on the 
bill. When pressed on_ this 
point by Committee Chairman 
Atkinson, Starr said that without 
solicitation by oil 


believed 


other C.I1.O. 


repre 


ator, 


Fremming 
workers of 


workers, he 
represents 
the major oil companies, which 


vehemently denied. 


KFremming 


emmine 


and eliminate the inde-' 


Starr added 
brought about 
harbors by Fremming’s union 
affiliates had done much to re- 
duce the market for oil and that 
this had contributed to oil in- 


that 


dustry problems in this area, | 
because curtailment of shipping 


had cut deeply into purchases 
of fuel oil. 

Returning to the attack of 
C.1.0. support of the control 
bill, Starr said: “In my opin- 
ion, when the C.LO. 
this measure it is selling labor 


in the oil industry down the 
river, it will reduce labor re- 
quirements.” 


Murphey, who formerly rep- 
resented Wilshire Oil Co. in 
legal matters, carried the gauge 
of battle right into the camp of 
those supporting control of the 
California industry. He de- 
clared a large majority of pro- 
ducers, marketers and refiners 
were opposed to the bill; that 
signatures to a petition against 
oil control now numbered 410 
and that they expected to have 
more than 800 names within 
three weeks when the petitions 
would be filed with the commit- 
tee. 

“We have listened to a ‘flag 
waving’ demonstration _ prin- 
cipally from Mr. Fremming and 
Com. Greenman,” said Attorney 
Murphey. “We have been told 
of a threatened shortage of oil 

of over-production—of waste, 


strikes | 
in California} 


sponsors | 


save the industry, all of which 
demand ‘conservation’, a term 
which upon analysis is just bal- 
lyhoo. 

“As a matter of courtesy, we 
in California welcome these rep- 
resentatives of the Navy and 
Interior Departments person- 
ally. But when you analyze 
and know their true intentions, 
their representations do not 
come with good grace; their ul- 
terior purpose is primarily that 
of nationalization of this in- 
dustry which Mr. Fremming so 
frankly favors (as he testified 
before the Cole Investigating 
Committee and reiterated at 
this hearing).” 

Murphey quoted representa- 
tives of the Navy and Interior 
Departments to the effect that 
“confiseation” of California 
tidelands was warranted in the 
interest of conservation so that 
there would be enough oil left 
in the state (California) to car- 
ry on a major war campaign in 
the Pacific. 

Murphey also attacked the In- 
terior Department for a _ pro- 
gram encouraging importation 
of oil into the United States and 
the withdrawal and liquidation 
of stocks of crude oil and re- 


fined products. He said this 
program was detrimental to 
labor. 


Further hearings will be held 
at Sacramento starting April 
14th. 








US. Refiners to Spend 
$200,000,000 on Plants 


N. P. N. News Bureau 

CHICAGO, March 24.—-Two 
hundred million dollars will be 
spent during 1939 by the refin- 
ing industry for plant improve- 
ments, according to Dr. C. R. 
Wagener, chief chemist of Pure 
Oil Co. and secretary of the 
Petroleum Division of the Amer- 
ican Chemical Society, in his 
announcement of plans for a 
three-day session of the division 
in Baltimore beginning on 
April 4. 

A large proportion of this 
sum will be spent for materials 
and labor to construct new 
equipment taking advantage of 
recent progress in catalytic op- 
erations in the refinery, Dr. 
Wagner said, announcing a sym- 
posium on catalysis in refining 
petroleum, to be presented on 
April 4 at this meeting. Fifteen 
papers, written by America’s 
foremost leaders in this field, 
will be presented in this sym 
posium, the greatest amount of 
original technical data ever as- 
sembled in one presentation on 
catalysis, the p1 ogram shows. 

“With all the new processes 


being developed as a result of 


intensive researches on_ the 
properties and reactions of hy- 
drocarbons, petroleum refining 
is to an increasing extent adopt 
ing the methods of the chemical 
industry,” Dr. Wagner con- 
tinued. “Petroleum technolo- 
gists have now found that the 
older refining methods in many 
instances can be improved upon 
by the aid of catalysts. = 

“Instead of cracking by us- 
ing high temperatures alone it 
now appears possible to improve 
both the yield and the quality 
of the gasoline produced by 
heating high-boiling petroleum 
fractions in the presence of cer- 
tain active agents known 1 
chemists as catalysts.” 

These catalysts are of tre- 
mendous importance in impro\ 
ing both the quality of products 
made and as a step forward i! 
more efficient utilization ot! 
crude petroleum, he pointed out 

The list of authors includes 
many of the most prominent r 
searchers in catalysis in this 
country, Ipatieff, Taylor, Egiofi 
Morrell, Williams, Lovell an 
others, as well as Dr. A. E. Dun 
stan and his collaborators from 
England. 
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Iilinois-to-Pennsylvania 
Movement of Crude Looms 


N. P. N. News Bureau 
WASHINGTON, March 27.- 
Some refineries in the world’s 
first “oil regions” may soon be 
charging crude to their 
from the country’s 

boom oil field. 
Through authority just grant- 
ed by the Interstate Commerce 
Commission, Central Freight 
Assn. railways are permitted to 
publish the low rate of 22 cents 
per 100 pounds for movement of 


Illinois crude from the Cen- 
tralia area to points in western 


stills 
newest 


Pennsylvania (including Brad- 
ford and Warren) and -New 


York*. 

Traffic men here look upon 
such rates as “very low’, con- 
sidering the movement involved. 

But these refineries in the old 
“oil regions” are not the only 
ones to which Illinois’ rapidly 
increasing oil output may be of- 
ferred, with depressed rail rates 
as a part of the sales talk. 

Vithin the past several weeks 
the Central Freight Assn. rail 
carriers have asked—and been 
sranted— ICC authority to pub- 
lish new low rates, on short no- 
tice, from the Illinois fields to 
Detroit, Mich., and nearby 
points; to Catlettsburg and La- 
tonia, Ky.; to Kenova, W. Va., 
ind to Canton, Cincinnati, Find- 
lay, Lima, and Toledo, O. 


‘Accumulation of Crude’ 


In all their requests for the 
new rate authority, the rai 
roads have pointed out that 
“due to the rapid development 
f the Southern Illinois oil field, 
there is an accumulation of 
rude oil which must be moved 
immediately. In order to find 
additional outlets, the producers 
have arranged to 
same at refineries at (des- 
tinations named).” gut, they 
lave said, present rail rates (if 
iny exist) are too high, and the 

i] agreed to publish 


| 
l- 


dispose of 


ils “have 

» rates herein proposed.” Be 
ause of the “necessity” for 
noving the oil quickly, the rails 
sked the authority to publish 
the rates on less than the statu 
ry 30 days notice. P 

In the case of the movement 

the Pennsylvania-New York 
ints, the roads said that re- 
Harriett “are ne- 
Otiating for the purchase of 
rude oil from the Centralia 
istrict ... ” but present ap- 

icable rates, based on 
26” of certain existin 

le at ICC, and ranging from 
» to 39 cents per 100 pounds, 

» too high to move the traffic, 

Was said. 

Then the application went on: 


finers at 


“class 


¥ tariffs on 


s& 
y 


“Producers in the Southern II- 
linois oil field are anxious for 
additional outlets for their 
stocks immediately, and carri- 
ers have been advised that if 
the proposed rates are estab- 
lished quickly, shipments will 
begin to move at once. It is es- 
timated that the movement will 
consist of at least 12 or 15 cars 
daily.” 


‘To Meet Pipeline Competition’ 


The new rate to Catlettsburg, 
Ky., and Kenova, W. Va., was 
established at 13 cents per 100 
pounds, with ICC authority, “to 
meet pipeline and barge compe- 


tition.” The previously pub- 
lished rail rates ranged from 


27 to 30 cents. 

Arguing in behalf of this rate, 
the rails told ICC that the refin- 
eries at the above two points 
can move crude to Owensboro, 
Ky., by pipeline from the IIlli- 
nois fields at 20 cents a barrel, 
and then on to the refineries by 
barge for 13 cents a barrel 
making a total transportation 
cost of 33 cents a barrel, o1 
10.48 cents per 100 pounds. 

Despite this, the application 
continued, these _ refineries 
“have advised the carriers that 
they are rail-minded, and will 
do everything possible to per 
mit the rails to handle this traf- 
fic, but if the proposed rate is 
not established they will be 
forced to accept the offer of the 
pipelines.” 

Pipeline competition likewise 
figured in the application to es- 
tablish the new low rates of 16 
cents per 100 pounds from the 
Illinois fields to Detroit and 
Flat Rock, Mich., and 17 cents 
to Alma, Mich., the application 
declaring that the refiners at 
these points are “making ar 
rangements for the purchase of 
large quantities of crude oil at 
Centralia and other points ad 
jacent thereto Movement 
by rail is predicated upon the 
rates herein being established.” 
If the rates had not been estal 
lished the oil was to move to 
the Detroit area refineries b: 
pipeline, the rails said. 

The rails said furth 
they were “advised that the it 
itial movement will be greatly 
in excess of 1000 cars” (no time 
period mentioned 

Similar arguments to the 


= 


er tnat 


Origin points: Bee er City, Cisy 
Clay City, Ina, Nashville, Noble, Oil 
Center, Olney, Robinett, St Elmo, 
Salem Ss ndoval, Selmavill i 
Woodlawn, Ill. 

Destinations: Bradford, Clarendor 
Struthers and Warren, Pa., and Buf- 


falo, Harriett, Niagara Falls, North 


Tonawanda, and Suspension Bridge, 


N. Y Described in application 
“points in western New York nd 
Pennsylvania, in the vicinity of Har- 


riett, N. Y. 


above were used in the applica- 
tion (granted) to reduce rates 
to Cincinnati and Latonia to 13 
cents; Lima, 14 cents; Toledo 
and Findlay, 16 cents; and Can- 
ton, 18 cents. Existing rates 
ranged from 25 to 32 cents. 


_ DEATHS 


Mrs. W. W. Bruce 


Mrs. W. W. Bruce, aged 57 
years, wife of the executive 
vice president of the Continen- 
tal Oil Co., died at their home 
in Ponea City, Okla., Mareh 22. 


* *« 


L. B. Proctor 


Lavenable Bland Proctor, 
aged 47 years, general counsel 
for the Great Lakes Pipe Line 
Co. for nine years, died at Vic 
toria, Tex., March 18 following 
a six-months illness. Proctor 
was a University of Texas grad 
uate. 


0. B. Henry 


O. B. Henry, who has been 
an oil operator in Kansas since 
1924, died from a heart attack 
at his home in Wichita, Kan., 
March 24. He was a native of 
Wentworth, Mo. 


SEC Launches Probe 
Of Texas Oil Firms 


DALLAS, March 27 
sation of scores of Texas oi! con 
panies by the Securities and Ex 
change Commission has 
started, Forrest Tancer of the 
SEC’s Washington legal stafi 
said here last week. 

His statement 
clusion of a hearing here at 
which the General American 


Oil Co. of Texas agreed to sell 


Investi 


been 
followed « 


no more stock until it has filed 
a new registration statemen 
with the SEC and that 

ment has been approved. 


Tancer explained that the 


kind in this section. It was 
held so the SEC couid « 
mine whether the 
statement and prospectus of the 
company 
inaccurate In material respects, 
he said. General Amervican’s 
attorney, F. W. Fisher of Tyler, 
Tex., requested that the « 
pany’s registration statement bi 
withdrawn, in that the hearing 
would tend to 
he said were scheduled for hea 
ing at Tyler regarding allege 
“hot” oil operations. 


prejudi C Cases 


Penn Refiners Need 
Crude for Gasoline, 
Is One Explanation 


N.P.N. News Bureau 
CLEVELAND, March 28. 
With crude throughput at re- 


fineries in Western Pennsyl- 
vania consistently running high- 
er than production from the 
field, refiners in the country’s 
oldest oil field are casting about 
for a new source of supply for 
gasoline-crude. And _ the 
of some refiners are turning to 
Illinois, reports from the field 
indicate. 


eyes 


Refiners are interested main- 
ly in eracking stock, according 
to the reports, and, as_ yet, 
freight rates on topped crude 
are too high, or Illinois topped 
crude has not been available at 
prices sufficiently low to per- 
mit them to use it profitably, 
some Pennsylvania refiners say. 

At least 


refiners 


three Pennsylvania 
have indicated they 
were considering the use of Il- 
linois oil. Most of the interest 
in the project to bring Illinois 
Pennsylvania, how- 


ever, seems to have been start- 


crude to 


ed by an oil-region broker who 
said he had working on 
the matter for some months. 


been 


The rails have been granted 
Interstate Commis- 
authority to establish a 
rate of 33 cents per 100 pounds 
on topped crude from the Cen- 
tvalia, Ill. district to western 
Pennsylvania and western New 
\ refineries, but the refin- 


York 
te too high. 


Commerce 


sion 


ers consider this ra 
A rate of 22 


pounds on 


cents per 100 
crude, the 
same as granted by the ICC for 


topped 
crude, would make the use of 
profit- 


prices 


Illinois charging stock 
able, considering current 

which the topped crude is 
vailable, it is said. But the 
halking at 
topped 
mate- 


other pur- 


ais are reported 
rate ior 
crude for fear that the 
rial will be used fon 
ses than further processing 


The topped crude can be used 


vy fuel oil without 

rurt) processing, ll Was polnt- 
1 Al 

identally, the inclusion of 

( in refinery destination 

n th ilroad applica- 

1 to th ICC for reduced 

il Wa pointed oul, Was 

no certain indication that the 

finer himself was negotiating 

for Illinois crude. Illinois pro- 


; 


ducers might have been respon- 


e for ineciusion of that par- 
ticular destination in the appli- 
ation or, again, the broker 
who thought he might interest 

; , 


the particular refiner and sug- 
vested that the rails inciude 
that destination, it Was sug- 


estea, 
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Effect of Crude Price Lag 
On Small Refiner is Shown 


N. P.N. News Bureau 
TULSA, March 25.—“If inde- | 
pendent refining is to survive as | 
a separate activity, along with 
independent production and 
marketing, there must be a rea- 
sonably prompt response in the 
raw material prices to funda- 
mental changes in petroleum 
supply and demand and the 
time lag on the down side must 
not be too greatly in excess of 
the lag on the up side when re- 
fined products are rising.” 
This statement was made in 
& paper presented by Sidney A. 
Swensrud, of Cleveland, assist- 
ant to the president of the 
Standard Oil Co. (Ohio) before 
the convention this week at Ok- 
lahoma City of the American 
Assn. of Petroleum Geologists. 
His subject was “The Relation 
Between Crude Oil and Product 
Prices.” 
In 


commenting on the _ in- 
creasing lag between reductions 
in crude prices, after refined 


prices have declined, Swensrud 
said that prompt changes in 
smaller amounts might be more 
salutary than larger drops in 
crude prices after delay. 

teferring to the frequently- 
expressed fear of producers 
that, once a decline sets in it 
Jeads to ruinous levels, Swens- 
rud pointed to the present im- 
provement in refined products 
prices, within a few months af- 
ter the recent decline in crude 
prices. 

In his study of the relation- 
ship between crude oil and re- 
fined products prices, Swensrud 
called attention to the strong 
downward trend of petroleum 
prices and operating margins 
which has been going on for 
many years. He introduced in 
his talk a table (See Table No. 
1) showing by years, from 1920 
through 1938, the average whole- 
sale market value at the refin- 
ery of the products 
produced at Mid-Continent re- 
fineries from typical Mid-Con- 
tinent crude, the average price 
of crude, the difference being 
the margin available for refin- 
ing and crude 
the refining 
words. 


typically 


transportation, 
margin in other 


How Margin Dropped 


He pointed out that this mar 
gin had varied from a high of 
$1.32 in 1920 to a low of 35 cents 
a barrel in 1930 and 1931 and 
from 59 cents a barrel in 1936 to 
38 cents a barrel in 1938. 

Assuming that 55 cents a bar- 


rel represented the refiners’ 


costs involved, Swensrud said it 


| would appear that, up to 1927, 


refining was a profitable activ- 
ity on the average, for each of 
the years shown; but that dur- 


ing the period since the begin-: 
ining of 1927, refining had been 


able to stand on~-its own feet, 


on the basis of full posted crude | 
oil prices, in only three years, | 


1928, 1935 and 1936. On the av- 


erage, from 1920 through 1926, ' 


the refining margin was 81 
cents a _ barrel; from 1927 
through 1938 it was 47 cents a 
barrel. 

“There appears, in_ recent 
years, to have been an abnor- 
mal degree of postponement in 
the response of crude oil prices 
to adverse changes in the sup- 


ply-demand picture as a whole,” | 


said Swensrud, “and this tend- 


,ency has operated to the serious 


disadvantage of the refining 
branch of the industry. 
“Some authorities question 


whether it would not be sound- 
er for the industry as a whole if 
there were a closer correspond- 
ence between the movements of 
crude oil and refined products 
prices.” 

Swensrud discussed the rea- 
sons why crude oil price 
changes lag. One reason was 
that trading is continually go- 
ing on in the refined products 
markets and price changes oc- 
cur in minute fractions of a 
cent a gallon and that there is 
no physical obstacle, such as a 
pipeline, to stand in the way of 
a buyer shifting from one 
source of supply to another. 

As explaining the length of 
the lag of crude oil price 
changes behind changes in re- 
fined products prices in recent 
years, he stated the tendency 
towards fixity was to be attrib- 
uted more to proration than to 





Table 1 — Mid-Continent Refin- 
er’s Margin 1920-1938 


Average Whole- 


sale Value Refining 

of Typical Average “Margin 

Refined Price per Amount 

Products Barrel of Available 
from One 36 Grav- fer Re- 

Barre! of ity Mid- fining and 
Mid- Continent Crude 

Contin- Crude  Transpor- 
ent Crude at the well tation 
1920 $4.74 $3.42 $1.32 
191 950 1.65 85 
1922 2.83 1.68 1.15 
1923 1.56 65 
1924 2.12 64 48 
1925 52 L.S7 65 
1926 69 213 6 
1927 1.80 1.38 42 
1928 1.94 1.31 63 
1929 1.87 37 20 
1930 1.58 12s BR. 
1931 98 63 35 
1932 1.30 S87 43 
1933 1.11 62 48 
1934 1.37 1.00 9 | 
1935 1.55 1.00 55 
1936 1.69 1.10 59 
1937 1.76 1.22 54 
1938 1.56 1.18 38 





_crude oil market. 


the fundamental nature of the 


In discussing the narrowing 
refining margin, Swensrud said 
that the highly integrated char- 
acter of a large part of the op- 
eration makes it possible for 
increasing pressure of crude to 
be exerted directly upon the re- 
fined products markets. “In- 
deed, if every oil company had 
all of its own production, then 
there would be little occasion | 
for changes in the crude oil 
price, for supply and demand 
would be expressed then almost 
entirely in refined product 
prices,” he stated. 

“In somewhat the same con- 
nection, it is suggested that 
there is a tendency under pro- 
ration and integration for the 
refining margin to narrow. The 
argument is that proration, be- 
ing essentially a political mech- 
anism, must undertake to main- 
tain the crude oil price at a 
level high enough to satisfy the 
large number of independent 
crude oil producers, especially 
those who depend on settled or 
‘stripper’ production. 

“Such a price level, however, 
is bound to be far above the ac- 
tual production costs of the av- 
erage barrel of crude and par- 
ticularly of the additional crude 
which could be produced by par- 
ticular companies anxious to in- 
crease the volume of their oper- 
ations. As a result, such com- 
panies are willing to sell refined 
products on the basis of produc- 
tion costs considerably below 
posted price levels and thus re- 
fined product prices are con- 
stantly borne down to levels 
tending to correspond to pro- 
duction costs whenever these 
are below posted prices.” 

Ley Made President 

Henry A. Ley, chief geologist 
for the Southern Cross Oil Co., 
San Antonio, Texas, was elected 
the new president of the Amer- 
ican Assn. of Petroleum Geolo- 
gists at its Oklahoma City con- 
vention. He defeated Ira H. 
Cram, Pure Oil Co., Tulsa, by 
three votes. 

L. Murray Neuman, Carter 
Oil Co., was unopposed for vice 
presidency, as was Walter A. 
Ver Wiebe of Wichita, Kans., 
for the editorship of the organ- 
ization’s publications. 

Edward W. Owens, Wentz Oil 
Co., San Antonio, was elected 
a vice president, and Donald C. 
3arton, Gulf Oil Corp., Houston, 
retiring president was named a 


member of the executive com- 
mittee. 
The Society of Exploration 


Geophysicists elected E. A. Eck- 
roat, Gulf Oil Corp., Houston, 
president; W. T. Born, Geo- 
physical Research Corp., Tulsa, 
vice president; J. H. Crowell, In- 
dependent Exploration Corp., 
Houston, secretary and treasur- 
er, and R. D. Wycoff, Gulf Oil 
Corp., Houston, editor. 

The Society of Economic 


Paleontologists and Mineralo- 


| gists elected Gayle Scott, Texas 


Christian University, Fort 
Worth, president; Herschel L. 
Driver, Standard Oil Co. of Cali- 
fornia, Los Angeles, vice presi 
dent; H. B. Stenzel, University 
of Texas, Austin, secretary and 
treasurer. . 


Crude Runs Lower, 
‘Gas’ Stocks Rise 
Lowest In Months 


N.P.N. News Bureau 

NEW YORK, March 28.—The 

American Petroleum Institute 

today reported the smallest 

weekly increase in U. S. gaso- 
line stocks — 270,000 barrels 

since the winter rise in inven- 


tories began last November and 


a decline of 1,333,000 barrels in 
stocks of gas and fuel oil stocks, 
in the week ended March 25. 
The Institute’s estimate of 
daily average refinery crude 
runs was down 25,000 barrels to 
3,225,000 barrels and gasoline 
production from plants report- 
ing this item to the Institute de- 
clined 231,000 barrels. 
Estimated total gasoline in- 
ventories March 25 were 87,561,- 
000 barrels, 4,751,000 barrels 
less than the 92,312,000 barrels 
in storage on the same 1938 


date. As compared with the in- 
erease of 270,000 barrels last 
week, stocks increased only 


9000 barrels in the comparable 
period a year ago. 

Total gas and fuel oil stocks 
dipped below 130,000,000 barrels 
with the sharp decline in inven- 
tories last week which was 
mainly in the residual fuels. 

Inventories of residual fuels 
decreased 1,110,000 barrels 
while gas oils and distillates 
were off only 223,000 barrels. 
In the comparable seven-da) 
period of 1938, inventories of 
the residual fuels increased 378, 
000 barrels while stocks of the 
light fuels declined 227,000 ba: 
rels. 

See next page for detailed fig 
ures. 


Crude Stocks Lower 
N. P.N. News 

Washington, March 
Stocks of crude petroleum 
taled 272,852,000 barrels 
March 11, which represents 
119,000-barrel decrease when 
compared with total of previous 
week, figures from Bureau 0! 
Mines show. During the week 
domestic crude dropped 238,000 
barrels which was offset by 
119,000-barrel increase in stocks 
of foreign crude. These changes 
are irrespective of a decline ©! 
248,000 barrels in stocks of Cali 
fornia heavy crude. 

Stocks by grade or origin ap 
pear in a box on next page. 
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Latest Oil Industry Statistics 
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Daily Average Crude Runs to Stills 


Heavy Line—1939 


Light Line—1938 
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A. P. I. Weekly Refinery Report 


(Figures in Thousands of Barrels of 42 Gallons Each) 


Per Cent of 





Crude to Stills Reporting Capacity Gasoline 
Per Cent (Barrels) Operated Production 
Capacity Week Ended Week Ended 
Districts Mar. 25 Mar. 18 Mar. 25 Mar. 18 Mar. 25 
Coast TeTViri CLT 100.0 496 495 80.7 80.5 1,474 
Appalachian Ere 85.9 110 108 85.9 S44 363 
. D., Ky heme Ole S95 458 4163 89.1 90.1 1,774 
a. sks +. bene oe S1.6 252 238 73.7 69 6 ©) S892 
Inland Texas... cheaia 50.3 96 123 60.4 77.4 420 
Texas Gulf.. 68 mh so.5 767 775 85.7 S66 2.443 
Guilt aul aaa ie 97.3 136 116 93.8 S00 319 
La., Ark ec ceee 55.0 45 ’ S18 »9 lil 
Rocky. Mt...... Seness 54.2 16 $2 71.9 iO. 6 203 
California eer 90.0 473 505 63.5 67.8 1,424 
ROPOCtiING.....scese. S58 2,879 2.904 78.6 79.3 9 423 
ek 2 eee 8.225 3,250 
3. Total, 3-25-38(d)... 3,093 


(a) Includes straight-run, cracked and natural blended 


Includes stocks at refineries, in bulk-terminals, pipe lines and i 


Week Ended 


Stocks 
(Thousands of Barrels) 
Total Finished 
and Unfinished 
Motor Fuel(b) Distillates 
Week Ended 


. 25 Mar. 18 Mar. 25 Mar. 18 


Gas Qi! and 


Week Ended 


21,008 ? O66 +. 207 

3,427 3,462 233 
700 r, 654 ” 16S ) 248 
to S.O20 1 @16 1 Oso 
938 1.996 276 70 
10.863 11.050 2.678 2.464 
573 2 5904 OSI Oso 
$07 502 242 240 
1.807 1 oO 1 ; 
15.914 Sio 24 t 
s61 82.111 oO] ) 
61 87,201 1.48 2 ) 

312 lO Oo7G 


ce) 12% of reporting capacity in this district did not report gasoline production 


(d) Estimated, 


J. 8. Bureau of Mines basis. 


| Be see eens & ee 
11825 4 111825 § & 15 22196 13 2027: 31017 
M 


APRIL MAY JUNE 


Stocks of Gas and Fuel Oil — —_—_———_—— 
Residual Fuel 
oil Total 
Week Ended Week Ended 
Mar. 25 Mar. 18 Mar. 25 Mar. 
1.027 1.524 6.993 T7383 
tO4 15 27 742 
49 15 117 213 
SO8 10S wo 107 
t ! ’ SI 1.809 
1 £516 153 6.993 
ove 1 ] 7 13 
) 28 61 ‘ 
HON rms4 1 7 
7.009 87.49) 17,533 8.030 
) 1 0 SI 126,108 127.411 
rol LOS 661 2g O38 130,371 
665 1,741 








Trends of Basic Figures 


Mar. 25 Mar. 18 Mar. 25°38 

Crude Production........ 3,382,350 3,384,150 3,405,600 
(Bbis. daily) 

Crude Imports .......... 8,570 73,860 81,140 
(Bbls. daily) 

Crude Runs to Stills..... 3,225,000 3,250,000 3,093,000 


(Bbils. daily) 


Gasoline Stocks......... 87,561,000 87,291,000 92,312,000 


(Bbis total) 


Gas and Fuel Oil Stocks. .129,038,000 130,371,000 121,741,000 


(Bbls. total) 


Crude Oil Production 


for the U. S. 


(American Petroleum Institute figures) 


Mar. 25 
Barrels 
City a4 116,250 


c<lahoma 151,450 


166,750 


Texas 372,850 
Texas be F ; 1,324,900 
Louisiana ‘ 261,900 


163,800 
624,600 


Rockies TET 
Ss. ‘ ‘ : 3,382,350 
Imports : F 8,570 
Supply . 3,390,920 


—— Week Ended————__ 


Mar. 18 Mar, tl 
Barrels Barrels 
117,800 115,590 
146,500 146,300 
161,150 139,000 
372, 850 372,800 
1,319,700 1,319,150 
263,050 264,950 
168,200 165,250 
640,100 628,200 


744,050 
3,384,150 d - 

73,860 56,857 
3,458,010 3,409,857 


2,724,800 








Crude Price Changes 


TULSA Effective April 1, Bell 


& Gas Co., Grandflield, Okla. re- 


iner, will advance its posted prices 
cents per barrel for Burkburnett, 
North Texas crude, and for the 


River bed area in Texas and 


Oklahoma. This advance brings 


new prices 3 cents above 


Stanolind Oil Purchasing Co.’s North 
Texas crude prices and within 7 
ents of Standard Oil Co. of In- 
diana’s Oklahoma crude postings. 

sell’s new schedule begins with 
79 for 28-28.9 grvity oil, and in- 


> 


reases 2 cents for each degree of 
ravity, ta top grade of 40 and 
bove, which is $1.03. In its former 
schedule, $1.01 was top price for 


gravity of 41 and above. 


The Bell company announcements 


“We feel that the continued 


dvance in the gasoline market is 

ased upon firm foundation with 

esultant firm condition of the crude 
structure.’ 


IREVEPORT.—Caddo Crude Oil 


Purchasing Corp. announced March 
27 that effective March 21, it posted 
$1.01 for Allison area crude in the 
Shreveport field, which is 1 cent 


above its previous postings 


TULSA.—Effective March 24, Sin- 
clair Prairie Oil Marketing Co. re- 
vised its gravity schedule for West 
Texas and Lea County, New Mexico 
crudes, by posting 36 and nha 
gravity as its top grade, at $0.87 


r 


Formerly, its highest 5 
and above, same as Humble Oil 


Refining Co. It made no change in 
grades below 36, its schedule begin- 
ning with below 25 degrees, at $0.63, 
and continuing with 2 cent differen- 


tial to 36 and above. 


This revision of top grade to 36 
and above meets the gravity sched- 
ule of Shell Petroleum and The 
Texas Co., posted Oct. 11 and Oct 


12, 1938, respectively 


HOUSTON .—Effective Feb. 20 
Shell Petroleum Corp. made its ini- 
tial posting on Schwab area crude, 
in Polk county, Gulf Coast Texas, 


at $1.00 per barrel. 


rrade was 4( 





Weekly Changes in U. S. Crude Oil Stocks* 


(Thousands of 





barrels) 


Chong. from 

» or Origin Feb. 25 Mar.4 Mar. 11 Mar. 4 

1 ania grade 9,601 543 1,945 7 

Appalachian 1,434 1,431 1,452 21 

*~higan 1,793 1,854 1,830 24 

Illinois-Indiana 11,779 12,143 12,200 D7 

3,180 3,25) 3,230 DS) 

6,986 6,893 6,883 10 

14,078 14,187 13,999 188 

wee 732 5,634 451 {83 

8.346 S.9D0 8.548 Hs 

Mexico 6.736 6.740 6.698 12 

68.308 68,482 68,869 387 

89.866 89,931 89,414 917 

Kas 19,781 19,848 19,594 254 

Texas 17.500 17.530 17,487 13 

Gulf Coast 20,780 20,259 20,216 3 

Texas 31,805 32,294 32,117 177 

Tountain 0,739 20,806 20,950 144 

37.971 38,409 38,396 13 

3,287 3,267 3,386 119 

Total United States refinable 2 272,971 272,852 119 

in California 16,327 16,079 248 
compiled by U. S. Bureau of Mines. 
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Coming Meetings 


American Chemical Society, Balti- 


more, Md., April 3-7. 
American Petroleum Institute, Dj- 
be ? t h vision of Production, Eastern Dis- 
eee trict, William Penn Hotel, Pitts- 


burgh, Pa., April 4, 5. 
American Petroleum Institute, Divi- 
sion of Production, Pacific Coast 
Section, Hotel Biltmore, Los An- 
geles, April 11. 
NEWS Michigan Petroleum Assn., 5th an- 
e nual meeting, Detroit-Leland Ho- 
tel, Detroit, Mich., April 11, 12. 
Hike in Texas Oil Quota Draws Fire National Petroleum Assn., 36th 
; - : . : 7) semi-annual meeting, Hotel Cleve- 
Trials Slated in California on ‘Price Cuts land, Cleveland, O- April 13, 14 
Texaco Hits ‘Employe’ Tax on its 1430 ‘Distributors 2 Weel Git Wustbenets Aiak 00: Men 
Texas Judge Blasts Madison Grand Jury oa i Asbury Park, N. J., April 
Oil Tidelands ‘Grab’ Given Slight Chance of Passing Congress 2 Riise Pebreisens Geatitete. ees 
‘ : . : : f ‘ M vi- 
Employes of Picketed Refinery Obtain Injunction Against CIO sion of Bvc@actiin ManaeCeuneiien 
Oil Union District, Skirvin Hotel, Oklahoma 
Editorial City, Okla., April 18, 19. 
eS a lll Oil Burner Institute, Hotel New 
Washington's Oil Calendar : Stee J Yorker, New York City, April 18. 
Gurney May Push Alky-Gas to a Vote in U. S. Senate....... ‘ Oil-World Exposition, Houston, Tex., 
Government Files Appeal on Madison puis April 24 to 29. 
Trucker’s Complaint Brings Anti-Trust Probe ‘of ere American Institute of Mining & 


a Metallurgical Engineers, Open 
Texaco Fights Rate Slash on Baton Rouge Shipments........ Hearth Conference, Savuiand, 


Wage-Hour Officials ‘Seize’ Jurisdiction Over Truckers....... April 26, 27, 28. 

Oil Truckers Demand Probe of Southeastern ‘Rate War’ ene mg ee Supply —_ — 
, a : ‘ ° : . etroieum n ustr ectrica 

Rail Rate Cut from Group 3 Expected in Mid-Continent Assn., Rice Hotel, Houston, Tex., 
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: . . t-4 - a, Sa, ay s-o. 
Believe Texas Rates Larger Portion of Crude Oil Demand 35 ee Se ee re 
- . 7 i : American Institute of Chemical En- 
Colonel Thompson and Dr. Frey to Discuss Oil Control At gineers, Akron, O., May 9-11. 
NPA Spring Meeting 35 Virginia Oil Men’s Assn., annual 
Oil Men Hit Texas for Allowable Hike 35 spring meeting, John Marshall 
. . ° Hotel, Richmond, May 11, 12. 
Illinois-to-Pennsylvania Movement of Crude Looms.......... Nathenal attex es tees 
Penn Refiners Need Crude for Gasoline, Is One Explanation.... 37 Assn., Greenbrier Inn, White Sul- 
Charge CIO Unions Work With Oil Majors phur Springs, W. Va., May 11, 12. 
U. S. Refiners to Spend $200,000,000 on Plants American Petroleum Institute, 9th 
a a : , . ; mid-year meeting, Roosevelt Ho- 
Effect of Crude Price Lag on Small Refiner is Shown tel, New Orleans, La., May 15 
Latest Oil Industry Statistics to 18. 
National Oil Scouts Assn., Houston, 
Tex., tentative dates May 18-2 
National Assn. of Purchasing Agents 
(Oil Company Buyers’ Group), an- 
a Ss TATI 0 N D E S I G N AND M A N A G E M E N 2 nual meeting, Fairmont Hotel, San 
Francisco, Calif., May 21 to 25 
. ; ‘ World Automotive Engineering Con- 
To the Stations of 1939 gress, sponsored by S.A.E. for New 
NPN”’s Gallery of Modern and Efficient Stations............ 43-65 oe en hee age omens © 7 
. 7: 22-28; ané Ss. ay 29, 30; 
Smart Stations to Fit the Pocketbook 66 Detreit, Hotel’ Stekter. Baer #1. 
You Can't Sell ’Em When They’re C 70 June 2; San Francisco, Hotel Fair- 
sohti Tax Irvafite | mont, June 6-8. 
Lighting the W ay to Profits : - : (3 Illinois-Indiana Petroleum Assn., an- 
Displays that Sell Provided in Today’s Station 80 nual meeting, Robinson,  IIl., 
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’ e 9 ° . ennsyivania Grade rude Assn., 
he Oil Jobber’s Part Today in Station Management 90 pore aprender irc Hotel Hershey 
Suppliers’ Representatives as Sales Help to Jobbers........ 91 Hershey, Pa., June 15, 16. 
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Modern Equipment Adds “Style” Plus Efficiency to Station.... 102 ‘tea, 42nd : annual meeting, 
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City, N. J., June 26 to 30. 
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Metallurgical Engineers, region:! 
> zy, Sz “rancisco y 
e MARKETS ae San Francisco, Jul) 
The Eastern United States Michigan 
Oil & Gas Exposition, Mt. Pleas- 
Mid-Continent lax - ant, Mich., Aug. 1 to 6. 
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, e " ; gineers, New York, Sept. 4 to > 
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’ Sept. 9 to 13. 
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To The Stations of 1939 


VV ITH this 1939 Service Station and Mer- 
chandising issue we introduce the new NPN Gallery of 
Modern and Efficient Stations. 

These have been selected as examples of the latest 
and best in design by their owners, the oil companies, 
or the building manufacturers. Photographs and floor 
plans of new type stations are reproduced. 

We do not say these are all that proud oil companies 
will say are among their best. Only that these are a 
start for an annual “hanging” in our “gallery” of pic- 
tures of the most efficient of the oil industry's sales out- 
lets. Next year we hope the distinction of having « 

“picture hung” in our gallery will be such that all of the 
finest stations will be offered as candidates for tl 
honor. 

The pictures in this 1939 NPN Gallery show that a 
distinct, attractive and sales-effective type of station has 
been developed from all the experimenting of these 
past 30 and more years. Whatever has been drawn 
from the fundamentals of architecture’s history has 
been adapted by the oil industry's architects and en- 
gineers and manufacturers to buildings of simple, func 
tional design. There has been daieaed building: 
that please the eye, fit the neighborhood and serve 
the industry's sales purpose at lowest cost. 

Along with the development of style in the building 
has come the same development in style, low cost 
and better service, in station equipment. Once it was 
just plain equipment, not alluring in appearance 
nor always quiet or certain in operation; but today the 
equipment serves in every particular. It works for 
the customer at lowest cost, greatest accuracy and 
certainty and, in design, it has become a part of the 
station itself. It helps tell the story of what the service 
station is, a place of service to the customer and the 
community. 

But good as today’s typical fine service station is, no 
oil man can rest on today’s designs. Style—beauty— 
has come to be an important sales force in itself. Just 
as materials and equipment are improved in effici- 
ency so are styles. 

The last 10 to 20 years have seen a great move 
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ment to educate the public to appreciate the funda 
mentals of good -_ yn and style. Manufacturers and 
merchants know, however, that it is only changing 
their adaptation of these fundamental designs from 
time to time, that is by making use of “'style”’, that 
they can appeal to the public's ever-pressing desire 
for change 

And, Rrinangih Streets” of yesterday are ‘Fifth Av 
enues’ today with their new ‘fronts’ modern de- 
sign and striking color. 

The rush of styles to please the public’s changing 
taste and to attract patronage to new merchandise, 
offers a field for selling to oil companies through adap 
tation of service station style, as well as through im 
provement in the efficiency of the building itself. 

In the future there will be, far more than in the past 
a depreciation—obsolescence—in building and equip- 
ment design probably far greater than in the actual 
wear and tear from service on the buildin jy and equip- 
ment itself. The ‘life of a station” will not be consid- 
ered by the number of years it will keep out the nape 
and rain, but the number of years in which it will sell 
the most gallonage. 

Skilled merchants today study the “sales life’ of 

fronts of their stores, the type of construction of 
their windows, the color and style of their interior 
fixtures. This ‘life’ they count as only a few years. 
Like any up-to-date refinery or mill or factory, these 
expert merchants are ‘junking’’ some part of their 
sales equipment all the time while, all the time, they 
are adding the new. 

So the oil marketer who would live with profit is 
watching the sales life of his station and equipment, 
as well as its wearing life. Yesterday's ‘sale style 
s a liability, tomorrow's is an asset, a vital sales force. 

So, with great pride in the fact that we of NATIONAL 
PETROLEUM NEWS are a part of an industry that is 
doing such a good job of furnishing the public so many 
miles of joy, healt h and business travel at such low 
cost through our multitude of efficient outlets, we pre- 
sent for your view the NPN Gallery of Fine and Effi- 
cient Stations for 1939. 








Standardized Motif for Entrance 














Sun Oil Co. station at Chestnut Hill, Pa. This 
floor plan differs in location of departments from 
that of the station illustrated but is of same gen- 
eral design. 


Conventional concrete block walls, stuccoed or 
painted, are used in this station of Sun Oil Co. at 
Chestnut Hill, Pa. Sash and doors are steel, wood 
overhead doors in lubritorium. Entrance orna- 
mentation and band ‘courses over doors and win- 
dows are porcelain enamel. 

Company identification is secured principally by 
a uniform, modern entrance way, over top of 
which the symbol for the company’s motor oils is 
silhouetted against a rising sun. 


The station exterior is white and cream buff 
with blue trim. Interior walls are in two-tone blue 
combination, windows and trim in darker blue. 
Rest rooms are in single tone blue, ceilings gloss 
white. 


Where one bay is used for washing cars, a steel 
and glass partition separates the bays with doors 
at either or both ends. 


Separate heating room with outside entrance 
is provided where complete heating system is de- 
sirable. Where unit heater is used, location is in 
lubritorium adjacent to office, with grill entering 
the office. 
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Located in Cleveland, this station is of the func- 
tional design recently adopted by Canfield Oil 
Co. The natural finish of the glazed brick used 
for the exterior and interior avoids necessity for 
painting and insures clean appearance with a 
minimum effort. 


The well rounded building corner provides for 
a continuous 20-foot wide display window in the 
sales room. Special windows in the rear of the 
lubritorium correspond in appearance with the 
overhead doors in front, providing good lighting 
in the three-bay servicing department. A five- 
foot high wall of glazed brick extending between 
the second and third bays cuts off the last bay 
for car washing. 


Exterior is white with green trim and green 
base. Interior natural salt glazed brick through- 
out, sales room in green trim. Floor concrete 
throughout, sales room maroon, lubritorium gray. 
A large lounge 4.5 feet by 10 feet, is part of ladies 
rest room. Indirect lighting in this room and the 
sales room. Complete heating by gas unit heat- 
ers. 
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Attractive Appearance 


at Low Cost Maintenance 
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DISPLAY 





Porcelain enamel and glass form the struc- 
ture of this station of Standard Oil Co. of 
Ohio in Cleveland. Extreme visibility both 
from outside and inside and natural light- 
ing of the interior is secured by this means. 


Exterior is white with red trim, blue band 
at base, red lettering. Interior light gray 
throughout. 


In the lubritorium, shelving is provided at 
top of wall on two sides for tires and canned 
lubricating oils. Floor is either of terrazzo with 
special surface treatment to prevent slipping 
or of concrete. Light and air reels are in- 
stalled in center in ceiling. 


Very effective indirect lighting of the sta- 
tion building is secured through concealed 
lights behind a porcelain enamel band ex- 
tending around the building near the top 
and projecting from the wall. 
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Cantilever Canopy over Pump Island 


LUBRITORIUM 
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This station in Victoria of the Home Oil 
Distributors Ltd. of Vancouver, B. C., is of 
reinforced concrete, stucco finish, steel 
sash. Floor of office and rest rooms is tile 
floor of lubritorium concrete. 

The cantilever type canopy is of the 
same materials and design as the station 
building, forming the roof for sales room 
and overhanging the pump island. 





Exterior and interior decorative scheme 
is cream with green and red trim. 


One lift is in the lubritorium with space 


} 


for servicing including motor analyzer 
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There are overhead doors on each side. 


Yard is paved with asphalt, except for 
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concrete strip under canopy. Cost of the 


station is about $50 
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Unusual design of this station of the Gulf 
Oil Corp. in Indianapolis places the glass walled 
; ; sales office in the front center of the building, 
Limestone and Stainless Steel enclosed by the service department on three 
sides. The triangular shape of the building is 
to conform to the lot shape, and later extensions 

can be made to the rear. 


The building is of cement block, faced with 
St. Minard limestone. A stainless steel molding 
extends around the front and part way on two 
-~ syorace sides. The four piers on the face of the station 
are also stainless steel. Trim around the doors 
and windows is blue. Salt glazed brick is used 
inside, with cement floor and gray colored plas- 
tered ceiling throughout. The entrance to the 
sales room is a bay. 


LuBRiTO@ium 
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Adaptation of English Cottage Style 





Pure Oil Co. uses this traditional type of 
architecture, in place of a purely functional 
type, in its stations in both residential and 
business districts, adapting the bay window 
to serve for display space in the sales room 
and using also a distinctive entrance. 

The building is of white brick, with blue 
tile roof and trim and doors are blue. Inte- 
rior color scheme is white and gray, floor is 
concrete. Car washing facilities are provided 
in one service bay, partly shut off from the 
lubritorium. Complete heating is provided, the 
heating room being placed in the extreme 
corner of the building, with the women’s rest 
room next. Compressor and other equipment 
is located directly behind the sales room. The 
station illustrated is in Columbus, O. 
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Designed with an Eye 


to Maintenance Costs 





New station of Shell Petroleum Corp. at Fremont, O. 


one of the first erected to this design, has one-inch radii 
corners. Newer stations are being built with four-inch 
rounded corners, for improved appearance. 

Exterior walls are of ceramic brick-tile, with porce- 
lain base; interior of salt glazed tile. The design and 
materials adopted were for the purpose of achieving 
lower cost construction and also reducing painting and 


Ad 


maintenance costs to a minimum, with washable sur- 
faces throughout as far as practicable. 

The exterior is cream stipple, base band red. Lu- 
britorium has concrete floors, walls of salt glazed tile; 
rest room floors are ceramic tile or asphalt; wainscot 
of ceramic tile or Veos, upper walls plastered. 

The floor plan shown differs slightly from the sta- 
tion illustrated but the general features are the same. 
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The Sales Room Moves 
To The Pump Island 


Advanced design of this station of Humble 
Oil & Refining Co. at Houston locates the 
sales room at the point where the company 
estimates 80 per cent of sales are made, the 
pump island. Dimensions of the sales room 
are 18 feet by 9. Lubrication and car serv- 
icing is provided for in a continuous tunnel 
at the rear of the station building, equipped 
with lift, and wash rack. The servicing tun- 
nel is 60 feet in length and 12 to 15 feet wide. 
The fan-shape building design allows op- 
erators to survey the entire premises from 
the pump island sales room. Sales room is 
of plate glass walls slanting in from top to 
base, base of stainless steel. 

Materials used are brick plastered on in- 
side, stucco on outside; base and trim por- 
celain enamel tile. Facia around roof line is 
stainless steel, 22 inches wide. 

Exterior is white, base and trim blue. In 
terior, white; rest rooms, walls and floor white 
tile, trimmed in pale blue tile 


29, 1939 





X Indicates pumps 











' 

wt 

fae? eee 
NN 


Je i 


a 









* 














LUBRICATION 





eS 





Streamlining the Canopy 


Modernistic effects with standard materials have been 
secured by The Texas Co. in its design of stations to meet 
different climatic conditions. The station illustrated is at 
Houston. For locations in the north, elimination of the can- 
opy is provided, but the design is still effective. 


The sales room is octagonal in shape and extends a few 
feet from the building and, with glass on all exterior sides, 
ample display space is secured. The women’s rest room is 
located so the outside entrance is convenient, yet off the 
main driveway. In floodlighting this station the floodlight 
standard has been combined with that for the banjo trade- 
mark sign. 
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Walls Lend to Good Lighting 


Unbroken lines and flat surfaces of the 
factory-fabricated steel panels used in this 
station of the Marvel Oil Co. at Elkhart, Ind., 
are not only an effective aid in good light- — 
ing but also make it possible to secure ade- 
quate lighting at less cost than where some 
of the building materials of darker color are 
used. High salvage value and ease of con- sromacE 
struction are features of this type of build- 
ing. For the interior of stations of this mate- 
rial, wall board or plywood are generally 
used. 

This station houses a two-bay lubritorium, 
two rest rooms and a sales room and has 
an additional room which may be used for 
storage or for a heating plant. 


HEATING 
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Modern Appearance with Standard Materials 


This station of Socony-Vacuum Oil Co. at 
Bridgeport, Conn., is of cement block, stucco fin- 
ish; interior partitions are gypsum board on 
frame studding. 


The work alcove off the lubritorium is accessi- 
ble also from the office, with provision for bulk 
lubricating oil storage. Utility room is for stor- 
age of stock, lockers, etc. The design allows use 
of pits or lifts, one or more service bays and oppo- 
site-hand plan 


i Exterior is white stucco, wood pediment paint 

ed white; bands at coping, belt course, and water 

villi ->\ Torsetayl table red. Interior lubritorium is slate color; rest 
an ee 


rooms floor and base tile, balance slate color. 





Separate heater room is provided with outside 
entrance only. Complete circulating warm air 
system is called for, the ducts being carried above 
the ceiling with a return air duct at the ceiling 
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The PARKS-KLAY Co, 
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Porcelain enamel over frame construction is t 
used in this station of Parks-Klay Co. at Lima, O. 


The building for restaurant facilities, in harmony with 
eral design, is separated from the service station 
a vestibule and the women’s rest room, both outside 


} f ? . . , 7 
“INC ) Vala tad ct} rnanm nan rT) ~ 
siae entrances tor rest room pelng provl1daead 


; ae , 
Exterior is light yellow and red trin 


walls, with different colors for the d 

Restaurant building is 26.5 feet long fronting on the drive 
ee ee ee ee ee en Le ne Payee Yee 
ind lb.o leet deep. lables are provided ned! Vindow 1 


x counter runs the length o! tne pullding 
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Building of Concrete, Canopies Steel with Aluminum Facing 
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This typical station of the Continental 
Oil Co. creates its attractive appearance 


ee | through the use of walls of architectural 
concrete, with steel framed cantilevered 
anopies with aluminum facing. Office and 


wash and grease room has built-up roof. 
The lubritorium is lined with salt glazed 
twin brick. Neon-illuminated letters extend 
the length of the canopies. 
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Canopy and Parapet add Modern Touch 


Station of Ohio Oil Co., at Ada, O., is of white 
glazed brick, with common brick backing, painted on 
interior. Interior furnace room walls are hollow tile 
painted. / 

Canopy and parapet is of frame construction with a ee WORK ALCOVE 
tempered pressed wood facing painted. Canopy func- | 
tions to indirectly light sign letters which run along 
front and both sides. Large proportion of window 
space facilitates natural lighting. The rest rooms are 
ceramic tile floor and wainscot, plastered above and 
painted. 
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STORAGE LUBRITORIUM 


This station of the Skelly Oil Co. in Kansas City was 
designed to harmonize with public buildings of the 
Union Station Plaza, and is located just west of the union 
station. It is built of white Phoenix cut stone. The set- 
back tower is of the same material, the tower sign being 
20 feet high and the neon letters on its face 24 inches 
high. 


Inside, the station retains the modern note, being 


finished in glazed twin brick, gray in color. Floors are 
of red concrete. Furnishings throughout are modernis- 
tic, the chairs are chromium plated tubular steel with 
red leather upholstering. Separate locker and shower 
room is provided for the crew of nine salesmen. The 
office is separate from the sales room, which is heated 
by a gas-fired unit which forces warm air through con- 
cealed ceiling ducts. 
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All Glass, Even Though You Can't See Through It 


A station in southwest St. Louis built to one of the 
modern designs recently adopted by National Re- 
fining Co. of Cleveland. The evergreens on the roof 
were for Holiday decorative purposes only. The 
building is structural glass panels on tile, the interior 
of salt glazed tile. 

The entrance is built out 8 feet, with display windows 
on each side and display cabinets on the rear wall 
of the sales room, where they are effectively seen from 
the entrance. 


whisollseAn) 


The exterior is ivory with yellow trim, black base 
Sales room interior is cream colored structural glass 
rest of interior buff. Floor is colored concrete. Rest 
rooms have buff walls, with white trim. 

Very effective lighting is secured from four flood 

t 
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ight poles, with two or three floodlights in each case 


] ~ 
- 

Special lighting for pump island. 2 
The accompanying floor plan is of the same design 2 
°11 o 5% 4 } f ce 

as the station illustrated but with two instead of four z 


service bays. 
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Streamline Design 


in Pre-Fabricated Steel 
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Flexibility in design where construc- 
tion is of steel panels cut in the fac- 
tory, is shown in this new station of 
a distributor of Standard Oil Co. of 
Indiana products in Wichita, Kams. 
Extremely modern appearance is se- 
cured through rounded building cor- 
ners, canopy around two sides of the 
sales room and stepped back parapets. 

The sales room is 18 feet square, 
with 8.5 foot ceiling. The service de- 
partment has two bays, is 26 by 24 
feet, with 12.5 foot ceiling. Large win- 
dow space insures adequate natural 
light for both lubritorium and sales 
room. 
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Several Steps Nearer 


A Retail Store 


This station is typical of several built 
recently to the latest design of the 
Standard Oil Co. of Indiana, certain 
features of which are patented by the 
company. 


Extérior is porcelain enamel steel on 
brick, interior of glazed ceramic brick. 


Cantilever construction in the front of the building 
avoids the use of posts and makes possible a wide con- 
tinuous front for the sales room, providing more space 
for displays and giving the station front the appearance 
of a retail store. The building design provides for addi- 
tions without detracting from its appearance as a com- 
plete unit. 
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In size the station building is 23 by 28 feet, with one 
stall 28 by 41 feet, with two stalls 28 by 55 feet. 

Exterior is mottled ivory, with ultramarine blue base 
and stripes at top vermilion red. Display window trim 
is polished stainless steel. Interior is two shades of 
ivory. Rest room walls are mottled blue, with terra 
cotta wainscot. Floors are red cement; in rest rooms 
blue cement or blue and gray asphalt tile. Complete 
heating is provided by an oil furnace. 
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Adaptation of Standard Design to Odd-Shaped Lot 





How fabricated steel construction can be fitted to 
the individual property requirements, even though 
they may be unusual in nature, is shown in the floor 
sketch of this station of the Ashland Oil & Refining Co. 
at a junction of highways near Logan, W. Va. This 
company’s building design has been further modern- 
ized in later stations. 
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Compact 
Arrangement 


Of Departments 


Effective use has been made of all floor 
space in this modest-sized station of Deep 
Rock Oil Corp. at Omaha. There are two 
service bays; the rest rooms are shut off 
from the service area by the boiler room; 
display space is provided on two sides of 
the sales office. The hexagon-shaped 
pump island, with four pumps, makes for 
convenience in servicing cars approach- 
ing from any angle. The size of the lot 
allows for parking space. 
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Station of Staebler Oil Co. at Brighton, Mich., 
of porcelain enamel steel. 

The large bay window built out from the 
sales room provides for additional display 
space. Decorative feature of large circle 
was worked out for the overhead door of 
the lubritorium. 

Exterior is cream with blue trim at base, 
yellow trim around doorway; interior gray 
with concreté floor with special composition 
red surface. Rest room walls are of porcelain 
enamel steel, chartreuse color. 

Basement under the principal portion of 
the building houses hot air furnace and pro- 
vides storage space. 
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NPN’S GALLERY OF MODERN AND EFFICIENT STATIONS _ 








The attractive appearance that can be se- 
cured, with the use of various standard ma- 
terials, through proper proportions of build- 
ings alone is illustrated in this station of the 
Tide Water Associated Oil Co. at Manhasset, 
Long Island, N. Y. The extremely simple use 
of company insignia adds to the effect. The 
display windows in the sales room are in 
keeping with the functional type of building 
design. 

The location of the women’s rest room in 
the extreme corner of the building, with the 
entrance from a side off the driveway is in 
keeping with design of many new stations. 





Effective Through Simplicity of Design 


LUBRITORIUM 


STORAGE 


HEATING 
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Station 





The unusual design of this station of the Union 
Oil Co. of California at Los Angeles uses two can- 
opies in a V-shape, its base housing the two-lift 
lubrication facilities, which are thus provided with 
a roof but no side walls. The canopies on either 
side extend out to the pump island. A small sales 
room is provided at the front between the pump 
islands and a separate room at the extreme corner 
provides space for storage and the men’s rest 
room. The women’s rest room is in an entirely 
separate building. The building is of steel and 
sheet metal construction and its design gives a 
more pretentious appearance than is indicated by 
the cost of the building, which is under $4000. 
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Modern design of station of the Pan American decorative effect. Climate makes doors to lubricct 
Petroleum Corp., dealer operated, at Mobile, Ala., tion department unnecessary and allows extensive 
in which lettering on building is made part of the outside display. 





With a Decorative Fence and Shrubbery 


In its station building and modernization work quate ender ty space provides easy access to 
Sinclair Refining Co. uses effectively a decorative the pump island. Sales room is made large enough 
fence at the property line with modest landscap- to provide 0 display and storage of merchan 
ing. The station illustrated is at New Haven, Conn dise. Comp lete heating plant is installed. I[llumi 
Building is of masonry with white stucco, with nation is by floodlight and island ‘T”’ lights 


green trim. All signs are porcelain enamel. Ade 
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SMART STATIONS 


To Fit the Pocketbook 


Modern Designs Are Widely Available To the Builder 
of Only One Station, In a Large Number of Mate- 
rials That Offers the Owner a Wide Range in Cost 


M ODERNIZATION of a 
service station, in the largest sense 
of the word, is the dressing up of a 
center for the sale of petroleum 
products and services and automo- 
tive goods—giving it the smartness 
and style that competition today de- 
mands. 

In this sense, modernization in- 
cludes the replacing of an out-moded 
station building, as well as any major 
or minor improvements of the prop- 
erty. 

For the man who does not think 
it necessary to erect a new building 
entirely, wonders can still be accom- 
plished in modernization. Among 
other changes, new fronts made from 
any of the several wall veneering ma- 
terials that are now available, will 
do for the old building what new 
Easter clothes will do for a woman. 

In both cases, various architectural 
styles have been adapted by the oil 
companies and building manufactur- 
ers through several years of experi- 
mentation, to the efficient design of 
service station buildings and the re- 
construction of existing buildings. 


Some companies have successfully 
adapted existing traditional styles of 
architecture, such as the English cot- 
tage and the Colonial types, for ex- 
ample. Other companies have worked 
from the more recent purely function- 
al style of architecture, to adapt it to 
station design. 

Fortunately, the oil jobber or mar- 
keting company planning even one 
new station at any point in the coun- 
try, need not be handicapped in his 
efforts to have that one station as 
modern in style and as efficient a 
sales tool as any station of his com- 
petitors. 
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By M. G. Van Voorhis 


N. P. N. Staff Writer 


For the mere asking, he can secure 
the results of the years of experience 
and study of his supplier of petroleum 
products and of the building manufac- 
turers and equipment makers. He will 
find that their work has made it pos- 
sible for him to build a station, or ap- 
ply a transformation to his old station 
with smartness and style and high ef- 
ficiency for its purpose, at no greater 
cost than that of his local builder for 
an ordinary type of building. 

The oil jobber will also find that 
these same sources have achieved a 
flexibility of design which will allow 
him to meet even unusual require- 
ments of lot dimensions. And also 
that the station designs now available 
provide that a building erected now 
can be later expanded without destroy- 
ing the uniformity of design. A range 
of costs is possible in the same de- 
sign of building, through a choice of 
building materials. 

Indeed it is difficult for the oil mar- 
keter planning a new station to re- 
alize the diversity in building mate- 
rials available to him today. The ma- 
terials listed by oil companies and 
building manufacturers as suitable to 
build stations to standard, ultra-mod- 
ern design include: 

Wood frame with metal lath and 
stucco 

Wood frame and plywood 

Concrete block with cement wash 

Reinforced concrete 

Masonry (brick or stone) with 
stucco 

Steel frame with porcelain enameled 
steel facing 

Glass block 

In addition to these building mate- 
rials, the following veneering mate- 
rials may be attached to several types 
of wall construction. 

Precast concrete slabs 

Precast concrete slabs with glazed 
tile veneer 
Artificial stone slabs 
Glazed tile plates 
Porcelain enameled steel 
Glass panels 


Trims of stainless steel, aluminum, 
chromium, or other sheet metal. 

In addition to this wide list, the oil 
company in some cases can achieve 
individuality in its station design with 
some distinctive local building mate- 
rial, where closeness of the supply re- 
duces the cost of the material. 

Simplicity and streamlining charac- 
terize the modernization of station 
buildings. The architecture has been 
planned to be attractive with the less 
expensive flat roof. Canopies have 
been found to be needless in this age 
of closed cars, except in sections of 
the country where they serve to pro- 
tect motorists and operators from the 
sun and heat. Basements are rare and 
are being discouraged as a matter of 
safety and are omitted for other rea- 
sons which, of course, include added 
cost. 


Tue adding of a new touch of smart- 
ness and increased capacity for serv- 
ice at the old station is frequently a 
better business risk than a business 
venture at an untried location. Take 
this from the Federal Housing Ad- 
ministration, whose authorized loans 
for modernization of business places, 
including service stations, are four 
times as large as for establishing a 
new business. 

More business and more profits are 
the objectives of modernization. Lead- 
ing marketers go a step farther and 
modernize to hold the sales volume 
they already enjoy. If you can get 
away with mediocrity without com- 
petition, your business is not worth 
competing for. The association of 
smart appearance with modernization 
is not new but it is only comparative- 
ly recently that merchandising studies 
have proved that the urge to buy a 
given commodity is affected 87 per 
cent by eye appeal and only 7 per 
cent by the next most important sense 
—hearing. The trend in efforts to in- 
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crease sales volume, therefore, has 
been toward improving the appear- 
ance of stations. 


Gasoline itself is adapted neither to 
being made attractive nor of being 
packaged attractively. ‘Taking the 
place of attractive packaging of the 
product, however, is an attractive sta- 
tion, pumps, and property as a whole. 
This gives the prospective customer 
his first impression of the product and 
pulls him toward the pump island. 


Other factors, of course, cannot be 
neglected. However attractive a Sta- 
tion may be in the daytime, it can- 
not be appreciated and serve to aid 
sales at night without adequate arti- 
ficial lighting. In fact lighting is con- 
sidered so important that it is large- 
ly responsible for the present trend 
toward more light-reflecting materials 
for wall exteriors. 


A smart station attracts more busi- 
ness, which the station must be pre- 
pared to handle. It may need rear- 
rangement of rooms, enlargement, or 
relocation on the lot for better loca- 
tion of drives. and pumps. The build- 
ing may be in such condition that re- 
pair would be expensive or of ques- 
tionable benefit. When all of these con- 
siderations are weighed it may be 
found that the best plan for modern- 
ization is simply to tear down the 
old building and start over again with 
a complete new structure. 


A well constructed and well located 
station can be modernized merely by 
dressing up the exterior with a veneer 
of porcelain enameled steel, carrara 
glass, glazed brick or tile, stainless 
steel and aluminum, or other material 
which has a high light reflective value. 
To make the building fit in with the 
modern architecture, it may be desir- 
able to substitute a flat roof for a 
gable roof. One company that op- 
erates entirely through independent 
dealers finds that its use of porcelain 
enamel exterior to modernize stations 
will add no more cost than painting 
alone over a ten-year period, figured 


The expenditure of a little less than $4000 brought about the greatly im 
tion of the Standard Oil Co. of New Jersey at Charleston, W. Va. While the 


on the basis of repainting at least 
once a year. 

More glass in station construction 
serves several purposes. It adds to 
station visibility at night. In the of- 
fice it gives station attendants a bet- 
ter view of the drives and of approach- 
ing motorists. It makes the attendant 
visible to approaching motorists and, 
with the co-operation of the attend- 
ants, gives an air of activity and alert- 
ness about the station which suggests 
quick service. ’ 

Stations are continually feeling out 
the demand for new automobile ac- 
cessories until many stations are be- 
coming as much like stores as the 
drug store. The station office has been 
turned into a combination display, 
sales, and waiting room. Oil companies 
are also now considering the customer 
habit of walking around in the lubri- 
torium while waiting. The future may 
find more displays and more accessory 
sales made in the lubritorium. Im- 
proved facilities for displaying tires, 
batteries, and other common items in 
the way of showcases and racks and 
their placement are receiving atten- 
tion in modernization programs. 

There has been a certain degree of 
standardization of station arrange- 
ment. This has contributed to economy 
particularly in prefabricated stations 
and may frequently account for the 
only slight differences in cost of build- 
ing replacement and remodeling an 
old building. The office and_lubri- 
torium generally face the same di- 
rection. The men’s toilet will gener- 
ally have an interior entrance while 
the women’s will be adjoining but with 
an outside entrance on the side. Stock 
room, furnace room, and work rooms 
will be behind the office. The shape of 
some lots may make this exact ar- 
rangement impractical and the desire 
to be distinctive in station design has 
its merits. 

While the ideal way to modernize 
is to do a complete job at one time, 
it is possible to modernize step by 
step. A definite program should be 
followed before going at modernizing. 
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First, of course, would be the exterior 
which would be covered with one of 
the veneer materials attached to the 
old surface. To make these materials 
brighten up the station at night, mod- 
ern lighting might well accompany 
this dressing up process. 

Stations have even been modernized 
by giving only special treatment to 
the office or office entrance. One oil 
company has stressed this part of its 
modernization and made the office 
the central feature of many of its sta- 
tions. In these stations the office ex- 
tends out from the station with an 
all-glass bay entrance, topped by a 
large company emblem. The station 
itself is of concrete block with a paint- 
ed white front to increase light values. 

The curb sign should not be forgot- 
ten in exterior improvements. It is 
often the first thing about a station to 
catch the motorist’s eye, particularly 
where other buildings or obstructions 
hide the station from view of approach- 
ing motorists. A good sign prepares 
the motorist at a distance to slow down 
in preparation for turning in the drive. 

Keep the station open during modern- 
ization, experienced marketers advise. 
It is a good business puller because 
people like to watch progress of build- 
ing construction. Furthermore, busi- 
ness lost when a place is closed up is 
hard to get back. 

After the building exterior is suf- 
ficiently dressed up, the station inte- 
rior can be modernized in many ways. 
Enclosing the lubritorium, if it is not 
already enclosed, is the next most im- 
portant step. This, of course, has a 
bearing upon exterior modernization. 
The modern lubritorium needs modern 
equipment, a lift, complete lubrication 
tools and containers for lubricants, a 
lubrication record system, and lubrica- 
tion annual. Possibly a larger com- 
pressor will be advisable. 

The next step will be improving the 
approaches and drives. This is impor- 
tant because of increasing and faster 
traffic. A cement drive that is well 
made adds much to station attraction. 
Asphalt has been used and costs about 
the same. One objection to asphalt 


1 appearance, through modernization, of this sta- 
I ing the lubrication facilities does not adjoin 


the station building, an unbroken front wall gives the impression of one building. Housing the lubrication facilities cost $2625; 
relocating the lifts and other work cost $225; the item for new tanks, pumps and piping was $1038 

















The station modernization program of the 
Sun Oil Co. features a distinctive station 
entrance with, above it, the trade name, 
the caduceus, which is a symbol of the 
ompany’s motor oils, both on a back- 
ground of sun's rays. The entrance can 
be fitted on almost any type of station 
building, either flush with the wall, with 
a small canopy, or built out in a bay 


which is cited is its lower light reflect- 
ing power than concrete. 

Modernizing toilets would be the 
next logical step. Fresh paint or new 
tile walls, new uncracked plumbing 
fixtures, new mirror, provision for 
paper towels, waste basket, conven- 


ient light switch, and clothes hook are 
some of the features to be considered 
in this phase of station modernization. 









































The station that merchandises to 
any great extent requires special at- 
tention to an attractive interior. Ar- 
rangement of merchandise in the best 
manner will have some influence upon 
the station layout. One of the mod- 
ern oil company stations has moved 
its office to a rear room, leaving a 
combination waiting room, display and 
sales room in front. A glass wall is 
used between this room and the lubri- 
torium so that customers can watch 
work on the car and at the same time 
examine merchandise in comfort. 

The addition of a lubritorium means 
more space to heat in winter. Whether 
another stove is put in the lubritorium 
for heat or whether a central heating 
plant is installed for the whole station 
should be considered in planning a 
modernization program. 

Exterior floodlighting has already 
been mentioned but interior lighting is 
also important, especially for display- 
ing merchandise effectively. Lighting 
should not be placed last on the list, 
except that the lighting facilities are 
a possibility before the station all the 
time and hardly to be considered as a 
formal modernizing program’ unless 
the whole system is to be improved. 
At all times, and at moderate cost, fa- 
cilities are available for improving sta- 
tion lighting, even to putting in new 
lamps and cleaning reflectors. 

Not all locations have the potential- 
ities to justify the expense of complete 
modernization. The determination of 
the possibilities of a particular loca- 
tion has been made the problem of 
specialists. 

One of the leading considerations of 
one company in measuring up a local- 
ity, is the number of families in an area 
whose radius is seven blocks from 
the station. The general prosperity of 
the area and the volume of business 
already being handled by the station 





is observed. The number of cars and 
volume of gasoline consumed is esti- 
mated, but generally includes nothing 
from transient business since regular 
customers are also frequently transient 
customers at some _ other station. 
There are exceptions to this rule, of 
course, but the exceptions prove the 
rule. 


Convenience to a business section is 
a valuable asset. Many stations can 
count on considerable volume of rural 
or suburban patronage if they are on 
streets over which these customers 
habitually and regularly travel. Near- 
ness to popular eating places boosts 
station sales. Under many circum- 
stances the provision of a parking lot 
aids business. Where lubrication busi- 
ness is large it also provides places 
to put waiting and finished cars. Heavy 
traffic means more business than a 
lightly traveled street as far as draw- 
ing regular customers from a distance 
is concerned. 


Some of the large oil companies 
provide a planning service in station 
modernization for their jobbers and 
independent station operators han- 
dling their products. If a jobber wants 
to expand one of his stations or one 
of his dealer’s, a company representa- 
tive will come in, providing past rec- 
ords are good, make a survey of pos- 
sibilities, draw up plans for moderniz- 
ing, and even supply some of the ma- 
terials at costs which the individual 
could not otherwise secure. 

The business man knows, of course, 
that this investment need not come 
out of his own surplus but is available 
from local banks providing a sound 
plan of expansion can be prepared. 

If application is made before July 1, 
1939, modernization loans up to $10,- 
000 may be obtained through the Fed- 
eral Housing Administration. 
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Are you getting your share? 


Many a service station operator only knows how 
much business he is doing—he doesn't know 
how much he ought to be doing—and might be 


Do you know? 





PETROLEUM MarKETER has figured it out for you 
Here is the yardstick it offers: 


If you are pumping a thousand gallons of gasoline 
a month you ought to be selling at the same time: 


20 gallons of motor oil $14 worth of automobile 
accessories 


$6 worth of battery 
10 lubrication jobs 
$24 worth of tires and tubes $3 worth of miscellaneous labor 


10 gallons of other petroleum 
products 


You can't sell anything unless you get motorists 
into your station 


Do you know how? 
A Dubbscracked gasoline sign will help do it 


Dubbscracked gasoline will bring you more gallon- 
age—and your other sales will go up with it 


Universal Oil Products Co 
Chicago, Illinois 


AA Dubbs Cracking Process 


Owner and Licensor 
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You Cant Sell Em 


When Theyre Cold 


The Heating System Has Become a Factor of Primary Im- 


portance in Building or Modernizing Service Stations. 
Money Can Be Saved—Both in Installation Costs and 


Later Fuel Bills—and Sales Increased by Careful Plan- 
ning on This “Problem” Before Construction Work Starts. 


Ler a customer in winter 
weather wait in a warm and com- 
fortable service station while his car 
is being serviced, and he will feel 
like coming back again. 


But keep him cold and uncomforta- 
ble in a chilly waiting room or office 
and that most likely will be the last 
you will see of him. 


Keeping the customer warm is 
doubly important in stations selling 
car accessories, and more stations are 
taking on accessories in an effort to 
offset the narrowing gasoline margin. 

A cold customer is a poor sales 
prospect. 

So the heating system of the mod- 
ern and complete service station is an 
important consideration when the oil 
marketer comes to plan a new station 
or to recondition and modernize an 
old one. 


The heating of a service station 
may seem, at first thought, to be a 
simple matter of buying any one of 
a dozen or more stoves in a trip to 
the hardware store. Why spend time 
“studying” the subject? 

This may be true of a single room 
or even a two-room station, of which 
there are many tens of thousands op- 
erating today. Other than protecting 
against possible inflammable vapors 
in the lubritorium, and making sure 
that the stove pipe gets far enough 
above the low roof of the station to 
make a good draft, the one-room sta- 
tion owner need give little thought 
to station heating. 

But more and more new stations to- 
day are of the larger variety. Some 
are built with the hope of developing 
enough business to add more rooms. 
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These new stations will have both of- 
fice and lubrication rooms and always 
two toilets, more and more a room 
for display of merchandise, and often 
a waiting room for the customer. 


At a modern station there is a prob- 
lem of providing heat for the attend- 
ants so that their work may be quick- 
ly and carefully done, as well as keep- 
ing the customer in a feeling of com- 
fort. A well chilled station attendant 
with numb fingers probably won’t even 
try to do the best job in the world at 
poking at the “innards” of a car with 
grease gun, and sampling the biting 
fluid of a battery with a frosty hy- 
drometer. 


So the new station has a heating 
“problem” greater than that of just 
saving a few dollars by installing an 
economical heating system. Heating is 
decidedly a part of selling and also 
of properly carrying out the service 
contract with the customer—to wit, 
not missing any points of lubrication 
on his car. 

The heating “problem”, of course 
varies from the sub-zero weather of 
the far north down to our southern- 
most border. The suggestions in this 
story, therefore, have to be fitted to 
each reader’s particular climate as 
well as needs. A study of them will 
help to solve your heating “problem” 
no matter how small it is or where 
it is, and it should help to solve part 
of the marketer’s sales problems also. 


Inquiries indicate that central heat- 
ing plants, with warm air ducts or 
water piping for distribution of heat 
to various rooms, are becoming more 
common in stations of this size in the 
colder climates. Oil company heads 
are saving themselves. considerable 


money by studying individual heating 
problems in these stations and mak- 
ing sure their needs are known be- 
fore stations are even designed, or 
plans for modernizing reduced to pa- 
per. A heating system properly planned 
will cost less to install and less for 
fuel bills than one put in in a hap- 
hazard manner. 


Here are some points about station 
heating for the oil jobber or head of 
the marketing division when he is 
just thinking of building: 

What are the local building and fire 
protection code restrictions? 


Just what spots in the station does 
he want to heat to nearly the degree 
of comfort found in a home? 


Will the station be enlarged later 
and can ducts to heat a new section 
be installed when the original build- 
ing is put up? 

What are the relative advantages of 
a complete heating system and of in- 
dividual heater units? 


Will the advantages of automatic 
heating, in providing regulated tem- 
perature and in saving the time of 
the station men, more than offset the 
higher original cost over a hand-fired 
heater? 


As the head of a company dealing 
perhaps also in heating oil, are there 
sales advantages in using oil heat at 
a station, even if a higher fuel cost 
is necessary? 

Where should the heating unit be 
located, both for efficiency and for the 
convenience of the station men? 

Does the builder appreciate the par- 
ticular limitations of a station heat- 
ing system, due to the fact the aver- 
age station is a single story structure 
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A NEW LIGHT MACK! 


WITH ALL THE QUALITIES THAT MADE 
THE “BIG MACKS” WORLD-FAMOUS! 


@ Here's the greatest truck sensation of the year—the un- 

| equaled stamina, dependability and the long run economy of 
= a thoroughbred Mack within the reach of new thousands of 
small operators! Mack now offers the most complete line of 

trucks in the world . . . before you buy amy truck at amy price 

be sure to see the new Mack line at your nearest Mack dealer 

or direct factory branch. Or write for full details to Mack 
Trucks, Inc., New York City. 

















AND LOOK © 
AT THE PRICE © 


’ bi ‘ »»»- FROM ONE TO THIRTY TONS—IT’S A 


F.O.B. Factory, Chassis Only. 
Cab, Body and Taxes Extra. 
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with no basement and a low chimney 
and does he know what manufactur- 
ers of heating euipment are offering 
today to overcome these limitations? 

Should a heating system be installed 
that will also insure an adequate sup- 
ply of hot water, now necessary in a 
complete station, or should a separate 
water heater be installed? 

The importance of these questions 
will be felt with increasing degree as 
a Station increases in size and number 
of rooms and the greater the heat 
output requirements. Customer com- 
fort, coupled with efficient merchan- 
dising of accessories, tend to increase 
heat output requirements. 

A cold customer is too anxious to 
get away to be interested in the finest 
display of tires, batteries, auto radios, 
bumper guards, or defroster fans if 
he knows he can get them somewhere 
else aS conveniently with more com- 
fort. Some companies today are con- 
sidering the possibility of making more 
sales in the lubritorium by putting 
more displays there. It will take heat 
to make this practical. 

Safety Demands of Building Codes 

Of interest to every service station 
operator whether small or large or 
in the south or north is the matter 
of safety. Here is what George W. 
Booth, chief engineer of the National 
Board of Fire Underwriters, said to 
N.P.N. on this subject. 

“It is plain, however, that the char- 
acter of heating system employed will 
depend upon the nature of the station, 
ie., if the station contains no gaso- 
line pumps, or basement, and further, 
if there is no open handling of alco- 
hol or non-freezing solutions, there is 
no reason to require any heating meth- 
ods other than would be permitted in 
a hardware establishment or any other 
type of store. 

“Where there is a possibility of flam- 
mable vapors, a furnace should be lo- 
cated outside the building, or if in- 
side, cut off in a standard manner by 
fire resistive partitions. The only ex- 
ception to this would be the permis- 
sion of an approved gas-fired unit 
heater or electric heater when _in- 
stalled at least eight feet above the 
floor’. 

There is one other point to be con- 
sidered. Underground storage tanks 
usually vent at the eaves of a station. 
Chimneys carry sparks under certain 
circumstances which could cause trou- 
ble particularly while ‘tank trucks are 
unloading. The uncertainties involved 
in producing just the right explosive 
mixtures and igniting them, in spite 
of the remarkably clean record of serv- 
ice station fires, is responsible for 
strict building codes for stations. 

Efficient combustion in a_ heating 
unit, if it is for coal or oil, is often 
handicapped by poor draft. This is be- 
cause the top of the chimney is low 
and not in the open where it can take 
advantage of normal wind currents. 
Because the air supply is less than 
necessary for rapid combustion, many 


72 


a Station does not get the most out 
of its heating unit. This is often blamed 
wrongly on the furnace design and 
size, rather than on insufficient air. 


The difficulty is usually simple and 
inexpensive to overcome. One way is 
simply by adding height to the chim- 
ney. Where this is detrimental to ap- 
pearance, specially designed chimney 
caps are available which prevent down- 
drafts and draw more air through the 
chimney. Some are called rotating ven- 
tilators and are made of sheet metal. 
For installations where appearance 
counts more, a chimney ventilator cap 
made of ceramic tile is on the market. 
It has been used on a number of sta- 
tions effectively, it is said, without 
being detrimental to station appear- 
ance. One manufacturer of oil heat- 
ing units is recommending this device 
for all their station installations. 

The draft problem should be recog- 
nized in planning the heating system 
whether a station is large or small 
since most modern stations are single- 
story buildings, usually with a flat 
roof. 

Heat circulation has to receive more 
attention as rooms increase in num- 
ber. Even the larger service stations 
are being built today without base- 
ments and natural heat circulation is 
handicapped. Best results are obtained 
if forced circulation is used. In warm 
air heating systems, fans solve the 
heat distribution problem. 

Where hot water, steam, or vapor 
heat is used, other means are employed 
to overcome these natural limitations. 
In the most careful installations it is 
possible to employ natural circulation 
through piping. The most satisfactory 
and fool-proof heat distribution re- 
sults when a_ thermostatically con- 
trolled pump is used in the return line 
to the boiler. Natural circulation can 
be improved also by installing radi- 
ators near the ceiling with fans be- 
hind those in the larger rooms. This 
has the advantage that radiators are 
up out of the way and do not take up 
floor space or wall space. 

Forced heat circulation has an im- 
portant advantage in station planning 
in that a furnace can be located in the 
farthest corner if necessary without 
reducing heating efficiency in any part 
of the station. This allows flexibility 
in arranging the floor plan. Duct-work 
in the case of warm air heating, and 
piping in the case of hot water heat- 
ing, are considered important in build- 
ing plans, particularly the location of 
return lines. Natural heat circulation 
demands putting these below floor 
level. If future expansion of heating 
facilities are contemplated, the tile 
or piping should be laid before the 
concrete is poured for the foundation, 
one heating engineer points out, or 
put in the walls before they are fin- 
ished. 

The size of the heating plant nec- 
essary is variable even in different 
stations in the same town with the 
same space to heat. Estimation of 
heat loss involves such factors as the 





amount of window glass area; wall 
construction; temperature levels to be 
maintained; average out-door tempera- 
ture; frequency of opening doors, par- 
ticularly the lubritorium doors; how 
tight these doors are when closed; 
and the number of cars lubricated 
(cold motor cars have a high heat ab- 
sorbing capacity). Seeing what the 
other fellow has is helpful and the 
advice of a competent and experienced 
heating contractor is advisable for the 
man planning to build a station that 
requires more than small heater units. 


Oil Heat is a Natural 


One naturally expects to find oil 
used in heating stations. A more gen- 
eral use of oil burning heating plants 
by the makers of heating oils would 
go a long ways toward spreading the 
use of heating oils. Some oil com- 
panies are sales agents for oil burn- 
ers. Installation of an oil burning 
heating unit for demonstration is a 
sales aid if a station plans taking an 
agency. 

Two general types of oil burners are 
used in heating stations. The atomiz- 
ing type employs nozzles to break up 
the oil into a readily burning mist. 
These burners generally take a No. 
3 fuel oil although some work better 
on a lighter grade. The pot-type oil 
burner employs heat for vaporization 
of fuel oil and employs the lighter 
No. 2 or No. 1 fuel oils. Small oil 
burning space heaters with pot-type 
burners are inexpensive and practical 
for small stations. 


An interesting development by one 
manufacturer of this type of heater 
is the addition of a hot water coil 
which supplies heat to small radiators 
in station wash rooms. The heaters in 
which these coils are available are 
rated for 500 cubic feet of space with 
average conditions. The coil transfers 
about one-third of the heating capaci- 
ty to the wash rooms. A third ra- 
diator is generally placed in the room 
with the heating unit to provide flexi- 
bility of operation. 

Gas heat is extensively used for 
station heating in certain sections of 
the country where gas heat rates are 
low, where coal is relatively high, or 
where heat requirements are small. 


The advantage of the unit gas heater 
in taking up no floor space is now 
being sought in oil burning units. One 
such installation has been made in 
a medium size station at Toledo where 
the unit was installed over the toi- 
lets. Plans for installation of several 
oil heaters in this manner are in 
preparation by one builder. With such 
installations, even though the space 
underneath is generally too low to 
walk under comfortably, it can be 
used for installing the compressor or 
for storage space. Being fully auto- 
matic in operation, the only attention 
required is monthly cleaning of the 
oil strainer, filling the supply tank, 
and adjustment of the thermostat for 
desired temperatures. 


NATIONAL PETROLEUM NEWS 











ws 


“m8 





Lighting the Way to Profits 


Station lighting is so important today in attract- 
ing the after-dark customer that it influences 
station design and choice of building materials. 








Vertical wall treatment for maximum light reflection has been carried beyond the station walls and applied also to the wall of the 
adjoining building. The striking simplicity of design of the station is emphasized by the floodlighting. The station is that of the Lehigh 
Petroleum Co. at Norwich, Conn. 


| is a primary in- 
fluence in the design and construction 
of service stations today and in the 
modernization of present properties. 

Lighting has proved of such value 
in increasing night sales that it has 
brought about the use of wall mate- 
rials that reflect light, boost station 
visibility and increase the illumina- 
tion of drives. 

Oil companies recognize today the 
general merchandising principle of the 
high value of attractive packaging of 
goods—eye appeal—and are applying 
this principle in the design of their 
stations. Only by adequate lighting 
can this sales advantage be used at 
night, when a good portion of the 
station’s business is done. 

The profit from a gasoline sale to 
one more car on the drive in an eve- 
ning has been found sufficient to take 
care of the difference in the cost of 
current for adequate and inadequate 
lighting at a small station. The differ- 
ence in the light bill where the light- 
ing system has been properly studied 
and incorporated in plans for construc- 
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tion and modernization, is usually com- 
paratively small. No station building 
or modernization program should be 
undertaken by the oil company with- 
out careful consideration of lighting, 
particularly the floodlighting of the 
building. 

Floodlighting should be studied from 
the point of view that stations are 
catering to rapidly-moving prospects 
whose attention must be claimed from 
a distance. In order to give the motor- 
ist time to respond to the desire to 
enter, the service station must liter- 
ally reach out and greet him, as one 
lighting engineer aptly put it. In many 
instances the curb sign makes the first 
impression and is, therefore, highly 
important. The next thing to greet 
the eyes and the final influence in de- 
termining whether the motorist will 
turn in, is the station and its setting. 

Adequate display floodlighting be- 
gins with the lighting of vertical walls 
of the station. Floodlights are arranged 
to feature the station building and 
pumps, the “spill” light and reflected 
light helping to illuminate the drives. 


By “spill” light is meant the light 
which the reflectors fail to focus. With 
concrete drives or light colored slag, 
still higher levels of illumination are 
made possible for a given light source. 

Materials that absorb light, such as 
red brick or dark colored paints on 
wall surfaces, are being avoided in 
station construction. However, in older 
stations built of more or less light- 
absorbing materials, much of their dis- 
advantage in this respect can be over- 
come by light color paint on trim- 
ming, window sashes, fences, curbs, 
and pumps. 

The better the general lighting of 
an area around a Station, the more 
lighting is required to make the sta- 
tion stand out. Lighting that would 
make a Station at a country crossroads 
look brilliant would be lost on a white- 
way in the city in spite of a gain in 
illumination from the general lighting 
in the vicinity. Many look upon a street 
light at the curb in front of a station 
as an asset. Lighting engineers con- 
sider it a liability because it requires 
the station to have a higher level of 
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LIGHTING THE WAY TO SERVICE STATION PROFITS 








The older type stations can be made attractive at night by the combination of ade- 


quate floodlighting and light color paint on 


frames, fences and curbs. A modern touch 


Station trimming, window and door 


is provided at this station by the new 


type pumps 


illumination to contrast with the sur- 
roundings. Not many fully appreciate 
the soundness of this reasoning. 

A wide variety of equipment is avail- 
able for station lighting, including 
some relatively newly developed lamps 
of higher lighting efficiency. The mer- 
cury vapor lamp, for example, dis- 
cussed later in this article, gives il- 
lumination at least twice as great as 
the incandescent filament lamp using 
the same electric current. Standard re- 
flectors, open or closed types with 
wide, medium and narrow beams are 
available. In areas where the atmos- 
phere is reasonably clean the porce- 
lain enameled open type reflector is 
satisfactory. A more efficient reflector 
is made of specially finished aluminum 
and costs a little more. Special re- 
flector shapes are available also to 
meet specific conditions. 


N OTHING is easier than to neglect 
washing lighting fixtures and it can 
not be emphasized too often that the 
loss of light in dirty fixtures may 
run as high as 40 per cent. This loss 
is worth saving by regular cleaning, 
particularly since equipment is now 
available to make cleaning easy and 
safe. Equipment manufacturers have 
simplified lamp washing by providing 
means for lowering the lamp and re- 
flector assembly to the ground. One 
method is by hinged poles and another 
provides for lowering the lamp by a 
chain. 

Period between washing can be 
lengthened considerably by using the 
enclosed type of floodlight unit, one 
company found. Where there is a ten- 
dency to neglect reguiar washing of 
reflectors, this type of unit has an 
advantage. In this unit the cover glass 
prevents an accumulation of dust and 
dirt on the reflecting surface and rain 
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washes off a large proportion of the 
film accumulation of the exposed cover 
glass, it is said. The more efficient 
aluminum reflector is used in all en- 
closed type reflectors which more than 
overcomes the slight loss through the 
cover glass when compared with the 
porcelain enamel open reflectors. 

The enclosed type floodlight also has 
a slight advantage in assuring protec- 
tion to lamps when wind conditions 
are such as to blow cold rain against 
lamps and break them. This advantage 
could be balanced against using special 
hard glass lamps which do not break 
under such conditions. These cost 
about double the ordinary lamp but 
are worth the difference where break- 
age occurs frequently during rain- 
storms, 

One of the newest floodlamps has 
an improved filament which is sup- 


ported in such a way as to enable 
better control of the light beam. These 
are made with a two-prong socket 
rather than the conventional screw 
base. 


The mercury vapor lamp and the 
sodium vapor lamp are being used to 
an increasing extent in station light- 
ing. Manufacturers have not made a 
great effort to sell this lamp for Ssta- 
tion lighting except directly to a few 
of the leaders in the oil irffstry. One 
oil company built over 100 stations 
during 1938 and used mercury vapor 
lamps at all of them. 


Tue outstanding feature of the mer- 
cury vapor lamp is its high intensity 
of illumination with minimum current 
consumption. In addition to producing 
more than double the light per watt 
of an incandescent filament lamp it has 
a rated lamp life of 2000 hours, which 
is twice that of the filament lamps. 
First cost is somewhat higher and the 
necessity for a small separate trans- 
former for each lamp adds to the cost. 
However, no change in wiring is re 
quired. Light engineers point out that 
these additional costs are repaid in 
lowered operating cost. This can be 
checked by computing the operating 
costs of both lamps for equal illumina- 
tion from each over a period of two, 
three or more years. 

Mercury vapor light alone gives an 
unnatural color to objects and peo- 
ple. It is commonly used, therefore, 
along with filament lamps to give a 
more natural tone to lighting. This 
combination gives stations so lighted 
almost a daylight appearance, contrast- 
ing with average lighting sufficiently 
to attract comment when stations so 
lighted are seen side-by-side. 

In a typical installation one or two 
400-watt mercury lamps will be used 
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Fluorescent lamps give daylight-white illumination at this station of the Associated 
Oil Co. in Oakland, Calif. It is among the first service stations ever lighted in this 
monner insi de and out 
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NOW CARRY BIGGER LOADS SAFEU 


| S your company listed in the Davisbilt roll of progressive 
oil companies for which Davisbilt Beamtanks have been, 
or are being, built? 


If not, then perhaps you should know the many advantages 
of Davisbilt Beamtanks. 


Important weight savings have been made with safety 
because the tank, with its vertically deep corrugated heads, 
acts as a beam. Bolsters and sills are eliminated. Run- 
ning boards and underslung boxes are supported directly 
from the tank shell! 


The Verti-Corrugated head also allows lighter weight heads 
without permanent set in service and prevents inaccuracy 
in calibration. 


To determine the lightest gauge material that could be 

safely used, official tests were made in the following manner: 

Tanks, with accurate instruments on the front head to 

measure head deflection, were filled with water and placed 

ay) on modern trucks. The trucks were speeded up to 50 miles 
“ per hour, then stopped in 4 seconds. The instruments 
proved beyond a doubt that the new Davisbilt head of 

thinner gauge, lighter material resisted permanent 

set safely and was lighter, more accurate and safer 

than the conventional flange dished and braced 


head. 


Many other plus values are yours with the new Davisbilt 


Beamtank. Improved appearance. Full use of side cabinets. 
Full accessibility of piping, valves, etc. 


CHART SHOWS that actual head defiec- 7 * a 4 — = iia 
tlon'et Daviehllt Vertical Deop-Corrugated Make your next job a Davisbilt de luxe, ‘‘smooth-skin”’ 
Head Construction (indicated by black finish B nk. It costs . Write | ? 
Gaeah to cetael tinaiaees wlth thet of h Beamtank. It costs no more. Write for details—today. 
calculated head deflection (indicated 

by dotted line). For the first time the 
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permanent set of head can be calculated 


in advance, giving you definite assurance Cc l NC { NNATI 1 OH 10 


of accuracy and safety. 


FROM STATIC / Y 
_ TEST DATA aaa 





























002 004 0.06 0.08 010 
FLECTION OF HEAD AT CENTER INCHES 











LIGHTING THE WAY TO SERVICE STATION PROFITS 


with one 500-watt incandescent lamp 
on one pole. Two smaller sizes of 
mercury lamp, 100-watt and 250-watt 
are available but the 400-watt lamp 
has been the best seller in station 
lighting. 


Unusuar effects which arouse more 
than ordinary comment and attention 
have been worked out through archi- 
tectural ingenuity to use light to the 
best advantage. Use of glass blocks 
in the past year or so in station con- 
struction has given light engineers and 
architects something new to work with. 
Profile lighting of signs, as developed 
by some oil companies, performs sev- 
eral lighting jobs at once. In one sys- 
tem of lighting, the letters of the sign 
stand on a supporting shelf about 
three feet from the front or side of 
the building. Lamps with reflectors 
are spaced within the shelf, which 
forms a band around the station, and 
directed upon the building. Thus they 
light the building, the sign, the show 
windows, and the interior of the sta- 
tion through glass walls, which have 
been used in a few cases. 

While floodlighting is to a certain 
extent detached from station planning, 
there are provisions which can be 
made profitably before building even 
if full floodlighting is to be installed 
later. Wiring can be placed in conduits 
under the floor and in walls so there 
will be no tearing up again. The switch- 
box should be of adequate size to take 
care of proposed later expansion. If 
concrete drives are laid, conduits 
should also go under them to accessi- 
ble points near recommended locations 
for floodlights or curb signs. 

A bright area around the pump is- 
land is produced in successful station 
lighting practice. For this purpose the 
mushroom type reflectors are gaining 
in popularity. Island luminaires, ap- 
proximately 12 feet apart are recom- 
mended by lighting engineers. These 
reflectors are all the open type. Lamps 
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m a well lighted drive of a Standard Oil Co. of Ohio station at Elyria, 
lights are installed to illuminate sections of the drive not reached by 
the building floodlights 


generally take 300 to 500 watts. 

The effectiveness of curb signs is 
greater with adequate illumination. 
The curb sign is particularly import- 
ant in city streets where Stations are 
often hidden by adjoining buildings, 
since they give the first notice to ap- 
proaching motorists of the presence 
of a service station while at the same 
time identifying it. The simplest meth- 
od of lighting the sign is by goose- 
neck supported lamps with open re- 
flectors at the top of the sign. While 
these are lowest in cost, they have 
the disadvantage of surface reflection 
of the blurred image of the light 
source which partially obscures the 
sign’s message at certain angles of 
vision. 

Many curb signs are now lighted by 
enclosed floodlights from below so 
that no reflection reaches the eyes of 
motorists. More elaborate signs may 
be neon lighted or employ both neon 
tube lighting and floodlights or in- 
terior transmitted light. Of course, 
these add to the cost. The possibility 
of confusion of motorists by too many 
signs and lights is recognized by most 
municipalities and ordinances govern 
how far they may extend out toward 
the street. 

All of the art of store and show 
window lighting can be applied in the 
service station to help in selling tires, 
batteries, spark plugs, windshield 
wiper blades, automobile radios, fan 
belts, lamp bulbs, and whatever other 
merchandise makes a satisfactory turn- 
over. The interior of the successful 
service station is a sales room or 
rooms as well as an office and service 
department. The fact that some mo- 
torists now wait in the lubritorium 
while their cars are being greased is 
turning attention of marketers toward 
sales possibilities from more displays 
of merchandise there. The volume of 
accessory business depends very large- 
ly upon how attractively these articles 
are displayed and lighted, experience 
shows. 





Ceiling units, usually with 200 or 
300-watt lamps, should be spaced on 
centers of not more than one and one- 
half times the mounting height from 
the floor in the larger rooms, accord- 
ing to lighting engineers. Ulumination 
value should be at least 10 to 20 foot- 
candles. This is easily determined for 
any lamp size by use of a lightmeter 
which every reputable electrical dealer 
now has or is available at local elec- 
tric companies. 

A new type of lamp and lighting is 
now provided by the fluorescent vapor 
lamps which were announced a year 
ago. The features of the lamps aside 
from the unusual brilliance afforded, 
are low wattage consumption for the 
light output, low operating tempera- 
ture, and high efficiency in colors. 
These lamps come in lengths from one 
to four feet and one to one and a 
half inches in diameter. Like the mer- 
cury arc floodlights, they require a 
small starting transformer for each 
lamp. They are not as efficient for 
outdoor use in cold winter weather 
but the new lamps have afforded varied 
treatment from the standpoint of ar- 
tistic and decorative lighting indoors 
and also in showcase lighting. 


A SUCCESSFUL initial installation of 
fluorescent lamps in the canopies, 
sales rooms, lubricating departments, 
rest rooms and store rooms has been 
made at Oakland, Cal., by Tide Water 
Associated Oil Co. The building tow- 
ers, the company’s Flying-A insignia, 
and the outline bands of the station 
buildings have also been illuminated 
with the tubing. The company has 
equipped additional stations in San 
Francisco and vicinity and in south- 
ern California since last fall and is 
planning future installations in new 
and modernized stations. 


In many of the most modern sta- 
tions the preferred light for lifts is the 
common extension light hung by a 
hook at convenient points under a 
car. One company provides a ceiling 
reel from which the extension lamp 
is hung conveniently when not in use. 
Various other types of equipment 
have been designed and used, how- 
ever. Floodlights on wheeled carriages 
are used in many places. Portable 
stands or reflectors attached to side 
walls have been satisfactory in other 
stations. Lamps recessed in the floor 
under the lift have also been tried. 
A very satisfactory scheme is said 
to be light fixtures mounted directly 
on the lift. As many as a dozen strung 
along the ramps with trough-type re- 
flectors have been used. 

Where window display lighting is 
used, standard show window reflectors 
may be mounted on 12-inch or 18inch 
centers and fitted with 75 to 200- 
watt lamps, depending upon the class 
of station and surrounding brightness. 
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The New Xacto Printing Pump . . . the 
pump that’s especially designed for sta- 
tions catering to trucks and commercial 
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The pump island has been effectively used as a sales and display room at McKales Service Station, San Francisco. Note also the long 


display in the background—no customer can escape the idea 


area enhances the displays 


that McKales sells tires. 


Adequate lighting of the whole station 


DISPLAYS THAT SELL 


Provided in Today's Stations 


Location of Display Facilities and Types of Mer- 
chandise to Show at Various Points Discussed by 
an Authority with Over 20 Years’ Experience 
in Directing Department Store Merchandising. 


—_—_ stations in the 
last few years have become small de- 
partment stores. Gasoline, oil, grease, 
tires, batteries, radios, spark plugs, 
windshield wipers, ventilators, fans, 
candy, cigarets, soft drinks, and doz- 
ens of other articles now are merchan- 
dised along the highways. 

Department store executives pay a 
great deal of attention to one factor of 
merchandising that should be given 
careful consideration when service sta- 
tions are built or modernized. Mer- 
chants realize that upon the success of 
their display windows rests much of 
the success of their daily business. 
They plan their displays to make cus- 
tomers stop, look and purchase. Smart 
merchants have frequently called their 

*Mr. Weissenburger will be recalled by 
NATIONAL PETROLEUM NEWS readers as 
the “Man In A Trailer,” who wrote a series 


of articles appearing some time ago on mer- 
chandising at service stations. 


By Sam A. Weissenburger* 


display windows the “eyes of the 
store”; not in the sense that windows 
were places where their salesmen could 
look out and see approaching cus- 
tomers. Most of us in judging other 
people pay particular attention to 
their eyes of the stranger. So it is with 
our display windows. They reflect the 
character of the business, the alert- 
ness of the merchant and one can tell 
at a glance whether the manager con- 
siders his business interesting or as 
dull as dish water. 

If you are going to build a new serv- 
ice station—if you are going to re- 
model your present station—now is 
the time to plan your display windows. 
Plan them before your construction is 
started. It is easier and cheaper to in- 
clude display windows when building 
than to put them in later. 

Design your display windows to cash 
in on traffic. Design them so they will 





be easy to trim. Design them so they 
will be well lighted, easy to clean, with 
neutral backgrounds that will show up 
your merchandise and not kill the eye 
appeal of the goods you want to sell. 

In placing your display windows re- 
member that those which make the 
most money are those seen by the most 
customers. Have as many well located 
display windows as can be kept up and 
changed frequently. Remember the 
first use of the display window is to 
show merchandise and not for the at- 
tendant to look out of. 

Wherever practicable have the back 
of the window closed off. This permits 
the merchandise displayed to stand out 
against the background. If the back 
of the window is open, then the cus- 
tomer looks past the merchandise and 
into the service station, especially at 
night, when the inside of the station is 
lighted, this gives the merchandise in 
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DISPLAYS HELP STATIONS TO SELL THEIR GOODS 


























Catering to the desire of motorists to watch the lubrication work on their cars, many 
modern stations have a comfortable waiting room with rooms looking into the lubri- 


torium. 


Some stations, like this one in 


Cleveland of the Standard Oil Co. of Ohio, 


capitalize on the waiting room by installing display shelves for “impulse” merchan- 


dise—the kind the customer handles and then decides he’s 


been needing just that 


item for a long time, and buys 


your window too much competition. 
Study the stores in your city. Notice 
how your attention is focused on the 
merchandise in the window and not 
permitted to go past the display and 
explore the inside of the store. 


In planning the background and floor 
covering of display windows, keep to 
neutral color and do not have decided 
patterns. Neutral colors make the mer- 
chandise, not the background. Plain 
floor coverings such as linoleum, hard 
wood or plain metal are much better 
than crinkley crepe paper. 

Here are given a few simple rules to 
follow if you want to get the best re- 
turns from the money you have in- 
vested in your station display windows 
and to increase the potential sales from 
your regular customers. 

Retail stores in general pay much at- 
tention to displays of their merchan- 
dise. The more accessories, automotive 
equipment and other merchandise that 
service stations handle, aside from the 
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necessities—gasoline and oil—the more 
those stations enter into competition 
with other types of retail stores for 
the motorists’ dollars and therefore 
the more important their displays be- 
come. They must compete in interest 
with those of other stores. 

The rules discussed in this article 
are those which are recognized by good 
merchants in general in arranging for 
their merchandise displays. The sta- 
tion owner or operator who follows 
them in planning his displays will find 
his displays getting the attention of 
those in other stores. 

Rule 1—Make your displays easy to 
see. This sounds simple, but is not 
quite so easy. Look at your displays 
from where your customers will see 
them. If most of your customers sit 
in their automobiles while being served, 
sit in your own automobile and see 
that your displays are placed on ex- 
actly the right “eye level.” Determine 
other places in your station where peo- 


ple naturally gravitate. In the lubri- 
torium, is another good place for an 
auxiliary display. 

You know the pump island is an ex- 
cellent place for display, so study close- 
ly the best way to make use of this 
prime location. Place your displays 
where the traffic is most likely to be. 
Don’t permit signs, merchandise, 
benches or “loafers” to cover up your 
selling displays. Customers won’t push 
things or people out of the way to see 
what you have to sell. 

Rule 2—Make your displays easy to 
understand. Make it plain to the cus- 
tomer how the merchandise you dis- 
play can do something for him. If the 
product has a special use, try to demon- 
strate that use. If the product is en- 
tirely new and entirely different, tell 
about it. People like to read news. 
The uses of products can be news. If 
the merchandise displayed is a bar- 
gain, indicate it. However, avoid too 
many signs. 

Rule 3—Make your displays timely. 
Think about your displays from the 
customer’s viewpoint. What might your 
customer be thinking of at this particu- 
lar time? Department stores tie up 
their displays with local events. Serv- 
ice station men can cash in on summer 
vacations, winter vacations, sudden 
changes in weather, very cold weather, 
extremely hot weather, slippery roads 
—all can be dramatized with merchan- 
dise in the service station displays. One 
important point in the timely displays 
is that they must be changed fre- 
quently. 

Rule 4—Make your displays easy to 
examine. This is different from mak- 
ing them easy to see. If possible, let 
your customer handle the merchandise 
you display and want to sell. Let 
him get his hands on the article. Mer- 
chandise in your window should be 
easy to reach from the inside when 
necessary. 

There is a good sound reason for 
this. When we get our hands on some 
article, we have a sense that we possess 
that article—we don’t want to let it 
go. Your customer is not likely to 
buy until he picks up the article, 
weighs it, feels it, he may even smell 
it. He probably will not know any 
more about the article when he gets 
through examining it than he did be- 
fore, but that has nothing to do with 
the value of letting him handle it. He 
may think he is an expert. 


Rule 5—Making two displays grow 
where one grew before. Builders of 
skyscrapers discovered 50 years ago 
that foundations could carry high build- 
ings. Merchants discovered long be- 
fore that that shelves in the window 
could carry displays. Both skyscrapers 
and shelves help use formerly wasted 
upper space. If you have a window 
and must put all your merchandise on 
the floor of that window, you have, of 
course, limited space, but by using 
shelves you can double or triple your 
available display space. 

With shelves, you can display more 
articles without crowding. Shelves also 
are often helpful to bring merchandise 
up to the correct eye level of window 
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Good News for Service Station Builders! 


We offer you a 


MODERN PUMP DESIGN 








GLASS PANEL 
FOR TRADE NAME 





MODEL 90 
THE PUMP THAT WILL 
ALWAYS LOOK NEW 


That Will Remain Up-To-Date 
Throughout the Life-Time 
of Your Station 


The modern design of the Southwest Pump 
Company, “Model 90” combines the timeless 
simplicity of a classic with the sleek service- 
ability characterizing the modern trend. The 
result is a pump design that will not become 
obsolete; a “Model 90” installation made now 
assures you of having modern equipment for 
years to come. 


If you follow the style of “Model 90” pumps in 
every architectural feature of your station, 
you will never be called “old-fashioned”. 


A PROBLEM SOLVED 


The problem of eliminating vapor in service 
station pumps, one of the greatest in the oil 
industry, has been solved by Southwest Pump 
Company, exclusively. A patented vapor 
pressure relief valve, located at the highest 
point of the system, eliminates vapor entirely 
from the pump. Endorsed by weights and 
measures officials as a means of preventing 
one of the major causes of register jumping 
and consequent inaccuracies. 


Write for a completely illustrated folder describing ‘‘Model 90’’ 


SOUTHWEST PUMP COMPANY 


Manufacturers and Designers Since 1916 


BONHAM, TEXAS 


MARCH 29, 1939 











DISPLAYS HELP STATIONS TO SELL THEIR GOODS 




















A combination display cabinet and storage compartment for inside 
locations at stations has been developed by Standard Oil Co. of 
Indiana. The merchandise can be kept clean and the display can 





























easily be changed 


shoppers. Shelves allow the merchant 
to display small articles that other- 
wise would be in the stock room. 
Shelves permit ample space around 
the articles you desire to sell. 

Try to have all the articles of mer- 
chandise you display at one time have 
some relation to each other. If this is 
impossible, have each family of mer- 
chandise separated from the others. 
Avoid, under all circumstances, the 
sense of the window being crowded. 

Rule 6—Displays sell “impulse” mer- 
chandise. Did you ever go into the 
meat market for the Sunday roast 
and come out with the roast but also 
with some cold meats, wieners and a 
slice of ham? Sure we have. 

All of us will continue to buy so- 
called “impulse” merchandise—goods 
we had no intention of buying when 
we went into a store. The goods, how- 
ever, were so attractively displayed 
and so timely, we just had to buy. 

You don’t see the smart clothing 
merchants put neckties in the back 
part of the store. Neckties, men’s socks, 
handkerchiefs and other “impulse” 
items are right where you must pass 
them when you go in to look for a 
suit or overcoat. “Impulse” merchan- 
dise will remind the customer that he 
has been wanting that particular item 
for a long time. Display your “impulse” 
merchandise, such as tires, batteries, 
spark plugs, radios and other accesso- 
ries that carry a substantial profit. But 
be sure to have your salesman trained 
to sell customers who stop to examine 
them. 
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Rule 7—Make it easy to sell from 
displays. Keep your reserve stocks 
handy so you can replace dispiays im- 
mediately. It is a heart-warming ex- 
perience to sell direct from a display, 
but even when you are flushed with 
triumph from your salesmanship, don’t 
allow your displays to suffer from sus- 
pended animation. 

You know how it is. If we sell the 
battery off a display rack, we may 
forget to replace it. We sell the tire 
and something takes our attention and 
we forget to replace the tire. We sell 
spark plugs and there is another vacant 
spot on the shelf in the display case. 
When reserve stocks are convenient the 
article that is sold is much more likely 
to be replaced in the display. 

Rule 8—Building displays with sales 
appeal. The more quickly merchandise 
sells the greater the rejoicing. Don’t 
be afraid to experiment with your own 
displays. These displays should be 
clear, interesting and easy to under- 
stand. The object of the display is to 
sell merchandise, not to get some per- 
son to say: “Now that is a clever 
display”. What we want of the cus- 
tomer is his dollar, not his flattering 
criticism of our art as display artists. 

In general, in arranging displays, it 
is wise not to have moving objects in 
your window that have no relation 
to the merchandise you want to be 
observed and consequently to be sold. 
Streamers of crepe paper, for instance, 
being blown by an electric fan may be 
“artistic” but movement takes the eye 
off the merchandise you want to sell. 


Here is an example of using the lubritorium as a display room as well as place for 


storage. 


The attractive arrangement of canned oil, tires and other items, hits the motor- 
ist’'s eye as he watches his car on the lift 
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THE NEW GIANT DE LUXE 


Seven rib design provides maximum safe- 
ty and service. This tire runs quietly— 
stops quickly—wears down smoothly and 
evenly. giving maximum non-skid mile- 
age. Every Giant tire is backed by a 
written guarantee. 
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JUST AHEAD 
SPRING 


TIRE 


REPLACEMENT 
BUSINESS 
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UNDREDS of your dealers’ gas and oil customers will replace 

their tires this spring. Here’s business you don’t have to create. 
It rolls right in—ready to make profits for the one who sells the 
tires. And with the right kind of a tire distribution plan, YOU 
CAN MAKE THIS PROFIT—and your dealers can profit. 


Giant has a tire plan that has been designed for oil jobbers 
particularly—a plan that will put you in the tire business with a 
brand of your own—a brand you can promote with your dealers 
exactly as you promote gasoline and oil sales—with complete as- 
surance that no one else can undersell you on the same brand. 


The Giant line is complete. It provides tires and tubes for 
all passenger cars, trucks and buses. Discounts are ample so that 
you can compete with chain store and mail order competition— 
and still make an adequate profit. 


The spring tire replacement season is just around the corner. 
Somebody is going to sell YOUR customers replacement tires AT 
A PROFIT. Why don’t YOU make this profit? Write today for 
complete details about the GIANT PLAN for Oil Jobbers. 


The Giant Tire & Rubber Company 
Findlay, Ohio 


The Giant Tire & Rubber Company, Findlay, Ohio 


Yes, we’re interested in the Giant Pian for oil jobbers. 
Please send us more information and details about 
Giant Tires. 
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If Women Built 
Station Rest Rooms— 


Here's How They Would Be Located, Designed, Decorated 
and Equipped, as Written By a Woman, Based on Interviews 
with Many Women Who Travel Extensively by Motoring and 


on Comment from Women Who Run Oil Marketing Companies. 


By N.P.N.'s Woman Reporter 


= full length if 


possible. 

Shelves wide enough to hold a hand- 
bag. ; 

Hooks in handy spots. 

Hot water, soap and towels. 

A chair, not the wicker type with 
cushion. 

Drinking water. 

Plumbing that works. 

A walk or path that won’t let gravel 
work into their shoes. 

These are the things that women 
find essential in rest rooms at service 
stations. Most of these conveniences 
could be supplied with present rest 
rooms, without great expense to the 
proprietor. 

When it comes to the rest rooms 
themselves, women said that light in- 
teriors appeal to them strongly be- 
cause they make for a cheerful and 
clean atmosphere. A light interior, in 
order to look clean, must be clean, 
they said. Particularly irresistible to 
women are the soft pastel shades. 
These cost no more than dark and so- 
called “practical” colors and are no 
harder to keep clean when used in 
the new materials and equipment now 
generally available. 

Adequate lighting, meaning a light 
over or at the sides of the mirror; 
heating, good ventilation and a fresh, 
clean smell are other things women 
consider important. They also sug- 
gested a few feminine “gadgets” which 
they would find useful. 

When the editor asked me to find out 
from women what they like or find 
most useful in service station rest 
rooms, I had no idea that women were 
so rest room conscious. Most of all, I 
was surprised to find that the condi- 
tion and appearance of the rest room 
determined their patronage! 

With suggestions, ideas and com- 
ments my survey brought out and help 
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from equipment manufacturers and oil 
companies as to what is practical, I 
have tried to build, on paper, a rest 
room that would appeal to women. 

First, I would get rid of any no- 
tion that things, in order to be prac- 
tical, had to be ugly; or, that, in order 
to be attractive, things had to be cost- 
ly. This would do away with the av- 
erage man’s complex on color—that 
browns, tans, and grays were the only 
colors in the universe. 

I would locate the entrance for a 
woman’s convenience. This would avoid 
a confusing or embarrassing location 

The size would be large enough to 
house several people at one time—for 
the convenience of women traveling 
with children or groups of women trav- 
eling together. 

I would put eye-appeal into the rest 
room. Color and modern materials and 
equipment, easy to keep clean, would 
do this. 

I would add a few little feminine 
gadgets that are flattering in their very 
usefulness. 


High Visibility Signs 


I would begin at the curb. The 
signs indicating that rest rooms are 
available should have high “road visi- 
bility” and should call attention that 
there were rooms for both men and 
women. The sign indicating the loca- 
tion of room should be so quickly vis- 
ible that a woman patron could spot it 
immediately. 


While convenience is desirable, in 
locating the rest room in the siation 
building, conspicuousness should be 
avoided. If possible, the men’s and 
women’s rooms should be on op 
posite sides of the station. The 
women’s room, of course, has an out- 
side entrance. In building a new rest 
room, the flow of traffic by the loca- 
tion should be studied, oil men say, 





and the rest room placed where it can 
be approached by the largest possible 
number of women without crossing 
the front of the building. 

If the signs pointing the way or 
marking the spot have done their work, 
location of the room need not be fur- 
ther advertised. No lattice work should 
call attention to it. Seclusion should 
be promoted by planting tall shrubs 
at the side of the entrance, provided 
this is a part of the station landscap- 
ing. Otherwise, a clump of shrubs 
only at the rest room entrance would 
again call attention to it. 


Clean Walk Desirable 


If you think getting a pebble or 
some gravel into a woman’s low-cut 
shoe is not an uncomfortable possibili- 
ty, two women had this in mind with 
their suggestions. 

One, a woman oil jobber, Mrs. F. 
M. Hafer, who operates the Hafer Oil 
Co., Mt. Pleasant, Mich., suggested a 
clean walk leading to the rest room. 
She has these walks at her stations. 
A clean walk would also keep shoes 
from getting soiled or feet from get- 
ting wet on damp or muddy ground. 


Size Should Be Comfortable 


Size of the room can vary, of course, 
with the size and type of station. No 
one would expect a deluxe rest room 
in a small and modest station. But 
even the smallest room should be big 
enough for elbow-room or enough space 
so that your clothes won’t touch the 
plumbing. Many women have a mild 
horror of this. 

The door to the rest room should 
never be locked on the outside. How- 
ever, not to have locks in the inside 
is inexcusable. 


The “ideal practical” rest room should 
be divided into two parts. There 
should be a compartment or partition 
for the toilet, insuring absolute privacy, 
with door and inside lock. This is 
imperative. The other part—the wait- 
ing or “powder” room—should be large 
enough to contain lavatory, one or two 
chairs, and a table, and to house at 
least from four to six people conveni- 
ently. 

A room of this size would be par- 
ticularly important on tourist routes or 
main highways, where a group of wom- 
en, traveling together, is likely to come 
in at one time, or a mother with child- 
ren. 

The minimum size for a rest room, 
according to one well-known authority 
(a man), is 4% by 3 feet. If only a 
toilet were provided, with no wash 
basin or any other facilities, this might 
qualify as one of those “better-than- 
none” rest rooms. We think, as did 
most of the women queried, that this 
size is minimum only for the toilet 
compartment. 

Other authorities (all men) specified 
the following sizes as minimum for 
practical use: 4 by 6, 5 by 7, 5% by 
6%, and an L-shaped room, 6 by 8 by 
4% feet. 

Women suggested 6 by 8, 7 by 10, 
and 10 by 10 feet as “ideal and prac- 
tical”. However, the majority of them 
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WHAT A 
GOOD LOOKING 
STATION ! 








Realizing that public favor is a tremendous asset, Columbian 
designs Metal Service Stations that are sure winners of both good 
business and good will. The modern beauty and distinctive de- 
sign of these popular stations keeps passing motorists rolling in to 
buy. Their clean, roomy interior makes a good 
impression and keeps customers coming back 
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You'll find these good looking Columbian Meta! Service Stations 
dotting the city streets and highways from coast to coast (the above 
model BA with Lube is located at Palisade, Colo.). 













Smooth metal panels afford a fire-proof, termite-proof outer struc- 
ture—a perfect surface for painting with exterior enamel to effect a 
porcelain-like finish. Standard models, or individual designs furnished 


at minimum cost. Send us your floor plan for special quotation or on oo oe oe Se ee ee oe oe oe = m8 
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\ suggested design. 





FIRE-PROOF FREE BOOK 


Mail the coupon now for your 

TOO ! FREE copy of this new, different 
book on Metal Buildings. 24 highly 

informative pages. 8 pages on mod- 
































g ern filling stations. Full of actual photographs, plans, ae a wa ot LUC 
struction features, etc. \\\MBIAN MSE HE a ade is. css wgehen ake eeegee REO eKe 
> BS 
EWS Sis CO IAN STEEL TANK CO. “LEADS THE FIELD s Olty....... be nttssniek sn 0 State...... ves 


+ 


P. 0. Box C Kansas City, Mo. 








did not specify actual measurements, 
but made the previously mentioned 
points about housing several patrons, 
in addition to equipment they consid- 
ered necessary. 

The first impression a woman gets 
when she opens the door is that your 
rest room is either clean or unclean; 
. that it is light and cheerful, or dark 
and drab. This will determine her at- 
titude toward you and your business, 
many women said. Just as important 
as a clean appearance is a fresh, clean 
smell. 

If men only understood the kick 
women get out of color, and when 
such ranges in color shades are avail- 
able as today and they cost no more 
than the institutional white, tan and 
gray and brown, there would be more 





of the lighter colors used in the sta- 
tion rest rooms. 

Women particularly go for the pas- 
tels. Some of the more popular 
shades, suitable for rest room interiors, 
are the greens and blues, apricot, peach, 
orchid, yellow, chartreuse, ivory and 
cream. Effective combinations can 
be secured of plumbing of one color 
against a wall background of another 
color. 

Any large and reliable manufacturer 
of tile or linoleum or other equipment, 
who doubtless has color experts on his 
staff, can give you helpful advice. 

In this “ideal practical” rest room, 
we are going to have light colors on 
floors, too, even though you gasp. You 
see, we are making a clean sweep, cut- 
ting all ties with past traditions. 
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Typical of Graco's complete line of 
up-to-date lubricating equipment 





/ Brings in New Customers 
— because it offers a solution to 


new ‘'Varnish”’ problems. 


VW) Improves Motor Performance 
—by restoring pep, power and 


operating’ economy. 


Vv Increases Motor Oil Sales 


—because each operation in- 


volves a motor oil change. 


V Boosts Service Volume 
—by merchandising related 


services and products. 


Ask your Jobber’s Salesman 


or write today for full information 


GRAY COMPANY, INC. 
MINNEAPOLIS, MINNESOTA 





Why do men insist on dark wood, 
dark cement, dark tile, dark linoleum, 
dark corners? Such floors are gloomy, 
to say the least. One chills at the 
thought of what might be creeping or 
crawling around in their dark and 
mysterious corners! 

Keeping a light-colored floor clean 
is no greater task than keeping a dark 
one clean, provided you want it clean. 
With every kind of cleaning device, au- 
tomatic mops, long-handled brushes, 
washing powders, etc., on the mar- 
ket, cleaning is not the hard task it 
was some years ago. 

In addition, the new materials for 
floor and walls and for new equipment 
are so constructed and designed that 
one of their first selling points is that 
they are easy to keep clean. Glazed 
tile surfaces or linoleum for walls are 
dirt-resistant: New liquid waxes for 
floor coverings keep these fairly dirt 
and dust-proof. 

A heavily painted cement floor is 
practical and cheap; or various col- 
ored cements are attractive; and also 
the many tile and tile composition 
floors. And for variety of color and 
a large choice of patterns and effects, 
there is linoleum, which now has gay 
and lively colors and hundreds of de- 
signs and patterns. 

Too loud effects or too large patterns 
should be avoided in small rooms. 
Generally, a good rule to follow on wall 
and floor covering is: plain wall, 
fancy floor; fancy wall, plain floor. 
Too hard and cold an atmosphere is 
created by too much tile or cement. 


And, please, before we are off the 
floor subject, let’s have more light in 
the corners. Dark corners not only 
tempt people to throw things there, 
but they are repulsive. Light corners 
are no harder to keep clean than dark 
ones. The only thing is that you have 
to get into them. 


Your best good will builder, at a 
service station, according to the women 
I talked to, is good quality plumbing 
in A-1 working order and cleanliness. 
The most vehement protests of these 
women were directed at toilets that 





Men’s Rest Rooms, Also 


N.P.N. for many months has 
been telling of the need for 
clean, modern rest rooms at 
service stations to hold trade 
in the face of competition and 
the growing public conscious- 
ness of toilet sanitation. 


Here for the first time is com- 
pletely told from a woman's 
point of view what is essential 
in station rest room facilities 
today. However, much of the 
information contained in this 
article on floor and wall mate- 
rials and modern plumbing 
equipment will be found also 
applicable to men’s rest rooms. 
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didn’t flush, at lavatories that didn’t 
drain, at dry faucets grandly marked 
“hot”, at cold water faucets that mere- 
ly trickled water and at rusty and 
stained fittings. 


Here are a few suggestions that may 
avoid some plumbing troubles: good 
quality fixtures, rather than the cheap- 
est; as nearly automatic equipment as 
possible; waste basket or sanitary re- 
ceptacle near toilet or in toilet com- 
partment; soft absorbent toilet tissue 
rather than the hard and fibrous type, 
any quantity of which may clog the 
toilet. 

A foot-operated valve on the floor, 
or a self-raising seat for the toilet, 
with a small sign on the wall that it 
is such, are recommendations by 
plumbing manufacturers including the 
Plumbing and Heating Industries Bu- 
reau, Chicago, according to Norman J. 
Radder, secretary. This would end 
some of the non-flushing toilet troubles. 
Hand-operated handles or valves are 
objectionable because many women do 
not like to touch them with uncovered 
hand. Also, such a handle may be 
jerked too violently and thus throw 
flushing mechanism out of gear. 


Women said their preference among 
the plumbing fixtures was for an open- 
front toilet seat, metal handles for 
faucets and drinking fountains, a com- 
bination faucet which allows the user 
to wash in running tempered water 
and a quick and complete draining 
waste in the lavatory. 

Most women like a comfortably 
heated rest room and hot water. Hot 
water is most desirable where women 
have been traveling. 

Only one of the women questioned did 
not care about drinking water in rest 
rooms. Fountains seem to be more 
or less under suspicion as not being 
too sanitary. The majority, how- 
ever, specified the tap and paper 
cups “because they are more sani- 
tary.” 

Full-length mirrors, “stand-up” mir- 
rors, and “several mirrors” even 
though small, are women’s preferences 
for this essential piece of rest room 
equipment. If there is only one mirror, 
the ‘‘stand-up” type is preferred to the 
“sit-down” type. 

Women definitely want the mirror 
over the lavatory and a shelf under 
that mirror. Several asked for more 
than one mirror, hung in good light. 

Shelves, 100% of the women stressed, 
are most important. Not only one un- 
der the wash bowl mirror, to hold our 
handbags and cosmetics when we clean 
up, but one in the toilet compartment 
on which to park handbag, gloves, 
packages, umbrellas, magazines, or 
whatever we might be carrying. The 
point is, we always carry something. 

*Many department stores and hotel 
rest rooms have wire baskets in their 
toilet compartments to hold articles; 


or, they have package holders built in- 
to the inside toilet door. The shelf or 


basket in this compartment should be 
toward the back, not at side-center wall 
to avoid hitting your head or arm. 
These shelves should be at least six 
inches wide. One woman specified 
eight inches. If the full-length mirror 
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is the only one you have, the shelf 
should be handy to it. 

Hooks, distributed around in handy 
spots, are indispensable in women’s 
rest rooms. There should be at least 
one in the toilet compartment. There 
should be one or two in the waiting 
room, or one preferably near each mir- 
ror, “so you can hang your things up, 
keep them in sight, and not forget 
them”, women said. 

All women consider chairs—any- 
where from one to four—as necessary 
equipment. Reasons were that they 
wanted to sit while the car was be- 
ing fixed, or merely while they waited; 
or they wanted to relax or, as one 
quoted previously said, “to remove that 
pebble you have kicked into your 
shoe’”’. 

The tubular steel chairs, chromium 


plated, with pastel or bright colored 
leather seats, are preferred. Wicker 
chairs are not liked because they catch 
dust and dirt in their open work and 
are hard to clean. 

“More sanitary” was the reason giv- 
en by every woman for her prefer- 
ence for liquid or powdered soap, 
rather than cake soap. The majority 
prefer liquid. 

Paper towels are preferred gener- 
ally because they are more sanitary. 

A medium-sized waste-basket is nec- 
essary in both rooms, to preserve tidi- 
ness. Please don’t let your complex 
on brown crop up here. Paint them 
light! 

Another piece of desirable equipment 
would be a vending machine for five- 
cent sanitary napkins, and a sanitary 
receptacle. 








DO YOUR STATIONS DISPLAY 
CHARACTER? They Will-If They're 


Custom Built of FRAMELESS INSULATED 





STEEL =with PORCELAIN ENAMEL 


V HY put up stations that are almost duplicates of 
some other company, when you can get a custom 


built station at no extra cost? 
And look at the difference in beauty and in maintenance, 
too. The interior walls are 
jections—giving more clear space inside. Smoother, too— 
easily cleaned, and sanitary! 


Less glass—more insulation. 


-asier to heat in winter. For more details, cost estimates, 
ete., write today. 


THE CINCINNATI MANUFACTURING CO., 1000 Evans St., Cincinnati, Ohio 


Sole Manufacturers of ““Frameless Insulated Steel Construction 


flush—free from all pro- 


Cooler in summer and 


















In Station Management 


Progressive Jobbers Tell NPN How They Contact Their Retail 
Outlets; How They Use Supplier’s Sales Promotional Material 
and What They Get Out of Visits of Supplier’s Field Men 


HE oil jobber’s opportunity for 

increasing his profits through the 
sale of his goods at service stations 
does not end when he has built a 
new station, or modernized an old 
station, or brought other stations un- 
der his supervision as nearly into 
line as possible in appearance with 
the smart, modern stations of today. 


It is principally through his 
( contacts with his own sta 
tior and those of his' deal- 
ers and lessees, that the job of sell- 
ing at those stations can be most ef- 


It is also large- 
ly through his own personal contacts 
that even the appearance of the sta- 
tions can be kept to a standard 
where it will help bring in business. 


y carried on. 


An important management func- 
tion of oil jobbers today is this su- 


The Oil Jobber’s Part Today 


dealers, the independent merchants 
ho handle their products. 
To learn the methods that progres- 
sive jobbers are using today in this 
hase of their business, and how 
they are co-ordinating their own 
sales efforts with those of their sup- 
pliers on the one hand and those of 
their retail outlets on the other hana, 
NATIONAL PETROLEUM NEWS re- 
cently sent a staff writer to interview 
jobbers at their plants and offices. 
Among other points these jobbers 
were interviewed on: 

Their methods with the deal- 
ers and lessees who handle their 
products; how often they visit 
their retail outlets; what they do 
on such visits; how they check 
up to see that suggested im- 
provements are made; how 

closely they follow the stations’ 


pervision over their lessees and sales records. 
These are among the jobbers who contributed to NPN’s 


Huot Oil Co 


M. W. Teige, Wis 


, Kankakee, Ill; E. A. Dehnbostel, 








The practical use that jobbers 
are making of the sales help and 
experience of the representa- 
tives of their petroleum and ac- 
cessories suppliers who call on 
them regularly. 


How the jobbers make effec- 
tive use of the sales promotion 
material their petroleum and ac- 
cessories suppliers furnish them. 


The data gathered in these inter- 
views—all on the subject of the job- 
ber’s function as an important link 
between the suppliers and the retail 
outlets—is presented in the follow- 
ing three articles. They are pub- 
lished in this Service Station Num- 
ber of NPN because management on 
the jobber’s part must go along with 
stations that are smart and modern 
in appearance and equipment, to 
profit best in the competition of 1939. 


discussion on jobber management problems: Left to right, M. O. Huot, Baron- 
High Point Oil Co., Indianapolis; Mark Tyndall, Tyndall Oil Co., Spencerville, Ind., 
consin Petroleum Co., Stoughton, Wis. 
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In PLANNING and su- 
pervising his sales program for his 
own stations and those of his dealers, 
the oil jobber has the advantage of 
direct contact with the sales repre- 
sentatives of his petroleum suppliers 
and those of some of the manufac- 
turers of the automotive and other 
merchandise he handles. 

Through these contacts with their 
suppliers, the progressive jobbers 
themselves learn about the products 
they handle and their sales points and 
they can arrange for their station 
salesmen and dealers to get first hand 
information on the lines. 

Many jobbers recently interviewed on 
this phase of the management of an 
oil marketing business by NATIONAL 
PETROLEUM NEWS, said their con- 
tacts with suppliers’ representatives 
were most valuable to them when 
these practices were followed: 

When the representatives visit them 
on as definite a schedule as possible. 

Where their visits could not be on 
a regular schedule, the jobbers said 
advance notice of the visits would let 
them arrange their own work and 
their salesmen’s schedule to make the 
best use of the representative’s time. 

Where the supplier’s representative 
is familiar with the jobber’s general 
sales policies and sales program and 
adapts his own sales promotion work 
to that as far as possible. 

Where the supplier’s representative 


1939 


Suppliers Representatives 
As sales Help to Jobbers 


By E. L. Barringer 


visits stations and 
nied by the 
salesman. 

Where the representative who comes 
into the territory and calls direct on 
larger consumer accounts, advises 
with the jobber on such Sales. He 
thus avoids making sales which will 
be difficult for the jobber to collect 
on later. 

Where the supplier’s representative 
has some knowledge, either direct or 
acquired by observation, on the job- 
ber’s personal sales and management 
problems and can discuss them intelli- 
gently with the jobber. 

The interviews with jobbers by 
NPN showed that the majority of re- 
finers’ territory salesmen call every 
month or oftener on their jobber ac- 
counts. Seven jobbers said the sales- 
man calls once a month, six said every 
two weeks, and one jobber said every 
week. Two jobbers reported calls were 
semi-annual, and one was called on 
every Six weeks. 

In addition to calls on jobbers, the 
territory salesmen, in about half the 
cases, also call on the jobber’s deal- 
ers and lessees. 

Two jobbers said the territory sales- 
man calls alone on dealers and lessees. 
In one case the jobber said his own 
staff was undermanned and, as the 
supplier’s salesman has been in the 
territory a long time and is well 
known to many of the dealers, he 


dealers accompa- 
jobber or the jobber’s 












makes the calls alone, spending abou 
four days a month with dealers, 
mainly discussing lubrication  saleg. 
The other jobber operates his own 
tank truck and said he did not have 
the time to accompany the supplier’b 
salesman who calls on all his dea}- 
ers once or twice a month. 
Three jobbers said their own sales 
man accompanies the supplier’s saleg- 
man. In one of these cases the sup- 
plier’s salesman makes the rounds ar 
nually, another salesman spends & 
day each week at the jobber’s out- 
lets, and in the third case the terri- 
tory salesman calls on 10 to 15 deal- 
ers on each semi-monthly call on thp 
jobber. 
One jobber accompanies the sup}- 
plier’s representative on a semi-annual 
visit to dealers, as the jobber consid- 
ers these dealers his own customers 
and wants to know what the supf- 
plier’s representative tells them. 
Five jobbers reported no calls are 
made on their dealers by the terrj- 
tory salesmen. Two of these jobber§ 
said they have no knowledge of the 
salesman making any calls. One joh- 
ber was outright opposed to these 
calls, on the grounds that the seh 
n 


tory salesman could go out and sel 
the dealers specialty items and they 
let the jobber do the collecting. This 
jobber said he believes loading up 
demoralizes the retailer in his effort¢ 
to move the merchandise, and he pre 
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fers to let the dealers buy what they 
think they can sell. Two jobbers said 
their supplier’s salesmen would call 
on dealers “if we asked them to.” 
One of these jobbers was not anxious 
to take on more gasoline volume at 
present margins. The other jobber 
said; “I cannot see any advantage in 
an outside salesman riding the rig 
with our boys. Our boys know more 
about the business.” 


One of the interviews showed how 
an experienced territory salesman is 
helpful to a new jobber. The jobber 
had operated a service station, and 
three years ago came into the job- 
bing end of marketing. The territory 
salesman has been on the job 19 years. 


The jobber said the territory sales- 
man calls on him once a week, spend- 
ing from a few hours to a full day. 
Then twice a month the salesman 
calls on the jobber’s ten drive-in ac- 
counts, and once a month on the five 
country store outlets. 


A weex before the interview, the 
jobber continued, the territory sales- 
man had held a meeting for the job- 
ber’s dealers to explain how motor 
oil is produced. The following week 
the salesman was returning for the 
second meeting, on how to sell mo- 
tor oil. 

The jobber said his own time was 
limited, as he drives the trucks and 
handles all details of his business, so 
there was not time for him to ac- 
company the territory salesman on 
dealer calls but he added; “If I had 
the time I would like to go around 
with him to learn more about selling.” 

Another jobber spoke of the help- 
fulness of his territory salesman, but 
commented on the lack of attention 
from the supplier’s district manager. 
When the jobber changed to his pres- 
ent refinery connection several years 
ago, he said the district manager told 
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him he would carve out a day each 
month to come over and visit the 
jobber. The district manager has been 
over once or twice and the jobber did 
not recall the latest visit. 

This jobber’s territory salesman, 
however, calls every two weeks. Usu- 
ally the salesman lets the jobber know 
in advance, and the jobber lines up 
one of his own salesman’s time so 
that both salesmen together visit from 
10 to 15 dealers. The supplier’s sales- 
man first calls on the jobber and tells 
the jobber what business he has to 
take up with dealers. Then, after call- 
ing on dealers with the jobber’s sales- 
man, the supplier’s salesman calls 
back on the jobber and gives a verbal 
report of conditions found at the out- 
lets. The jobber has a daily written 
report from his salesmen, so the ver- 
bal account of the trip by the sup- 
plier’s salesman gives the jobber a 
double check on his dealers. 

This jobber listed for NATIONAL 
PETROLEUM NEWS the following 
management problems taken up dur- 
ing recent visits with the supplier’s 
salesman: 

An explanation of the refiner’s cur- 
rent lubrication and automobile serv- 
icing charts, so the jobber knows what 
the salesman is going to sell the 
dealers. 

A report on a price survey in a cer- 
tain part of the jobber’s territory. 
The jobber felt this was data that 
his own organization could not gather. 

Discussions on the new, higher oc- 
tane third grade gasoline. The jobber 
opposed the supplier’s salesman talk- 
ing about this to his dealers. The 
jobber said he wanted his dealers to 
come to their own decision on what 
quality of third grade gasoline they 
want to handle, then if the dealers 
are not satisfied with results they 
have only themselves to blame. 

A supplier’s salesman can be help- 
ful to the jobber by fitting his sales 
work into the jobber’s needs, as one 


jobber noted in connection with his 
marketing of a nationally advertised 
Pennsylvania motor oil. The jobber 
was handling his own line of oil, un- 
der his brand name, and wanted a na- 
tionally advertised product to meet 
the demand from his dealers who 
wanted a national brand for the tour- 
ists. The jobber, however, wanted his 
service station salesmen and dealers 
to push his own brands, and not be 
too strong on the national brand. 


The refiner’s salesman in this case 
did not call on the jobber too often, 
spend much time talking sales, nor 
did he call on the jobber’s retail out- 
lets. All this was just what the jobber 
wanted. The refiner retained this job- 
ber’s business for many years, large- 
ly because the territory salesman con- 
fined his work to good-will calls and 
did not try to push his line of oil on 
the jobber or the jobber’s dealers. 


S ome jobbers interviewed offered 
suggestions for the supplier to im- 
prove his relation with jobbers through 
the visits of territory salesmen. 


One jobber related that, in the six 
years he has handled his present line 
of petroleum products, his refiner has 
had three salesmen in the territory. 
Only one of these, he continued, had 
been a jobber, and that one not too 
successful he said. Consequently, he 
continued, the territory salesmen did 
not discuss sales or management prob- 
lems, although they called every six 
weeks, and as far as the jobber knew, 
they did not call at his retail outlets. 


Another jobber said he thought his 
supplier sent salesmen into the terri- 
tory who are too theoretical, and who 
do not adapt themselves to the job- 
ber’s territory but come in with “big 
city” ideas. The refiner “sends in 
youngsters, new at the business and 
theoretical,” the jobber continued. “I 
am frank to say I never got any help 


More of the jobbers who were interviewed for the accompanying discussion on station management: A. D. Dubuisson, Wolverine 
Service Station, South Haven, Mich; Frank J. O'Dell, O'Dell Oil Co., Grand Rapids, Mich. Vaudie and William C. Vandenberg, Van- 
denberg Bros. Oil 
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and equipment in one profit package— 


wrapped up in proof that ‘‘SERVICE IS 
OUR MIDDLE NAME!”’ 


The new advertising program in popular 
magazines is another of the ‘‘Keys to 
Profit’’ offered to dealers handling Cities 
Service Products. This advertising bene- 
fits Cities Service dealers—brings more 
business to their stations. Remember 
that this year is going to be the biggest 
year in motoring history. Find out now 
about all the Cities Service ‘‘Keys to 
Profit’? and what they can do for you! 


Here’s a big, two-fisted advertising cam- 
paign . . . timed to tell more millions of 
motorists about our HEAT-PROVED oils 
for spring—Cities Service Motor Oil and 
Koolmotor Motor Oil. 


These powerful messages in national Write, wire or phone today to the nearest 
magazines of over 5,000,000 combined office listed below. Expert advisers are 
circulation put Cities Service products ready and eager to help you. 


@ Hear The Cities Service Concert—with Lucille Manners, Ross Graham and Frank 
Black’s Orchestra— broadcast every Friday evening over the NBC Red Network 


CITIES SERVICE 


OILS and GASOLENE 


CITIES SERVICE OIL COMPANY—Chicago, New York, Cedar Rapids, 


Boston, St. Paul, Grand Forks, Kansas City, Fort Worth, Tulsa, Milwaukee, 
Cleveland, Detroit. 


CITIES SERVICE OIL COMPANY, LIMITED—Toronto, Ontario. 


ARKANSAS FUEL OIL COMPANY—Shreveport, Little Rock, Jackson, Miss. 
Birmingham, Atlanta, Charlotte, N. C., Nashville, Richmond. 
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from them. Theoretical stuff may be 
all right, but it doesn’t seem to help 
me. I’d be the last one in the world 
to throw out the window any help 
from a supplier.” 

The jobber said his refiner trains 
salesmen in a Service station school, 
that they are supposed to visit deal- 
ers, but “they figure they are above 
that kind of thing.” 

Another jobber thought the _ sup- 
plier’s salesman could be of more help 
to him if he were an individual who 
‘had had some experience in the oil 
marketing business and _ particularly 
if he knew conditions in the jobber’s 
territory. “This isn’t a big city and 
sales ideas that work well in a city 
or larger town just don’t go over out 
here in this district,” he said. “A man 
who had actually worked out in ‘the 
sticks’ here could give me a lot of 
good advice.” 

The unsolicited sales call happened 
four years ago. The jobber had em- 


IN 


ployed a new bulk plant agent, who 
came over from a sub-agency with a 
major company, and naturally pulled 
some business with him. One account 
did not transfer immediately but the 
jobber thinks he eventually would 
have gotten the account. Then the 
supplier’s salesman called alone on 
the prospective new account, and after 
that the deal turned cold. Neither the 
salesman nor the dealer has divulged 
what was Said, but the jobber still 
blames the lost business on that sup- 
plier’s salesman making the all 
alone and saying something tbat 
would have better been left unsaid. 
The oil jobber also has the advan- 
tage of contacts with representatives 
of the accessory lines that he han- 
dles. Accessory salesmen, jobbers re- 


port, work more in lining up new 
business among consumer accounts 


than in contacting jobbers’ dealers al- 
ready handling the line. 
One jobber said he is getting ex- 
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Dozens of extra profit jobs that 
you now miss can be sold to cus- 
tomers if you get their cars up on 
a Curtis Lift where they can see 
what is needed. Wide experience 
has proved the selling power of 
lifts by pointing out the need for 
such profitable under-car work 
as brake adjustments, brake lin- 
ing, muffler replacement, spring 
repairs, shock absorber adjust- 
ments, wheel alignment, steering 
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A CURTIS LIFT 


linkage tightening, etc., all in 
addition to lubrication. 

Curtis Hydraulic Lifts will also 
enable you to do the job more 
easily, thoroughly and quickly 
than is possible in a messy, 
cramped, poorly lighted pit. That 
means more profit. 

Be sure the lift you buy is a 
CURTIS to get all these desir- 
able features: 


COMPLETE ACCESSIBILITY—every lubrication point easily reached 
HANDLES ALL CARS — any make, any model 


SELF-LEVELING PLATFORM — won't stick coming down 
DROP-AWAY WHEEL GUIDES - 
ABSOLUTE SAFETY— oil-locked, 4-ton capacity 

Send for new 16-page free booklet, ‘‘More Profitable Service.”’ 


‘ CURTIS ST. LOUIS « 


SAN FRANCISCO « PORTLAND 







automatically center car 


NEW YORK e CHICAGO 










CURTIS PNE ococrly 
1965 Kienlen Ave ; ee 
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cellent co-operation in building a tire 
and battery wholesale business through 
the manufacturer’s territory repre- 
sentative. “We are babies in the tire 
business and here is a fellow who 
knows it,” said the jobber. In years 
past this jobber made two unsuccess- 
ful attempts to wholesale tires and 
batteries, dealing with local distribu- 
tors. A year ago the jobber returned 
to tire and battery wholesaling, this 
time going direct to the manufacturer 
and dealing with the manufacturer’s 
territory salesman. 

The territory salesman calls on the 
jobber once a week, and while the job- 
ber does not keep a record of calls on 
dealers, he said the salesman “is out 
constantly with our dealers.” In the 
past year 20 of the jobber’s 40 deal- 
ers have taken on the tire and bat- 
tery line, and the territory salesman 
is working.on getting the business of 
the remaining dealers. 

Another jobber said he is called on 
every three weeks by his territory 
tire salesman. The tire salesman and 
jobber’s salesman are out together on 
consumer business, and every two 
months spend a day calling on the 
jobber’s dealers. Another jobber is 
called on 10 times a year by the ter- 
ritory tire and battery salesman, and 
six of these times the territory man 
spends a day with the jobber’s sales- 
man calling on two or three dealers. 


B | OBBERS mentioned several points, 
based on their experience with ac- 
cessory salesmen, where territory men 
could aid them in their management 
problems. 

One jobber raised the problem of 
collecting on tire sales. His tire sales- 
man calls about every two months, 
and the jobber does not want him to 
make calls on consumers, believing 
that while many tires could be sold 
to truck accounts the jobber then 
would have the problem for collect- 
ing on the sales. He would rather 
know first what accounts the tire man 
is selling. 

Another point concerned giving in- 
formation on the quality of the prod- 
uct and sales helps to the jobber’s 
service station salesman. In this case 
the jobber handles a nationally ad- 
vertised, and a local brand, line of 
batteries at his complete service sta- 
tion, buying from an automotive job- 
ber, but does not wholesale to his six 
drive-in dealer accounts. 

At sthe jobber’s station the sales- 
man on duty said he would like to 
have information on the quality of 
the nationally advertised product. All 
that the automotive jobber’s salesman 
tells him, he said, is that a market 
has been created by consumer adver- 
tising. The station salesman said he 
does not know how the national and 
local brand batteries compare as to 
quality, but he did know that the local 
brand was lower in price. If a cus- 
tomer asked about a battery he be- 
gan talking the local brand, he said, 
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on account of price, unless the cus- 
tomer asked specifically about the na- 
tional brand product. 

The station salesman made a com- 
parison of his lack of knowledge on 
the quality of the nationally adver- 
tised battery, with his information on 
motor oil gained from the petroleum 
supplier’s sales meetings. A few days 
before the interview, he said, a cus- 


Jobber 


Maxine effective use of 
the sales promotion material available 
from petroleum and automotive equip- 
ment suppliers is another part of the 
jobbers’ management of his stations 
and dealer outlets. 

This material is delivered to the 
headquarters of the jobber in prac- 
tically all cases, the jobbers _inter- 
viewed told NATIONAL PETROLEUM 
NEWS, and it is taken to the jobber’s 
retail outlets by his tank truck drivers 
or his salesmen. 

Almost without exception the job- 
bers interviewed said they preferred 
to have this material handled in this 
manner, rather than sent to the re- 
tail outlets direct, as it gave them 
an opportunity to fit the promotion 
material into their own sales program 
to the best advantage. Also they said 
it was easier to follow through and 





Union Metal steel standards assure 


If it’s standards for use in flood- 
lighting service station buildings, yards, 
or pump islands—ask Union Metal. 
That’s our specialty and we have a 
complete line of products to meet every 
requirement as to type, size and design. 


tomer asked the difference between 
the refiner’s first and second line oils. 
The difference, he told the customer, 
was in the refining process, which he 
explained in some detail, thus making 
the sale. 

Another jobber said he received very 
little help from the tire and battery 
territory salesman calling on him, be- 
lieving the lack of co-operation is due 
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to the tire company promoting sales 
contests. The jobber’s latest call from 
the territory salesman had been about 
a contest which the jobber rejected. 

This jobber thinks contests are “a 
nuisance” because they “get your em- 
ployes worked up and they neglect 
other business.” Then there is the dis- 
appointment in not winning one of 
the prizes. 


“ec 


Can Add Effectiveness 
To Sales Promotion Material 


see that the dealer or lessee made the 
proper use of the material. 

The principal sales promotion ma 
terial of refiner suppliers which job- 
bers use is the semi-annual, lubrica- 
tion change-over programs. The pe- 
troleum suppliers build up these pro 
grams with their jobbers, and the job- 
ber’s dealers and lessees in many cases, 
before the material is sent out from 
their offices. 

Suppliers start these programs by 
explaining the campaign to the job- 
ber, either in a meeting called for a 
group of jobbers, or by the territory 
salesman calling at the jobber’s office. 
The next step is a meeting for the 
dealers in the jobber’s territory just 
before the campaign opens. The theme 
of the campaign is explained to the 
dealers, and the supplier‘s promotion 
material for the stations and its ad- 


SERVICE 


STATIONS 


light equipment; save you money due 
to their long life and low maintenance 
cost; and, lastly but equally important, 
make for improved station appearance 
through their attractive design. 


a safe, dependable support for flood- mail this coupon. 





For complete information on Union 
Metal steel standards, just fill out and 


vertising program are presented. Pic 
tures on how to sell in the service 
station and how to obtain business 
from the station’s neighborhood are 
used at these meetings to supplement 
the addresses by representatives of the 
supplier. 

Other forms of sales promotion ma 
terial of petroleum supplying com 
panies are not so generally used. Road 
maps, dealer magazines, pamphlets, 
baseball schedule cards, calendars and 
almanacs, and lubrication charts are 
used by various companies. The jop 
bers prefer this to be delivered to their 
offices, they told NATIONAL PE 
TROLEUM NEWS, so they can see 
that it is used as effectively as_ pos- 
sible by their dealers. 

One jobber studies his supplier’s 
dealer magazine, goes over the ar- 
ticles with his salesmen, then the sales- 
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men deliver the magazine in person 
and go over the articles with each 
dealer. 

Another jobber issues a bulletin to 
his dealers on the supplier’s promotion 
material, explaining what it is and how 
to use it. 

Another jobber’s motor oil salesman 
buys a copy of the magazine carrying 
the consumer advertising of this brand 
and takes it around to show to dealers 
before leaving the cardboard reprints 
furnished by the refiner. 

Another jobber has printed his own 
ecards for co-operating with his sup- 
plier’s touring service. The jobber 
is notified if a motorist in his terri- 
tory writes to the supplier for touring 


IN 
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information. Then the jobber mails 
the card, asking the motorist to fill up 
with gasoline and oil before leaving 
on the trip. 

With many jobbers, these other 
forms of sales promotion material ap- 
parently are handled as routine. The 
jobber’s salesmen or truck drivers 
take them out, as they are received 
at the jobber’s office, and leave as 
many as the dealers want. Two job- 
bers said they use material not taken 
by their dealers for stuffing in the com- 


pany’s mail. 
All sales 


promotion material han- 
dled by A. D. Dubuisson’s Wolverine 
Service Stations is received at the com- 
pany’s office in South Haven, Mich., 
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SANI-FLUSH cleans toilet 
bowls without scrubbing 


Station operators know that toilets 
should be home-clean—and it is easy to 
clean them the home way. Use Sani-Flush. 

You don't have to scrub and scour. You 
don't even touch the bowl with your 
hands. Just sprinkle in a little Sani-Flush. 
(See directions on the can!) Then flush 
and the job is done. 

Porcelain sparkles like new. Stains and 
streaks vanish. Sani-Flush even cleans the 
hidden trap. Cannot injure p!umbing con- 
nected with the toilet. (Clean out auto- 
mobile radiators with Sani-Flush. Direc- 
tions on can.) At grocery and hardware 
stores in 10c and 25¢ sizes. Also econom- 
ical 25-lb. pails. Write for information. 
The Hygienic Products Co., Canton, Ohio. 


for distribution by the company’s sales- 
men. 

Before the seasonal lubrication 
change-over program is started, his 
petroleum supplier presents the cam- 
paign to Dubuisson at a meeting of 
jobbers. Then the supplier holds a 
dinner meeting in South Haven to ex- 
plain the program to the Wolverine 
dealers. 

The supplier sends banners, and the 
program material, to the company’s 
office, all folded and equipped with 
ropes. Each salesman takes a sup- 
ply for the outlets in his territory 
and helps the dealer put up the ban- 
ner. As some outlets, such as country 
stores, do not have facilities for string- 
ing up a banner, the few extra of the 
original supply are used for replac- 
ing banners torn or soiled before the 
campaign closes. 

The petroleum supplier also issues a 
magazine three times a year on Serv- 
ice station selling and good house- 
keeping, and Dubuisson has a distribu- 
tion plan to bring the copies to the 
attention of his dealers. All copies 
are received at the Wolverine com- 
pany’s office, each in its individual 
wrapper and addressed. Dubuisson 
reads the issue, goes over it with the 
salesmen, pointing out the significance 
of each article. Then salesmen de- 
liver the copies to all drive-in accounts, 
tearing off the wrapper for the dealer, 
and going over the articles with the 
dealer. 


Pampuets and novelties, such as 
baseball schedule cards, are received 
also at the company’s office. These 
come in packages. Salesmen take 
along a supply when calling on dealers, 
and leave as many as the dealer wants. 
Any pamphlets left over are used as 
stuffers for the company’s mail. 

The Baron-Huot Oil Co., Kankakee, 
Ill., reports it cannot use about 25 per 
cent of the material it receives from 
accessory suppliers. Reasons given 
are that the material is too technical 
for service station selling, it is too 
large for station display space, or 
that at times material piles in from 
several suppliers so that all of it can- 
not be used. 

After determining what material is 
to be used, the company issues a 
mimeographed bulletin to all retail 
outlets, telling how to use it most ef- 
fectively. The material is distributed 
by the tank truck drivers. The Baron- 
Huot salesmen are informed on the 
date of distribution so they know what 
material is in the field and can check 
to see that it is used. 

The Pyramid Oil Co., Benton Har- 
bor, Mich., has three distribution 
methods for promotion material. The 
truck drivers take out material on 
gasoline. The accessory salesman de- 
livers accessory promotion material. 
The company is distributor for a mo- 
tor oil, and the salesman takes out ma- 
terial on this product. 

The motor oil salesman this month 
was distributing a reprint of a con- 
sumer advertisement. The refiner 
early this year sent a brochure to 
Pyramid Oil on the year’s advertising 
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campaign. An advertisement appeared 
in a national magazine about the 
middle of March. Reprints on card- 
board of the two-page spread were sent 
to Pyramid Oil, one for each oil ac- 
count. The oil salesman purchased 
a copy of the magazine to show the 
dealer the actual ad before leaving the 
reprint for display in his station win- 
dow. 

Sales promotion pamphlets’ are 
counted by an office girl into packages 
of 50 each. Truck drivers take out 
a supply of these bundles, leaving as 
many as the dealer wants. Pamphlets 
not taken by dealers are returned 
to the office, for stuffing the mail. 
Each spring and fall Pyramid Oil 
throws out all left over material. 


The Buth Oil Co., Appleton, Wis., has 
all sales promotion material on pe- 
troleum products mailed direct to deal- 
ers. Some is also mailed to the truck 
drivers at the bulk plant, and placed 
in the driver’s order box so the driv- 
ers will Know what has been sent out. 
If the material is large the drivers 
receive only a notice that the material 
has been sent to the dealer. If the 
dealers do not use the material then 
the drivers are told by the jobber to 
put it up for them. Sales material on 
tires and batteries is received at the 
office, and distributed by the sales- 
men, as all the petroleum outlets do 
not handle the company’s line of tires 
and batteries. 

The maintenance man at the Tyndall 


Oil Co., Spencerville, Ind., is used for 
distribution of sales promotion mate- 
rial. When the petroleum supplier has 
a seasonal change-over campaign Mark 
Tyndall gets his bulk plant men to- 
gether and they operate as a crew to 
put up the banners. Mr. Tyndall says 
this method makes sure that all sta- 
tions have a uniform display and that 
all stations have the display at the 
same time. 


Another jobber that takes out and 
puts up change-over program material 
for its dealers is the Geerlings Bros. 
Oil Co., Zeeland, Mich., operated by 
Henry A. and Alvin R. Geerlings. 
After the supplier’s meeting is held 
explaining the program to dealers, the 
brothers take a day off and put up 
the banners for their dealers. 

The Grasse Bros. Oil Co., Sheboy- 
gan, Wis., also has material sent to 
the office, and larger pieces are dis- 
tributed by the truck drivers and 
smaller pieces by the company’s sales- 
men. ‘Ted Grasse said he believes the 
material makes more of an impression 
on the dealer if delivered by someone 
from the jobber’s organization than if 
received through the mail direct from 
the supplier. 


Grover Cook, Allegan, Mich., the 
Cook Oil Co., has seasonal change-over 
banners and signs delivered from his 
office by his truck drivers, who help 
the dealers put them up. Smaller ma- 
terial is also delivered by the drivers, 
such as the baseball schedule cards 
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last summer, when 50 or 60 were left 
with each dealer. 

On tire promotion material Cook said 
he receives numerous mimeographed 
letters, sometimes two a week, from 
the supplier describing pamphlets avail- 
able to jobbers. One pamphlet was pur- 
chased recently, Cook said, at a cost 
of $1.50 a thousand for imprinting his 
company’s name, which provided stuf- 
fers for two mailings with the com- 
pany’s statements. 

A sales promotion piece linked to a 
refiner’s touring service has _ been 
worked up by Frank J. O’Dell, Grand 
Rapids, Mich., the O’Dell Oil Co. When 
a motorist in Mr. O’Dell’s territory 
writes to the petroleum supplier for 
a routing, the supplier notifies the 
O’Dell Oil Co. O’Dell then mails out 
a card to the motorist. The card men- 
tions the request for touring infor- 
mation, and suggests a visit to an 
O’Dell station before starting the trip, 
for a fill of oil and gasoline. 

Although the interviews on handling 
of sales promotion material indicated 
that in general the jobber accepts the 
material as is and passes it on, except 
the salesmanship of the supplier on 
seasonal change-overs, only two job- 
bers were critical of material. 

One jobber interviewed said he be- 
lieved permanent identification signs 
at service stations have advertising 
value, but that his men seemed to 
gain little from promotion material. 
This jobber said he checked results 
among his dealers from last fall’s 
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Eliminate Swing Joints 


lUse Hays Double Seals and Copper Pipe from Tank to Pump. 
Substitute smooth curves for sharp fitting turns—reduce friction 
in the line—avoid ‘‘breaking-up’’ of gases. Copper pipe bends 
to take ground pressure and Double Seals hold tight against any 
stress. See how a Double Seal Connection grips and holds copper 
pipe in a copper to copper 2-faced contact that is tight for life 
without the use of litharge or other sealing agent. 


Many leading gasoline pumps use Hays Double Seals and copper 
pipe inside the pump—follow through with copper pipe to the 
tank and have a trouble-free installation—no more digging up 
costly drives for Double Seals and copper pipe make a lifetime 
team that assures uninterrupted service. Send your piping lay- 
out for Hays recommendations and costs. 


HAYS MFG. CO., ERIE, PA. 
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Hays Double Seals are available from stock 
in over 400 styles and sizes. They tie in 100°, 
with iron pipe thread. See above how the 2 
machined seats on the fitting take the 2-faced 
flange on the copper pipe to make a doubly 
pie one connection that has withstood every 
laboratory test for pull, twist, vibration, 
freezing, bending and pressure without 
failure in the joint. 
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change-over campaign and was disap 
pointed. 


Another jobber made the point that 
his supplier’s dealer magazine did not 
deal with marketing conditions found 
in his territory. “It is always talking 
about what is going on in Texas, OkK- 
lahoma, or California where market- 
ing conditions are different,” he said. 

The oil jobbers interviewed by NA- 
TIONAL PETROLEUM NEWS were 
less definite on their use of sales pro- 
motion material on accessories. They 
said as it came in it was taken out by 
their truck drivers or salesmen but 
that they were not able to fit this 
material into their own sales programs 
as they do with material from their 
petroleum suppliers. 





Jobber Himself Best Contact 
With His Retail Outlets 


A MOST important function 
of the oil jobber today is his manage: 
ment of his retail outlets, and progres- 
sive jobbers are arranging their time to 
make more frequent visits to their 
dealer and lessee stations, to have first 
hand information on sales, good house- 
keeping, and how the operators handle 
their business affairs. 

No one else can explain the jobber’s 
policies and sales program to them as 
well as the jobber himself. 

No salesman or other representative 


cluded ‘n our prices. 


in your own name. 


kerosene or fuel oils. 
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A Policy That Makes 


Money for You... 


Berry's prices enable you to develop 


your own selling plans and do your own advertising. 


No advertising and sales promotion costs are in- 


You pay only for the cost of goods you buy whether 
it be highest quality oils and gasoline or competitive 
goods to meet depressed price situations. 


You save in first cost and build a permanent asset 


Ask us today to tell you about liberal Berry contracts 
or for current spot prices on motor oils, gasoline, 


JAMES B. BERRY SONS’ CO., Inc. 
GENERAL OFFICES—OIL CITY, PENNA. 


Branch Offices: New York City, Chicago, IIl., 


Boston, Mass., London, England, The Hague, 


Refineries: Oil City, Pa., 
Valley, Pa., St. Marys, W. Va. Ocean Terminals: 
Tiverton, R. I., Dorchester, Mass., Carteret, N. J., 


Edgewater, N. J., Glastonbury, Conn, 
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of the jobber can bring back to him 
the dealer’s and lessee’s problems as 
well as when he hears them first hand. 
Above all, it is only human nature for 
anyone to like to do business with the 
head of the company. That goes for 
the jobber’s smallest dealer as well as 
his biggest customer. So the contacts 
the jobber has with his lessees and 
dealers are most important factors in 
his business. 

The success of sales calls depends 
on how often they are made, the con- 
duct of the jobber himself on these 
visits, how his suggestions for im- 
provements are made, as orders can be 
given only at his own stations, and his 
constant checking to make sure the 
suggestions given are carried out. 

To learn how oil jobbers’ were 
handling this function of their busi- 
ness, NATIONAL PETROLEUM 
NEWS recently interviewed a number 
of marketers on this as well as other 
points in connection with the manage- 
ment of their business. The jobbers 
were asked these specific questions: 


How often do they visit their retail 
outlets? 


What do they do on these visits? 

When mistakes of station operation 
or housekeeping are apparent how is 
the situation handled? 

How do jobbers keep informed on a 
station’s sales record? 

How do they aid dealers in their own 
management problems? 


Comments from the jobbers inter- 
viewed on these and other points are 
given in the accompanying article. 

How often do jobbers visit retail out- 
lets? 

Two of the jobbers interviewed call 
on their outlets daily or every other 
day. One jobber has 15 company and 
dealer outlets and keeps circulating 
among them. The other jobber drives 
his own tank truck and sees his outlets 
on every delivery. 

Two jobbers call twice a week. One 
jobber has nine outlets, and the other 
jobber has twelve. The jobber with 
twelve outlets calls early in the week 
when business is light and dealers 
have time to visit, then again later 
in the week to see that the stations 
are prepared for the heavier week-end 
business. 


Calls were reported once a week by 
five jobbers. One jobber who makes 
his own check of 13 outlets visits each 
station once a week in the summer, 
an average of once in three weeks dur- 
ing the winter. Four jobbers, the larg- 
est with 100 outlets, have salesmen who 
call once a week. One jobber believes 
stations should be visited at least once 
a week to prevent dealers from adopt- 
ing any merchandising plans_ that 
might be detrimental to their business. 
Less frequent visits, this jobber con- 
tinued, would enable a dealer to start 
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some harmful sales scheme before the 
jobber himself became aware of the 
situation. 

With two jobbers stations are visited 
every two weeks. One jobber, with 97 
outlets, has three sales territories each 
covered by a company salesman, who 
get to dealer stations every two weeks, 
lessee operated stations every month. 
One jobber, with 12 outlets, makes his 
own calls, and believes once in two 
weeks is correct timing. He thinks 
weekly visits are too frequent and if 
calls are more than two weeks apart 
the dealers may feel the jobber is not 
interested in their business. 

With two jobbers calls on outlets 
are made once a month. One jobber has 
two salesmen who visit company and 
dealer stations, one salesman also 
functions as a farm trade salesman, 
and the other handles the company’s 
burner oil sales. The other jobber 
makes his own calls, and gets around 
once a month for a good-will visit. 

All the jobbers interviewed conduct 
their sales calls in the same manner 
with both lessees and dealers. The dis- 
tinction, jobbers pointed out, is in the 
type of man rather than the type of 
outlet. Some men like to be treated in 
a bluff and hearty manner. Other men 
are more formal and a dignified atti- 
tude is in keeping with the operator’s 
temperament. The main thing here, 
jobbers reported, is to know the man 
and how he wants to be treated, then 
fit conduct and conversation to the 
occasion. 

How are mistakes in operation or 
housekeeping brought to the attention 
of the station operator? 

Jobbers reported the only method of 
correcting any situation of this nature 


without a word being said to them. 

Jobbers reported it is not good prac- 
tice to break into a dealer’s or lessee’s 
routine in making a sales call. If the 
operator is busy with a customer, or 
engaged in work around the station 
they wait until he is through. 

One jobber makes it a practice dur- 
ing each sales call, to seek at least 
one point about the station worthy of 
praising to the operator, to stimulate 
the operator’s pride. 

How jobbers check on station house- 
keeping. 

Jobbers reported they like to make 
their own inspection of the premises 
alone, without being guided about on 
a conducted tour by the station opera- 
tor. Then they can see the parts of the 
station they want to see, the hidden 
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corners and the back lot where condi- 
tions may not be as spic and span as 
out in front. If the dealer objects to 
anyone poking around his station then 
jobbers reported they dispense with 
the inspection tour. The two parts of 
the station most needing inspection, 
and where trouble is most apt to be 
found, jobbers reported, are the rest 
rooms, and the lot back of the station 
building. 

How jobbers keep informed on a sta- 
tion’s record of sales. 

The sales manager for one jobber 
has a weekly report from the account- 
ing department on all tankwagon de- 
liveries made to the stations. On ac- 
count of the time required to post de- 
livery tickets a daily report is not 
available, and the manager 
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Hisher Octane 
Third Grade Gasoline 


a HE majority of refiners in the country have 
decided to use green as the most suitable shade for color- 


ing the new 3RD GRADE GASOLINE. 
As PATENTEES of the ‘“*ANTHRAQUINONE” Greens as 


fuel colors, (the only greens for coloring gasoline that 
remain green) we are in a position to supply you with the 
most desirable and useful types and shades of greens and 
ready to advise you properly on your coloring problems. 
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ALL GREENS AND BLUES SUITABLE 
FOR COLORING GASOLINE ARE 
ANTHRAQUINONES AND THEIR 
USES FOR THAT PURPOSE 
ARE COVERED BY OUR PATENT. 


is to make suggestions to the operator. 
In dealing with lessees and dealers 
the jobber is handling men who own 
their business, and the suggestion is 
on the basis of being helpful to another 
business man, not giving an order as 
to how the jobber wants the other man 
to run his business. 

Suggestions should be given in a 
private conversation with the operator, 
jobbers said, and not in front of the 
operator’s employes, customers, or any- 
one hanging around the station. 

One jobber himself helps the oper- 
ator to correct a situation, if time per- 
mits. He cited the case of straightening 
up merchandise on a dealer’s shelf. 
The jobber suggests it would be a good 
idea to get the merchandise in order, 
and if they work together they can 
do it in a short time. 

Actions of the jobber during the visit 
also can convey a strong suggestion of 
conditions that need correction. Jobbers 
have found several psychological meth- 
ods of calling the attention of station 
operators to rest room conditions. 

Some jobbers said, when they would 
find the rest rooms in an untidy con- 
dition, they would get the cleaning 
materials and clean the wash bowl 
themselves or sweep the floor, or ask a 
for a fresh supply of paper for the ie) 

~ 
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Our Anthraquinone colors possess excellent solubility and 
are guaranteed to be stable to light, lead, acid, alkali and 
storage. 


Pioneers in the field of dyes for gasoline, we offer the 
refiners and marketers not only a full range of colors but 
also laboratory facilities in which to test them. 


If you have any coloring problems due to the blending of 
various types of gasoline, our many years of experience 
places us in a position to be able to help and advise you 
how to overcome your difficulties. ‘Letter or wire will 
bring an immediate reply. 


Patent Chemicals, Incorporated 


57 Wilkinson Avenue, Jersey City, N. J. 


Patent Fuels and Color Corp. 


Carew Tower, Cincinnati, Ohio 





toilets, or pick up the tools in the a yp 
lubritorium and put them in their place ANTHRAQUINONE DYES 


on the bench. Many station operators / 
would take the suggestion, they said, 
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realizes a month is too long to wait 
before checking sales records. 

One jobber closes the books for his 
dealers and lessees and this gives him 
a check on their sales. 

Another jobber looks at the dealer’s 
accounting records on each’ semi- 
weekly visit, and compares sales for 
current week with previous week. 

Nine jobbers reported they check the 
tankwagon deliveries at the end of the 
month when accounts are posted and 
review each station’s record. One of 
these jobbers also has a report taken 
off his books for each account every 
six months. 

Jobbers also have occasion to make 
a comparison of sales for a dealer, to 
show the dealer how his sales record 
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compares with other stations. Jobbers 
reported using the following methods 
for comparisons. 

One jobber has two company oper- 
ated stations whose sales records are 
used for comparisons. This jobber also 
selects a similar type of station that he 
supplies, if a dealer asks what his sta- 
tion’s sales should be, and uses these 
figures to show to the dealer. 

Another jobber has a lessee oper- 
ated, and a dealer station that in his 
opinion have good sales records, and 
uses these figures for a standard, in 
judging the business of other outlets. 


Another jobber has a record of the 
sales of all his outlets, and if a dealer 
asks for a comparison the jobber uses 
the figures from one of his other sta- 
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by blending Your 
Own —Using Penola 
Mild E. P. Base! 


| Y leaps and bounds, re- 
J quirements for a mild ex- 
treme-pressure lubricant are 
growing! And compounders 
everywhere are using one 
simple, efficient way to cash in. 

They're blending their own 
product! They’ve found that 
Penola Mild E. P. Base blends readily 
with any mineral oil stock — Pennsyl- 
vania, Mid-Continent, or Coastal. 

Penola Mild E. P. Base simplifies your 
handling and storing. And it produces a mild 
extreme-pressure lubricant that is chemically 
stable ... will not separate out even during 
long storage. 

Precise refining makes Penola Mild E. P. 
Base non-corrosive, even where moisture is 
present. It contains no chemically active ma- 
terial other than non-corrosive sulphur. You 
ure assured of a product free from wear-pro- 
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business...and hold it! 
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tions, or uses the trend of his total 
sales for a standard. 

How the jobber aids dealers with 
management problems. 

If the dealer asks for assistance on 
his management problems, or gets be- 
hind in his account with the jobber, 
then jobbers reported they offer aid, 
otherwise they considered the dealer’s 
management problems a personal af- 
fair. 

Chief difficulties in the dealer’s or 
lessee’s personal management is re- 
ported to be taking too much money 
out of the business, and having too 
many accounts receivable. 


One jobber had a dealer complain 
that, while gasoline volume was satis- 
factory, the station’s bank balance was 
too low. The jobber then asked the 
dealer to compare his previous month’s 
sales with accounts receivable to find 
the answer. 


Another jobber has three accounts 
that constantly need attention on ac- 
count of too much money being taken 
out of the business. One of the com- 
pany’s three lessee-operated stations, 
and two out of seven dealers, require 
this attention. The jobber keeps tell- 
ing these accounts that all the money 
in the till is not theirs, as they will 
need money to pay for the next load 
of gasoline, and urges them to get 
after their accounts receivable. 


Another jobber has worked exten- 
sively with two of his lessees, showing 
them how to keep books. One lessee 
told the jobber he took only $40 from 
his business one month. The jobber 
checked the station’s own records and 
found that, in addition to the $40, the 
lessee had paid a life insurance prem- 
ium with a check on the station’s 
bank account, and had taken small 
amounts frequently, so that in all the 
station that month had paid out about 
$100 to the lessee. 


Another management problem found 
by jobbers is through the operator 
spending too much time away from his 
business. When the operator is away 
extra help is employed, so the sta- 
tion’s labor expense becomes too 
large. 


Nine out of 12 jobbers interviewed 
reported holding regular sales meet- 
ings for dealers and lessees. Four 
jobbers hold a meeting each month. 
Two hold meetings semi-annually for 
the seasonal lubrication change-over 
programs. One jobber calls a meeting 
every other month. One jobber con- 
ducts three dinner meetings a year. 
One jobber does not hold company 
meetings, but the petroleum supplier 
has‘ district sales meetings about nine 
times a year. 

When open meetings were held, at- 
tended by employes of dealers and 
lessees, one jobber reports, the opera- 
tors were inclined to remain in the 
background and were cautious about 
giving any indication that their busi- 
ness was prosperous. When attendance 
is limited to operators the jobber re- 
ports discussions are _ brisker, the 
operators talk about their management 
problems freely and operators feel that 
it is a meeting of business men. 
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Inspections Insure Smart Appearance 





A System for Checking the Housekeeping at Service Stations is 
Important for Both Large and Small Companies. It Should Be Done 
Regularly by Individuals Definitely Charged With This Task. 


A DEFINITE plan for 
service station inspection is as im- 
portant to the oil jobber as building 
new stations or modernizing his old 
stations. 

Creation of attractiveness does not 
end with a construction program. The 
smart appearance of stations today, 
which attracts more customers and 
helps to increase sales, is only insured 
by the maintenance of their cleanli- 
ness and orderliness and by the im- 
pression they give of “good house- 
keeping”. 

Successful jobbers have learned not 
only that a regular schedule of main- 
tenance chores must be set up for 
station employes but that, to prevent 


their neglect, regular but unsched- 
uled inspections are necessary by 


someone outside the station. Definite 
responsibility for these inspections 
must be assigned certain individuals. 

Station inspection systems can be 
set up for both large and small com- 
panies. Herewith are described two 
systems as used by oil companies 
whose stations are noted in their ter- 
ritories for their good housekeeping. 
Both systems go a step farther and 
give attention to personal appearance 
of attendants. One of these companies 
operates a handful of stations, the 
other 200 or more. 

Printed forms are provided under 
both companies’ systems of inspection. 
These are filled out by company rep- 
resentatives who periodically go from 
one station to another on other busi- 
ness. The forms cover only those 
phases of inspection which apply to 
attendants’ duties and no items are 
included dealing with repair or main- 
tenance of mechanical equipment, 
buildings, lighting requirements, and 
the like. 

The inspection forms are brief and 
cover the points of attention broadly, 
They leave much to the experienced 
judgment of the inspector and train- 
ing of the men. They are suggestive 
rather than given to many details 
which are included in training attend- 
ants. 

Inspection of the smaller group of 
Stations is handled by a field super- 
visor who is a combination stock 
checker, auditor, personnel man, in- 
spector, and station attendant substi- 
tute. In addition to making regular 
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rounds of the stations on an average 
of every ten days, he puts on the Sta- 
tion uniform to break in a new man 
when required and to fill in when a 
man is ill. 

In making out the inspection form 
the object is not so much to report 
to headquarters that this station or 
that station is doing a good job here 
and a bad job there. The object is 
to get the clean-up work done, to in- 
duce the men to do these chores regu- 
larly, and to keep them aware that 
certain standards of maintenance are 
required. Therefore, if cleanliness and 
orderliness are subnormal occasional- 
ly, the men may be given the oppor- 
tunity to straighten up before the 
report goes in. 

Usually this is sufficient to keep 
the men on their toes, according to 
a company executive. If it is found 
not to be enough and neglect is con- 
sistently evident, possibly accompa- 
nied by loss of station gallonage, the 
reports become more candid. If con- 
ditions are not then remedied, the 
man is dismissed. 

This system has been found practi- 
cal in the small organization, where 
there is not only close relationship be- 
tween the station men and their su- 
pervisor but also between the super- 
visor and the owner of the company. 
Report forms will vary somewhat to 
fit company operating practices and 
conditions but in general there are 
the same things to be done at one 
station as at another. This company’s 
report covers the manager’s time on 
duty, the use of standardized service 
routine for customers and its results, 
promptness of service, and includes 
the name of the best salesman of the 
month. 

The maintenance items include win- 
dows, floors, lubritorium buggies, 
greasing equipment, and tools; win- 
dow displays; cleanliness of oil dis- 
pensers, measures, and oil bottles; 
gasoline pumps and visigauges; check 
on air compressor for water and oil; 
condition of air hose and gauges; mo- 
tor pump room order; condition of 
sidewalk, driveways, signs, posters, 
shrubbery and fence; and the condi- 
tion of toilets including presence of 
paper, towels, and soap. Some, but 


not all, of these items are graded on 
a percentage basis. 


A separate section of the form cov- 
ers personal appearance. Space for 
several men is provided with squares 
in which to mark whether or not a 
man is shaved and the condition of 
his jacket, trousers, shoes and “putts”. 


Large Company More Impersonal 


The larger company’s system of in- 
spection has been newly revised to 
bring fresh emphasis on the subject. 
Station auditors were chosen as _ in- 
spectors because it was felt they 
would be impartial and disinterested. 
Test checks have shown that reports 
made by different men are in close 
agreement. After filling out a report 
the station manager signs it. 

The inspection form is attractively 
dressed up with a red border and is 
labeled “Physical Check-Up”. The sub- 
ject headings, of which there are 14 
that are graded, are quite brief. They 


are: windows, window display and 
island store display, pumps, lawns, 
signs, rear of building, condition of 


resale merchandise, equipment or 
equipment room, lifts and lube cabinet 
or lube room, men’s toilet, ladies’ 
toilet, arrangement of merchandise or 
stock room, station proper or office 
room, and reports, stationery, letters, 
etc. A small space is allowed for com- 
ment and grading space is provided 
at the extreme right of the page. Seven 
points are given for good rating, five 
for fair, and none for poor. Maximum 
total is 98. 

Not included in the graded items 
are first aid kits and fire extinguish- 
ers. These are checked for needed 
items and date of last test. Although 
personal appearance of station attend- 


ants is not included in the report 
headings, auditors are instructed to 


note any irregularities under General 
Remarks. The report goes to the di- 
vision manager. 

These types of inspection, of course, 
apply only to company operated sta- 
tions. While company leased stations 
cannot be inspected in this manner, 
where there is need for improvement 
in maintenance, tactful suggestions, 
literature on the subject left at sta- 
tions, comparisons with other stations, 
and if worse comes to the worst, not 
renewing the lease are the means of 
reaching lessees. 
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Modern Equipment Adds “Style’ 


As Well as Efficiency 


Many Tools are Supplied Today Which Make it Possible 
for Station Operators to Perform Variety of Services for 


Motorists which Were Not Possible a Few Years Ago. 
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“REPUBLIC” is a_ powerful, well-balanced Independent 
Company. Has its own Production, Refining, Transporta- 
tion and Marketing facilities. More Independent Jobbers are 
changing to “REPUBLIC” Quality Products every day be- 
cause they are assured a constant supply and unexcelled 
marketing cooperation. 


Be Progressive—Be Independent—Buy Republic! 








SALES OFFICES TERMINALS 





Benedum-Trees Bidg., Pittsburgh, Pa. Pittsburgh, Penna. 

30 Rockefeller Plaza, R.C.A. Bldg., New York Baltimore, Md. 

2100 Dobler Ave., Baltimore, Md. Norfolk, Va. 

511 Union Trust Bidg., Petersburg, Va. Hopewell, Va. 

P. O. Box 152, Wilmington, N. C. Wilmington, N. C. 

P. O. Box 1161, Savannah, Ga. Savannah, Ga. 

P. O. Box 1987, Jacksonville, Fla. Jacksonville, Fla. 
a Second National Bank Bldg., Houston, Texas Texas City, Texas 








REPUBLIC OIL COMPANY 


BENEDUM TREES BUILDING PITTSBURGH, PENNA. 


to Station 


‘THE many items of service 
station equipment supplied today are 
far beyond ordinary working tools; 
they are also sales tools, both from 
an eye appeal and an efficiency stand- 
point. 

No matter how much the station op- 
erator of 10 or 15 years ago was on 
his toes to build up his sales, he lacked 
many of the chances that the operator 
of today has to make money. The 
equipment was not available to per- 
form many of the services now offered 
to motorists at service stations. 

Today the station can pick up extra 
profit from such services as internal 
motor flushing, servicing air cleaners, 
gear flushing and bearing packing, 
among others, not one of which was 
available as “plus profit” to station op- 
erators a few years back. 

As motorists’ needs in the servicing 
of their cars have arisen, the equip- 
ment manufacturer has been quick to 
provide new equipment needed to per- 
form that service efficiently and quick- 
ly. Whatever the new needs of to- 
morrow’s automobiles will be, they will 
only spur the service equipment manu- 
facturer to produce the tools that will 
make it easy for the station operators 
to perform that new needed service 
quickly. 

Then too, impatient motorists no 
longer hold any terrors for the sta- 
tion operator. His equipment has been 
designed and so improved that the op- 
erator can service the most hurried 
motorist’s car to his satisfaction. For 
example, the latest model equipment, 
such as the complete lubster, contain- 
ing probably a water pump gun, fluid 
lubricant gun, fibrous lubricant gun 
and viscous lubricant gun, enables the 
average operator to do the lubrication 
job efficiently, and yet more quickly. 

If this equipment is so good and so 
efficient, the oil man owning and su- 
pervising service stations may well 
ask; “Why should I ever have to re- 
place it?” 

One answer to this is obsolescence— 
not only from the viewpoint of the 
equipment being worn out or at least 
not operating at its greatest efficiency, 
but also obsolescence from the stand- 
point of appearance. When the oil com- 
pany builds a new station or modern- 
izes an old one, that calls for new 
equipment in keeping with the new ap- 
pearance of the station, and to give the 
service that the appearance of the sta- 
tion promises the motorist. 

The equipment that goes into the 
service station today is a greater fac- 
tor in the cost of the complete sta- 
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THE OIL JOBBER’S ROLE IN 


tion than it has ever been before. One 
major oil company says that at their 
newer stations, the building itself rep- 
resents only about 30 per cent of the 
cost of the entire setup. In other 
words, about 70 per cent of the entire 
cost is invested for lighting equip- 
ment, pumps, lifts, motors, lubrication 
equipment, tire equipment, driveways, 
car washing equipment, station fur- 
nishings, etc. 

The fact that 75 to 80 per cent of 
the station’s business is done at the 
pump island, the larger part of this 
being gasoline sales, shows why such 
a large proportion of the total station 
investment goes into equipment. The 
gasoline pump, for example, must not 
only be an extremely accurate dispens- 
ing apparatus but it must also conform 
in style and smartness of appearance 
to the station itself, since it is directly 
before the eyes of majority of the cus- 
tomers who drive in. 

The modern pump not only registers 
accurately every drop of gasoline de- 
livered but it also shows the money 
charge for gallons and fractions of 
gallons. State laws limit the toler- 
ance in the pumps’ measurement to 
three-tenths of one per cent, yet greater 
accuracy is supplied by the manufac- 
turers than these legal tolerances al- 
low. The requirements of motor fuel 
have changed and the number of 
grades increased which must be han- 
dled through the pumps, yet the equip- 
ment has been engineered to handle 
all gasolines accurately as they have 
been placed on the market, and also to 
give the pump the modern appearance 
in keeping with that of the station. 


Equipment manufacturers are urg- 
ing for 1939 the use of sufficient equip- 
ment to take care of the stations needs 
at its peak business loads, and to 
make it apparent to the motorist that 
he won't have to wait for service. 

For example, the station with a 
slow action, out-of-date gasoline pump 
may drive customers away to sta- 
tions with faster pumps. Again a po- 
tential customer may drive past a 
station if he sees cars waiting besides 
the pumps installed there, but he might 
drive in if there were an extra pump 
he could pull up to—just as the extra 
chair in the barber’s shop will make 
a customer wait, even if there is no 
barber for that chair. 

Likewise, the station with an air 
compressor too small to provide air 
for peak loads may keep an employe 
idle for a time when he might be busy. 
Sometimes the compressor itself is 
large enough but it has a motor too 
small to furnish adequate power. 

Equipment manufacturers are aware 
of particular station needs and are 
supplying products for those needs. 
For instance for the station with a 
large truck trade, one manufacturer 
is offering a “super” gasoline pump, 
which will deliver at greater than nor- 
mal speed and in larger than 20-gallon 
deliveries. 

With the extra long pump hose now 
being marketed by two pump manu- 
facturers, the motorist who wants to 


watch the pump dial can do so with- 
out moving from his seat. This hose 
allows the car to be filled with the 
front seat even with the pump, where 
formerly the rear of the car had to 
be about even to the pump. Also, the 
motorist can see the accessory dis 
play cabinet in the pump island more 
easily. 

Patriotism and economy are com- 
bined in the flag poles now being of- 
fered by one company. This pole 
actually is a ventilator for the station 
gasoline tanks. 

A new type air compressor uses the 
air over and over again, thus cutting 
down on the motor power need for 
driving the compressor. 

A modernized battery service and 
tester now has “eye appeal” and doesn’t 
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look out of place when displayed to 
help promote the sale of this service. 

No time is wasted by a flushing oil 
heater which preheats the oil for the 
next job while it is doing the work 
on one. 

The station operator can take care 
of even the new cars on his “free 
wheeling” lift by merely attaching a 
low-cost device which gives them some 
of the features of the drive-on type. 

Recognizing the part played by the 
sale of accessories at service stations, 
equipment manufacturers are offering 
improved display cabinets. These can 
be had as a part of the gasoline pump 
itself and, or for use away from the 
pump island. A trend towards the 
use of revolving display cabinets is 
also apparent. 


Howell Now Builds 
EXPLOSION-PROOF 
MOTORS 


THIS TYPE PASSED 
122 UNDERWRITERS’ 
TESTS — Came Out 
with Flying Colors 


Absolute Safety = PLUS a Construction 
Unique in the Field ... LONGER AND BETTER SERVICE 


Specially designed rugged as a_ battleship HOWELL 


@HOWELL Explosion- 


. 7 : Pr a d 
Explosion-Proof Motors are SAFE motors for any drive where ine eae ee 
inflammable gasoline vapors or other highly volatile petroleum Class 1, Group D loca- 


products are handled or stored . . 


For over 8 years we’ve offered these motors in sizes 34 to 10 H. P. 


. ideal for use in refineries, tions. The totally enclosed 
terminals, bulk plants and service stations. 


frames are strong enough 
to withstand any inside- 
motor explosion and pre- 
vent escape of flames. And 


and like all other HOWELLS, they made good on these hard design assures cool opera- 
jobs. So recently we extended the line. Now you can buy them tien with no temperature 


in sizes up to 40 H. P. 


WHAT is YOUR MOTOR PROBLEM? We build motors 


to meet every type of drive requirement in your industry .. . all 
motors embodying the unique HOWELL construction which Y 
gives as much as 129% more insulation 
service AT NO EXTRA COST. Write for full details, outlining 
the particular motor application you have in mind — Ask for 


Bulletin 1126B. 


rise sufficient to ignite 
surrounding gases. 
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longer and better 


HOWELL ELECTRIC MOTORS COMPANY 


HOWELL, 
Representatives In All Principal Cities 





MICHIGAN 
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WANTED 


More service station owners 
where monthly electricity bill is 
$50.00 a month or more to buy 
a WITTE Dieselectric Plant out of 
money it saves each month. 
Write for details, giving us your 
average monthly bill.. That's 
all—no obligation. 





1500-2500-5000 Watts 


Manual Starting—Electric 
Starting & Automatic Control 


Price $825 and up f.0.b. K.C., Mo. 
WITTE 


DIESELECTRIC 


i 





WITTE ENGINE WORKS 


3703 Oakland Ave. Kansas City, Mo. 


Makers of reliable products since 1870 





52 
ISSUES 


$3 


News .. . Markets . . . Technical 

developments .... Wage-Hour 

Law rulings and decisions affect- 

ing oil... Proposed Oil Legis- 

lation . . . Merchandising ideas. . 
in 


NATIONAL PETROLEUM NEWS 


Every Week 
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Neu Equipment 


AND THE MANUFACTURERS 


MOTOR CLEANER—A unit for re- 
moving gum, varnish, sludge, and 
other contamination from car motors, 
called the Grayco Motor Vitalizer is 
being marketed by the Gray Company, 
Minneapolis. Such cleaning restores 
lost compression, power and efficiency 
to the motor, it is claimed. 


* * * 


HIGH DELIVERY PUMP-—A new 
pump for dispensing gasoline in more 
than 20-gallon single deliveries has 
been announced by National Pumps 
Corp., Cincinnati. 

It delivers from 20 to 23 gallons per 
minute without excess power consump- 
tion or overloading of its units, the 
company reports. It comes with either 
a 1 to 100 gallon dial or one register- 
ing up to 200 gallons. 


* * * 


NEW STATION CATALOG—A new 
catalog showing complete details of 
its line of service station buildings, 
in color, has just been issued by the 
Butler Mfg. Co., Kansas City. The 
booklet gives data on construction as 
well as station design. 

x * * 


NEW ROLL-ON LIFT—A new 16- 
foot roll-on lift, with a superstructure 
only 4%s inches above the floor has 
been announced by Rotary Lift Co., 
Memphis, Tenn. This height allows 
for a shorter ramp and the length 
makes it possible to load long wheel- 
base light trucks and center the loads 
over the plunger, the company states. 
The lift is equipped with a positive 
dual spring ramp-chock which can be 
used as automatic or hand set. 


* * * 

SPARK PLUGS—Gas leakage has 
been eliminated in Champion Spark 
Plugs, the company reports, due to its 
new method of using dry “sillment” 
powder as a binder, instead of a wet 
type cement seal. This is reported to 
permanently seal the electrode assem- 
bly in the bore of the insulator. 

* * * 

VENTILATING FLAG POLE—In- 
cluded in its line of lighting and sign 
standards, Union Metal Mfg. Co., Can- 
ton, O., is offering a flag pole which 
is equipped to use as a vent for the 
station gasoline tanks. 

‘* * * 

NEW SELLING PICTURE--A new 
motion picture stressing the advan- 
tages to the oil company of selling a 
complete line of automotive products, 


including tires, batteries and acces- 
sories, has been completed by the B. 
F. Goodrich Co., Akron, O. 

Entitled “You’re the Doctor”, the 
picture is entertaining, while at the 
same time presenting a sound selling 
story on merchandising, the company 
states. It is now available to groups 
in the petroleum industry on request. 


* * * 


R. P. SUM- 
MERS was re- 
cently appointed 
sales manager of 
the Southwest 
Pump Co., with 
headquarters in 
Bonham, Texas. 
He formerly was 
Chicago district 
manager for the 
Southwest Co. 
and for U. S. Air 
Compressor Co. 
for five years. Prior to that he was 
a sales director for the automotive ac- 
cessory field. 





* * * 


LUBRICATION CATALOG-—A com- 
plete line of lubrication equipment is 
illustrated in the 1939 catalog of Ale- 
mite Division, Stewart-Warner Corp. 
Featured is the new series of lubrica- 
tion cabinets, containing unit system 
pressure tanks, finished in a modern 
design. 

‘ * * 


MILTON J. SANDLING was ap- 
pointed vice president of Howell Elec- 
tric Motors Co., Howell, Mich., it is 
announced by Aubrey Flood, president. 
Sandling has been connected with the 
company over 20 years, the last 15 of 
which as district sales representative 
at Battle Creek, Mich. 


* * * 


LUBRICANT — Colloidal graphite 
suspended in volatile liquids such as 
carbon tetrachloride, kerosine, and 
other organic liquids is being intro- 
duced by Acheson Colloids Corp. It 
may be applied by brushing, spraying, 
or dipping, the liquid then evaporating 
to leave a dry-lubricant film of graphite 
on the surface. 

The lubricant is adaptable to head- 
lamp bulbs and rims, radiator filler 
caps, sticking battery terminals, 
squeaky fan belts, hood latches, door 
lock mechanisms, license plate brackets 
and bolts, ete. 
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BUYS METER CO—Exclusive manu- 
facturing and world sales rights for the 
Bassler meter have been acquired by 
S. F. Bowser & Co., Fort Wayne, Ind., 
the company announces. These meters 
formerly were manufactured by Amer- 
ican Liquid Meter Co., Alhambra, Calif. 
Fred C. Farmer, sales manager of 
former American Liquid Meter Co. 
will join the Bowser organization as 
assistant sales manager Bassler divi- 
sion, with headquarters at Fort Wayne. 
C. J. Bassler, inventor of the meter, 
will remain at the Alhambra plant as 
chief engineer. 


* * * 


NEW COMPUTER PUMP-A gaso- 
line pump with a new type of computer 
is being marketed by Dayton Pump 
and Manufacturing Company, Dayton, 
O. The new computer has few work- 
ing parts, is simple in design and can 
be serviced in the field without special 
tools, the company states. 

The new pump also is equipped with 
a new centrifugal pumping unit and 
computing pump _ hook-up, through 
which the gasoline is pushed. 


* * * 


NEW FURNACE A new three-stage 
system of automatic control with a 
new type pilot fire is a feature of the 
Perfection Stove Co.’s new 1939 line 
of oil burning air conditioning fur- 
naces, the company announces from its 
Cleveland headquarters. Danger of 
clogging due to minute valve openings 
have been eliminated by a new device 
that employs a dipping method to 
supply oil for the pilot fire, it states. 


* 4 “ 


NEW METER PUMP—A new gear 
oil meter pump for use with fluid gear 
lubricants has been developed by The 
Phillips Pump & Tank Co., Cincinnati. 
It features a precision meter made as 
an integral part of the pump body, 
oil-tight leather pistons and a new 
self-priming principle, the company 
states. 


FLOOR PATCHING-—A new devel- 
opment in floor patching material has 
been announced by Flexrock Co., 
Philadelphia. Addition of montmoril- 
lonite in its resurfacer makes it mix 
easier and increases the toughness, the 
company states. 


ak * 


DRAIN RACK A new attachment 
for its drain rack, which allows for 
drainage of five-quart motor oil cans, 
as well as smaller sizes, has been an- 
nounced by Drain-All Co., Atlantic 
City. 


* ok * 


LESLIE C. ALLMAN has been ap- 
pointed vice-president and director of 
public relations of the Fruehauf Trailer 
Co., according to announcement by 
Harvey C. Fruehauf, president. Since 
joining the company 10 years ago, Mr. 
Allman has been advertising and sales 
promotion manager. 


AIR CLEANER An equipment unit 
which permits the operator to do a 
complete job of servicing an air clean- 
er is being marketed by Vulcan Manu- 
facturing Co., St. Paul, Minn. 


* * * 


WHEEL BEARING PACKER A 
pressure service unit consisting of a 
bearing packer, bearing washer and 
steel bench-display cabinet, that the 
company says brings showmanship in- 
to the servicing of front wheel bear 
ings is offered by the Linendoll Corp., 
Chicago. 

* * * 

BATTERY SERVICER A battery 
servicer, consisting of a charger, rack 
and discharge tester, that is sufficient- 
ly attractive to be prominently dis- 
played to the motorist, is being offered 
by Baldor Electric Co., Saint Louis. 


* * * 


STATION CATALOG Details on 
construction and design of pre-fabri- 
cated metal service station buildings 
are contained in the 24-page catalog 
recently issued by the Columbian Steel 
Tank Co., Kansas City, Mo. 


VACUUM CLEANER--—A small mod- 
el auto vacuum cleaner, for removing 
both dry dust, liquid shampoo or wate! 
from upholstery, has been added to 
the line of Breuer Electric Mfg. Co., 
Chicago. The unit is equipped with 
a °*s horsepower ball bearing motor. 


* * * 


LIFT —A_ different operating prin- 
ciple is claimed for its new twin post 
lift by the Weaver Mfg. Co., Spring- 
field, Ill. The rear post is stationary, 
with wheel chucks on each side which 
automatically center the rear axle of 
the car to be lifted above the rear post. 
The front post is adjusted forward or 
backward as necessary to accom- 
modate the length of the car. 


* * * 


AIR JACK-—A new air jack for 


raising the dead weight of an auto- 
mobile when it is on a lift or pit, 
has been announced by Simmons Mfg. 
Co., Ashland, O. This jack relieves 
strain and tension from bearings, king 
bolts and shackles and enables the 
operator to do a quicker lubrication 
job, the company states. 


* 


NEW LUBRICATION AID-—A new 
device, known as the Rock-A-Car, to 
provide continuous action of all car 
springs, shackles and spindles during 
lubrication has been announced by 
Globe Hoist Co., Des Moines, Ia. Such 
action allows the lubricant to get to 
points not reached when the car is 
quiet, the company states. 

* k * 

NEW TIRE GAUGE_A new master 
gauge, which provides a clear vision 
dial on or near the pump island so 
the motorist can watch the readings 
while the operator is using the tire 
gauge on the car, has been announced 
by Ames Supply Co., Chicago. 











DRESS UP 
WITH COLOR 


If you want your gasoline to 
‘go places’, dress it up with 
one of the nineteen well- 
known, snappy 


DYKEM 
Self-Mixing 
GASOLINE COLORS 


They create a sales appeal 
which means repeat sales. Even 
if customers forget your brand 
name, you can still make them 
remember the quality of your 
gasoline because of its dis- 
tinctive, sparkling shade, if you 
use 


DYKEM GASOLINE COLORS 


GREEN BN BROWN YR 
(deep sea shade) (walnut brown shade) 
GREEN N MAHOGANY WRF 
(bhuish grass shade) (deep mahogany shade) 
GREEN YN ORANGE Y 
(medium emerald shade) (reddish orange shade) 
GREEN GN ORANGE GY 
(bright emerald shade) (yellowish orange shade 
BLUE ORANGE GR 
(deep sky shade) (deep orange shade) 
RED BRONZE ORANGE R 
(scarlet shade) (bronee orange shade) 
RED B AMBER Y 
(bluish rose shade) ; (amber shade) 
VIOLET BRILLIANT YELLOW 
(deep siolet shade) (sunset golden shade) 
PURPLE R 


YELLOW N 
(bright purple shade) (lemon shade) 


BLACK B 
(deep black shade) 
Prompt shipments in any quantity. 


THE DYKEM COMPANY (Division) 


Dyestuffs & Chemicals, Incorporated 


11th & Monroe Sts 
St. Louis, Mo. 


In Canada: The Dykem Co., of Canada, Ltd. 
3194 Dundas St., W., Toronto, Ont. 


THE DYKEM COMPANY (Division) 
Dyestuffs & Chemicals, Incorporated 
11th & Monroe Sts., St. Louis, Mo. 


Send us full information about DYKEM 
asoline Colors. 


C1) Send sample of DYKEM ...... Per OT ci 
Pe sic na Sonleenesedan gus 
 ciiincadaaueawsaagen’ cgitigg 
aren agagcessorsnnetanesecanteneggaa scacatie 
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STATION BUILDINGS—A new cata- 
logue on service station buildings has 
been issued by Rostone Corp., Lafay- 
ette, Ind. It gives information on de- 
sign, costs, maintenance and location, 
the company states. 


* * * 


K. S. EDWARDS has been appointed 
assistant to the president of the Gilbert 
& Barker Mfg. Co., Springfield, Mass. 
He has been with the company 21 
years, lately holding the position of 
domestic sales manager. 

Walter C. Leitch, formerly assistant 
sales manager, becomes domestic sales 
manager. He has been associated with 
the Gilbert & Barker company for 19 
years. 


WALTER H. PARKER, manager of 
the liquid meter division of Pittsburgh 
Equitable Meter Co., Pittsburgh, has 
been elected a vice president, the com- 
pany announced. He will have charge 
of all manufacturing operations at 
Pittsburgh and Hopewell, N. J. 


* * * 


AIR COMPRESSOR.—A new air com- 
pressor that re-uses the air has been 
announced by Joyce-Cridland Co., Day- 
ton, O. The company claims this ac- 
tion cuts down the motor power needed 
for driving the compressor. 


* * * 
WARNING SIGNAL 


matic signal which is 
warning of holdups, 


A new auto- 
usable for 
burglaries and 
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fires, is being marketed by Amco 
Corp., Chicago. 


* * * 


NEW PUMP HOSE—A new 14-foot 
self-retrieving gasoline pump _ hose 
which will reach around two cars if 
necessary, has been announced by the 
Wayne Pump Co., Fort Wayne, Ind. 
It enables the motorist to watch the 
pump dial at the same time his car 
is being filled with gasoline, the com- 
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SOLD — INSTALLED — SERVICED — NATION-WIDE 






THE DOOR WITH THE 
MIRACLE WEDGE 


LUBRITORIUM—BULK PLANTS—WAREHOUSE—HOME GARAGE 


Manufactured by 


OVERHEAD DOOR CORPORATION 
Hartford City, Indiana, U. S. A. 











The approved 
lubricant for 
Hy poid Gears. 
In the master 
container, 











three pounds capacity, “‘Gunkan”’ from which the lubri- 
cant is transferred into the Differential Direct. 


There’s Profit For You. 


American Oil and Grease Corporation 
Ss 201 N. Wells St. - - 





So Write At Once To 





- CHICAGO, ILL, 
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pany states. The new “extenda-hose”’ 
cannot be put on old pumps, the com- 
pany announces. 


* * x 


CAN DRAINER—A new drainer for 
salvaging the clingage oil from empty 
motor oil cans and a new can squeezer 
for aiding the disposal of empty oil 


cans, have been announced by the 
Swingspout Measure Co., Los An- 
geles. 


Battery Makers May 11-12 


NEW YORK—tThe spring convention 
of the National Battery Manufacturers 
Assn. will be held at the Greenbrier 
Inn, White Sulphur Springs, W. Va., 
May 11 and 12, W. J. Parker, commis- 
sioner for the association, announces. 


Erie Salesmen Celebrate 
At General Meeting 


Over 100 district managers of the 
Erie Meter Systems, Inc., attended the 
company’s 1939 general sales meeting 
at Erie, Pa., March 6 to 10. All states 
were represented. 


L. O. Carlson, president; N. A. Carl- 
son, vice president; H. S. Pell, sales 
manager; W. B. Johnson, Jr., assistant 
sales manager and L. F. Smith, treas- 
urer, were the principal speakers. 


The background and growth of the 
Erie company was outlined by Presi- 
dent Carlson and the subject of “sell- 
ing and collecting” by Treasurer Smith. 


The value and use of advertising in 
connection with selling was stressed by 
Sales Manager Pell. In addition to “sell- 
ing,” the Erie managers were taken 
on an inspection of the company’s three 
plants and given an explanation of each 
step in the manufacturing of Erie 


products. 
A meeting of division managers was 


held prior to the general district sales 
meeting. 

















































NATIONAL PETROLEUM NEWS 








Company Stations 
Most Profitable 


CLEVELAND, March 27.—Gasoline 
sales through its company-operated 
complete service stations, known as 
“servicenters,” net back to its re- 
fineries the highest realization of any 
of its marketing outlets, stated W. T. 
Holliday, president of the Standard Oil 
Co. (Ohio) in its 1938 annual report, 
recently made public. 


In commenting on the competitive 
race in modernization of service sta- 
tions, which he said had been unusually 
acute in Ohio, thus aggravating the ob- 
solescence of old service station facili- 
ties, Holliday said his company had 
not felt it expedient to fully keep pace 
with the competitive modernization. 

“Nevertheless, over the past few 
years,” he said, “it has produced an 
aggregate of modern and attractive 
service stations with lubrication facili- 
ties which constitute a keystone to its 
entire system of distribution through 
its own stations and those of its deal- 
ers.” 

Of a total capital expenditure in 
1938 of $5,961,086, the company spent 
2,522,066 in its marketing depart- 
ment. This was for the construction 
of additional service stations, revamp- 
ing and modernizing old stations, re- 
placement of trucks and other equip- 
ment and a certain amount of con- 
struction work in bulk stations, Holli- 


day said. 
? The company’s dollar sales in 1938, 
after deducting gasoline and oil taxes, 


were $55,306,628, as compared with $57,- 
864,398 in 1937, the lower total being 





ag ’ 

‘ due to the decline in prices and not to 
‘ decline in the volume of sales, which 
m were the largest in the company’s 


history. 

Holliday said the weighted average 
retail service station price for regular 
grade gasoline realized by the Stand- 
ard of Ohio in 1938 was 12.94 cents a 
gallon, or 0.83 cents less than the price 
realized in 1937 and 1.17 cents less than 
the price realized in 1936. 

“Sales of premium grade Ethyl gaso- 
line have increased consistently since 
1935,” Holliday said. “In that year the 
percentage of sales of this product sold 
through service stations and bulk sta- 
tions reached a low of 7.3 per cent. In 
1936 this figure increased to 7.8 per 
cent; in 1937 to 8.7 per cent and in 1938 
to 10.5 per cent. 


“Sales of branded motor oils in 1938 
held at almost the same level as in 
1937 both as to volume and as to the 
ratio of oil to gasoline. Prices were un- 
changed, while a continued growth in 
the percentage of sales of premium 
oils resulted in an increase in the price 
realized per unit of sales. 


“Sales of kerosine and domestic fur- 
nace oils declined 17 per cent in 1938, 
nearly all such loss being in tank car 
sales. Prices realized on the sale of 
these products did not vary materially 
from those secured in 1937. 


“The volume of sales of tires, bat- 
teries and accessories in 1938 was 
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higher than that of any year in which 
your company has handled these prod- 
ucts. In dollar sales the increase over 
1937 was 12 per cent, while profit mar- 
gins were 19 per cent greater than in 
1937.” 

Phillips Petroleum Co. was another 
large oil company calling attention in 
its annual report to its growing sales 
of automotive equipment. Sales of 
tires, batteries and other accessories 
were seven per cent higher in 1938 than 
in 1937, the company reported. Sales 
of finished products for this company 
were 1,089,243,877 gallons in 1938, a 
record high for all time, and 8 per cent 
above 1937. 

Most of these products were mar- 


keted through 14,167 retail outlets in 
the company’s marketing territory of 


22 states, it was brought out. 


Standard vil Co. of Kentucky has 
placed a second merchandising trailer 
unit in service. The interior of the 
Merchandiser is arranged to provide 
an attractive display for the equip- 
ment and materials used for lubrica- 
tion, as well as other goods sold 
through service stations. It is being 
routed through the southern states on 
an educational tour of dealers. The 
trailer was made by the Fruehauf 
Trailer Co. 





% Just as BLACKMER Power 


Pumps take 


less H.P. 


(horsepower) 


to drive, 


so do 


BLACKMER 
Hand Pumps 
takes less M.P. 
(manpower) to 
operate. 





Easiest Turning Hand Mieget in lll the World 
— AND WE SHOULD KNOW, FOR WE’VE TESTED ALL MAKES 








Rotary Hand Pumps are a specialty with us. We 
make 15 different models — and we sell more of 


them than any other manufacturer. 


In our research laboratories we are continually 
making comparative tests— BLACKMER Pumps 
against other makes — and this is what we find: 


BLACKMER Hand Pumps are a 
decidedly SUPERIOR product be- 
cause: 1. They turn much easier. 
2. They give longer, better service — 
still in first-class shape when other 
pumps are worn out. 3. They give a 


smooth, continuous flow. 





4. They require no priming. 


...» Write for 
FREE Bulletin 


And best of all, you 
pay no premium for 
these finest of hand 
pumops! Bulletin 

HP200 gives full details and 

prices on all BLACKMER models. 
Get this data—and judge for yourself! 


BLACKMER PUMP COMPANY (Ma" 


1878 Century Ave., 


AUTOMATIC 
TAKE-UP FOR WEAR 












COMPLETE WITH DISCHARGE 


diam.) suction pipe and iron or bronze 
Grand Rapids, Mich. bung. Capacity 12 GPM, 







GENERAL SERVICE 
10 AND 20 GPM 


Specially designed for 
pumping gas or oils 
from storage tanks, 
drums, etc. Furnished 
complete with 42” long 
(i” diam.) iron suc- 
tion pipe and with iron 


E “4 
or bronze bung. 


Spout threaded for 
WITH DRIP PAN attaching 1” diam. 
Same as pump shown hose. 
above except for these 
additions: Spout shut-off 
valve which eliminates 
drippage, and drip 
pan equipped with 
screen. Overflow is 
screened and drains 
back into pump. 


HOSE AND NOZZLE —> 


Furnished in both 10 and 20 
GPM sizes. Each complete 
unit includes: Pump, suction 
Dipe, bung, and 8’ of 34” 
diam. BLACKMER gasoline 
and oil hose fitted with 
bronze nozzle. 


VISCOUS LIQUIDS 


For pumping heavy greases. 
Furnished with 42” tong 





EXCLUSIVE 





BUCKET DESIGN 
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Cash Box at Pump Island 
Foils Station Robbers 


Where to place the cash box or reg- 


ister in the service station? The 
problem is to provide maximum con- 
venience and eliminate lost motion in 
making change for a customer at the 
pump island, yet give the greatest fac- 
tor of safety in guarding contents of 
the cash drawer against sneak thieves 
and hold-up men. 

On the Pacific Coast considerable 
success has been found with an instal- 
lation of attractive and relatively in- 
expensive metal boxes, which are se- 
_curely fastened to steel posts imbedded 
at one end of the pump islands-—-some 
stations have such boxes at both ends. 
The cash drawers are opened or locked 
by keys carried on cords attached to 
the attendants’ belts and the keys can- 
not be withdrawn until the box is 
locked. 

A recent installation of this nature 
was made by Union Oil Co. at all of 
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its company operated stations on the 
West Coast, and the arrangement has 
been strongly advocated for retail out- 
lets operated by progressive independ- 
ent dealers. 

These boxes, which are made of sheet 
steel enameled to conform to the sta- 
tion’s color scheme, are mounted atop 
steel posts at the end of the pump is- 
land. Cabinet space is provided for 
glass cleaner, windshield chamois and 
cleaning cloths, dust cloths, credit 
card pads, pencils, and sales books, so 
that every sales and service opera- 
tion at the island centers around this 
unit. 

The money compartment is in the 
top of this box and carries enough cash 
to take care of all ordinary transac- 
tions. Access to the till is through 
a hinged cover which is released by 
the key. 

A number of advantages are claimed 





for these cash boxes over the money 
drawers found in the sales room of 
most stations. In the first place they 
make it unnecessary for the pump is- 
land salesman to leave his customer. 
Many waste steps are eliminated by 
locating the servicing, changemaking, 
and credit slip writing at this conveni- 
ent spot on the island. 

Observation shows that customers 
appreciate the fast and efficient serv- 
ice which is amplified in their minds 
by the added speed with which change 
is made, or credit slips written. 

The boxes also help the salesman 
keep in contact with that impatient 
second customer, who may drive away 
unattended unless reassured that his 
wants will be taken care of soon. 

Because the boxes are located where 
any hold-up attempt could be observed 
from the street, their use has been 
found to reduce the hazard of robbery. 


Although easily removed from the 
steel post at the close of business 
hours, the boxes cannot be carried off 
by bandits, or thugs. Locking nuts 
which are not accessible when the top 
is closed, fasten the boxes to the post 
during hours the station is open. 

Some independent stations using 
these cash boxes have found the simple 
sales tally form which is _ provided 
takes the place of cash-register tape 
and renders bookkeeping a simple mat- 
ter. 


Dubuisson Modernizing Station 


SOUTH HAVEN, Mich.—The first 
service station of the Wolverine Service 
Stations, built here 12 years ago by 
A. D. Dubuisson, is now being re- 
modeled. The lubrication department, 
built separate some years ago from the 
original station building, will be en- 
larged for the station’s office and dis- 
play room, rest rooms, and another 
enclosed service bay. This structure 
will have a new exterior wall of enamel 
plates. The original station building 
will be removed entirely, and new 
pump islands will be built. 





Leo Huff Heads Truck Show’s Public 
Relations Committee 


NEW YORK—J. F. Winchester, presi- 
dent of the National Motor Truck 
Show, Inc., has appointed Leo Huff 
as chairman of the public relations 
committee, for the year 1939, of the 
Sixth Annual National Motor Truck 
Show to be conducted on Navy Pier, 
Chicago, Nov. 8-16. 

Huff is manager of Pure Oil Co.’s 
motor transport division and is also 
chairman of the automotive transport 
committee of the American Petroleum 
Institute. 


Stoplights were first applied to auto- 
mobiles in this country in 1906. 


tetail financing of new automobiles 
in 1938 totaled slightly more than $516,- 
000,000. 
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NEEDS OF 
MODERN; 
FUELING 


Faster Fueling 
Full Straight Flow 
No More Coupling Leaks 


Hose Life Doubled—and Time and Labor of 
Replacements Saved 


Stream- flo 


The Champion 
of 


Hose Couplings 





For months leading hose manu- 
facturers, oil companies, pump manu- 
facturers and air transport lines have 
tested STREAM-FLO Couplings in 
laboratory and field. 


As a result twelve hose manufacturers 
have adopted STREAM-FLO for 
synthetic hose on the following 
proved points 





1. Delivers greater volume of fuel 


2. Has no flow restriction due to _ : 
bottle necking 


3. Has no flow restriction due to 
corrugations 


. ls made of one piece drop forged 
brass 
. Has no tubes to work loose 


4 
- 
6. Is non porous and non leaking 

7. Is durably and beautifully finished 
8. Will stand wrench abuse 

9. Is available in sizes 1,’ to 3” 


inclusive 


Samples Submitted Upon Request 


Send for Illustrated Catalog 
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Mid-Continent 


TULSA, March 27.—Buying interest 
in the Mid-Continent centered around 
higher octane grades of gasoline as 
marketing of 67 octane at service sta- 
tions spread, according to reports. 
Several Mid-Continent refiners said 
they were buying 67-69 octane gasoline 
in the open market to supplement their 
own production. 

Eighth-cent advances in gasoline 
quotations were reported by several 
Oklahoma, North and West Texas re- 
finers. One Oklahoma refiner reported 
sales of 67-69 octane unleaded and 67-69 
octane leaded gasoline at 4 cents and 
4.25 cents, respectively, early last week. 
Later, he reported selling 67-69 octane 
at 4.25 cents and indicated this was 
his low quotation for 67-69 octane. 

Kerosine was in good shape, refiners 
said. No open spot sales were reported. 


Michi 
ALMA, March 27.—Jobber demand 
for straight run and higher octane 
grades of gasoline kept pace with the 
usual spring demand, refiners reported 
last week. Bulk of movement of 
straight run gasoline was for farm use, 
refiners said. Prices reported for this 
grade ranged from 4 to 4.5 cents for 
intrastate movement and upward from 
3.75 cents for out-of-state movement. 


MWid-Westen 

CHICAGO, March 27.—Open spot 
sales of 29 cars of gasoline to jobbers 
were reported by refiners and tank car 
marketers at Chicago last week. Two 
tank car marketers reported advanc- 
ing their quotations for 62 octane & 
below gasoline 0.125 cent to 3.5 cents. 
Some resale agents reported scarcity 
of all grades of gasoline but particu- 
larly 62 octane & below. Summer tem- 
peratures in Middle West at the end of 
the week resulted in appreciable in- 
crease in jobber demand for “rush 
shipments” of gasoline, resellers said. 

Jobber demand for kerosine and 
tractor fuels in anticipation of agri- 
cultural needs showed marked improve- 
ment, with the bulk of movement 
against contracts, resellers said. Quo- 
tations reported for kerosine continued 
to range from 3.5 to 4.375 cents. 


Pennsylvania 

CLEVELAND, March 27.-Advanc- 
ing prices for neutral oils and wax 
continued to feature the western Penn- 
sylvania refinery market in the week 
ended March 25. No changes were re- 
ported in prices for other products. 
Demand for all products, including 
gasoline, was picking up, refiners said. 

Advances in neutral quotations re- 
ported by refiners ranged from 0.5 to 1 


cent per gallon, although there were 
some refiners who said there were no 
changes in their prices. Quotations re- 
ported for 25 pour test oils ranged from 
15.5 to 16.5 cents for 200 No. 3 color 
oil and 13.5 to 14.5 cents for 150 No. 
3 color. Some refiners said they were 
refusing to sell at priges currently 
quoted by other refiners. 

Wax continued scarce with few re- 
finers offering and quotations of the 
few refiners up 0.05 to 0.1 cent a pound, 
according to reports. Quotations re- 
ported for 122-124 A.m.p. white crude 
scale were: one refiner 2.65 cents, one 
refiner 2.75 cents; for 124-126 A.m.p.; 
three refiners 2.70 cents. 


Eastein 


NEW YORK, March 27.—Lower 
prices for high octane gasoline were 
reported by sellers at Baltimore dur- 
ing the week ended March 25. The 
lower prices were due to recent price 
reductions at Philadelphia, they said. 

Gasoline prices at New York harbor 
were reported unchanged. Occasional 
lower-priced offerings were heard but 
strictly “spot” offerings of high octane 
gasoline in barge lots continued to be 
held at a minimum:of 5.625 cents, sell- 
ers said. 

Occasional reports of price shading 
also were heard at Boston. Generally, 
however, prices for high octane ranged 
upwards from 5.875 cents, it was said. 


Gulf 


NEW YORK, March 27.—Grade C 
bunker oil in cargo lots was the most 
closely held product at the Gulf, ac- 
cording to reports of refiners, brokers, 
and buyers the past week. 

Quotations for this oil generally were 
said to be nominal, with little material 
available for prompt shipment. One 
supplier said he was quoting 72 cents 
per barrel for Grade C for fairly 
prompt lifting. Cargoes for late April 
and early May were held for a mini- 
mum of 70 cents, with sellers reluctant 
to offer, it was said. 

Kerosine prices were 0.125 cent lower 
when at least one refiner reported quot- 
ing 3.625 cents for 41-43 water white 
and prime white grades. Unconfirmed 








N.P.N. Gasoline Index 


Dealer Tank 

TW. Car 

Cents per Gal. 

MAT Het osc 4 es 9.35 5.48 
Month ago ...... 9.37 5.39 
TOG BLO side cds 10.12 5.93 


Dealer index is an average of 
“undivided” dealer prices, ex-tax, 
in 50 cities. 





Tank car index is a weighted 
average of 12 wholesale markets 
for regular-grade gasoline. { 




















reports of this product being offered 
at 3.5 cents also were heard. 

Gasoline prices for domestic and ex- 
port shipment were reported un- 
changed. Occasional reports of the 
higher octane grades being available 
at lower prices were encountered, but 
they were unconfirmed. 


A Lip ° 

LOS ANGELES, March 25.—In a 
move to regain some of the Atlantic 
foreign market for cargo shipment of 
California gasoline, local suppliers 
were reported in active negotiations 
for upward of four cargoes of 65 oc- 
tane—or better—motor fuel. Although 
actual sales were lacking, indications 
pointed to lower quotations on prod- 
ucts moved through the Canal, traders 
said. 

The trade had it that quotations of 
4.375 cents a gallon on a 65 octane 
product had been turned down by the 
interested buyers but that a deal might 
be made on a firm offer of about 4.25 
cents. 

Independent plants in the Los An- 
geles Basin generally reported quoting 
6.5 cents at the rack, exclusive of tax, 
but one supplier said he was quoting 
6.25 cents. These quotations were for 
unbranded or third-grade competitive 
products. 

Lack of demand and pressing stor- 
age conditions at some independent 
plants were said to have caused some 
pessimism over the future of burning 
oil prices. Spot quotations continued to 
range from $1.00 to $1.05 on diesel fuel 
and $1.10 to $1.15 on kerosine-distillate, 
although business was taken at slight- 
ly lower prices in some instances, ac- 
cording to reports. 


NEW YORK, March 27.—Fuel oil 
markets were unsettled along the east- 
ern seaboard, according to reports of 
traders the week ended March 25. 

Prices at Boston and Providence 
were reported lower early in the week. 
Tank car offerings and sales of kero- 
sine and No. 1 oil were reported at 
4.25 cents in Boston, with No. 2 at 38 
cents. 

Providence prices for kerosine and 
No. 1 were 0.15 cent higher than Bos- 
ton, with No. 2 generally quoted at 
3.875 cents in tank cars, according to 
reports. 

Unconfirmed reports of shaded offer- 
ings of kerosine, Nos. 1 and 2 oils were 
heard at New York harbor. 

Heavy industrial fuels were in good 
position in most eastern seaboard dis- 
tricts, traders said. 

a * * 

CHICAGO, March 27.--Open_ spot 
sales of 8 cars of light fuels including 
range oil, were reported by marketers 
and refiners here the past week. Mild 
temperatures at the end of the week 
slowed down the demand. No changes 
in quotations were reported. 

Local industrial demand for Nos. 5 

(Continued on page 115) 
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REFINERY TANK CAR MARKETS 


All prices on this page are publisher's opinion of open market quotations or sales, for spot shipment (10 to 15 days) unless otherwise stated. Prices in cents 
per gallon, except heavy fuel oils in dollars per barrel of 42 gallons, war and petrolatums in cents per pound in barrels, lank car lots, f.o.b. refineries in 
districts designated, except where otherwise noted. Inier-refinery and export prices not included unless so slated in the respective markets. Federal, state or 
municipal tazes not included. Prices quoted apply on products made from legally produced crude. Unless otherwise noted, gasoline octane ratings are deler- 


mined by C.F.R. Motor method, A.S.T.M. D2357-33T; and lubricating oil specifications determined according to A.S.T.M. methods, unless otherwise noted. 








Gasoline | Prices Effective March 27 March 20 Prices Effective March 27 March 20 
| CALIFORNIA (3c tax to be added if used in state) | CENTRAL WEST TEXAS (Prices to truck transports) 
Prices Effective March 27 March 20 | YJ. S. Motor: | U.S. Motor Gasoline: (Octane L-3) 
OKLAHOMA 54-58 gravity, for in- 62 oct. & below... .(e) 3 75_-4.00 (e 3.75 - 4.00 
U. S. Motor: (Octane L-3) state shipment. .... 6.50 - 9.25 6.50 - 9.25 oo bs nee revese (04.75 o 4.75 
62 oct. & below.... 3.875- 4.25 3.75 - 4.25 54-58 gravity, for out- ee ee anaes seinen 
63-66 oct. 4195— 4.375 4.00 - 4.35 side state shipment 6.25 9 00 6.25 - 9.00 E. uA. 
eee ce eee <9 Dae > amie 58-61 gravity, 375-400 U. S. Motor Gasoline, (Octane L-3) 
67-69 oct... ... ... 4.125- 4.75 4.25 - 4.625 - Shove 7.75 -9.7%3 7.75 - 9.75 
70-72 oct..... $.625- 5.00 4.50-5.00 | e.p., 65 oct. & above 7 <5 See oe 67-69 oct. ......... , 
60-62, 400 e.p...... h) 3.75 -3.875 (h)3.75 | N. TEX. (b) 70-72 oct..........(h)4.50 -4.75 (h) 4.50 -4.75 
} . 7 60-62, 400 e.p. coanstay & Bae 375(b) 4.125-4.375 
WESTERN PENNA U. S. Motor: (Octan L-3) wes - 
Bradford-Warren: ania. tiles  875- 4.25 (i) 3.75 a N. LA. (For shipment to La. & Ark.) 
Motor gasoline: 68-66 oct.......... 4.373- 4.50 4.25 - 4.50 | U. S. Motor: (Octane L-3) 
U. S. Motor: 67-69 oct... $50 -4.75 4.375- 4.75 62 oct. & below... . (h) 4.125-4.375(h) 4.125-4.375 
Min 65 oct 6 00 6 75 6.00 6.75 70-72 ee 1 625 5.125 4 so 5 1235 63-66 oct... ... ...(e) 4.375-4. 625 (e) 4.375 4.625 
‘ > Secs 32 a” ies 3.873. (h)3.75- 3.875 -69 oc e) 4.625 T5(e 25-4. 875 
Min. 70 oct... ... h)6 50 (h)6.50 | 60-62, 400e.p........  (h)3.875 — (h) 3.75- 3.875 hla «+ SOS Seats ae es 
“Q" gasoline... .. g&h)6.50-6.75(g&h)6.50-6.75 | KANSAS - » . P Kee —_ netian poatliccisisciaioad Sa 
NSAS (For K jestinat ly) . 7 
Other districts: U.S.M : Se cog ee ARKANSAS (F.o.b. Ark. plant of one refiner, for 
7 - 5. Motor: (Octane L~ shipment to Ark. & La.) 
Motor gasoline: 62 & bel 25-5.00 3.875- 5.00 1's 
U. S. Motor (58-62° = ba a $.125- 5.0 hi $75 > a | U.S. Motor: (Octane L-3) 
gravity):.......... 4.25 - 5.00 4.25 - 5.00 a COOLERS. «- «++ a - aon a - a 62 octane & below +00 1.00 
<i gasoline. wees. (g) 6.25 —-7.00 (g) 6.25-— 7.00 | (0-72 octane... f3- 2 72>) 04.090 9.8f90 67-69 Och... «as. 150 450 
~ EN” . , W. TEX. (b) ‘Ss : : : : 
CENTRAL MICHIGAN (a) OHIO (S. O. Ohio quotations for statewide delivery 
Str.-Run Gasoline (c) 4.00- 4.50 (ec) 4.00—- 4.50 a ests — ried ; ee ‘ peer to cumetlinn for local price disturbances) 
J 2 oct. & below... .(h 00 375 (h) 3.875-4.50 a le OOO. sc acnces 1.2 7.25 
ap P rr (Octane L-3) o — | 63-66 oct.......... e)4.375 (e)4.25 Above 65 oct... ..... 7.50 7.50 
-69 octane . (e)6. 56 (e)6.5 67-69 oct...... ...(h) 4.50 -5.00 (h) 4.50-4.625 
70-72 octane.... 7.25 — 7.95 7.23 — 7.75 70-72 oct h) 4.875-5.50 (h) 4.75 -5.00 (Continued on nezt page) 





(a) Pricee f.o.b, Central Michigan refinery group basis, for shipment within Mich. Shipments may originate at plants outside Central group. (b) For shipment to Texas and 

ew Mexico destinations; Group 3 prices quoted for northern shipment. (c) Excluding Detroit shipment. (e) One refiner quoting. (f) Two suppliers quoting. (g) To re- 
sellers holding licenses. (h) Two refiners quoting. (i) Correction: Thru clerical error, price of N. Texas U. S. Motor gasoline, 62 oct. & below, March 20, was shown at 3.625- 
4.25c, in March 22 issue, page 36. Correct price that date was 3.75-4. 25c. 





MID-WESTERN TANK CAR MARKET 


Prices in this Midwestern Tank Car Market table are gathered from refiners and tank car marketers or brokers from their offices located in Chicago and the 
surrounding territory. While the prices are quoted on a Group 3 (Oklahoma) freight rate basis, this is in accordance with the custom of the oil industry which 
uses Group 3 as a price basis for the ease of comparing prices even when the material originates in another refining district. Generally when prices are quoted in 
this Chicago market, the origin of the material is not known at the time the quotation is given, oflentimes even with the quoting refiners who have refineries in more 
than one refining district All other gasoline prices are given by and for the particular refining district where the material is made and from which it is shipped. 





Gasoline Prices Effective March 27 March 20 
Prices Effective March 27 Masolk 26 | - ] “ | No. 6 Satara wseece . $0 35 $0 455 $0 35_ $0.45 
U. G. I. gas oil....... 2.625- 3.00 2.625- 3.00 
U.S. Motor: (Octane L-3) F uc and Gas Oils Range oil............ 3.375- 4.00 3.375- 4.00 
62 oct. and below... 3.625- 4.125 3.375- 4.125 | Pri Edecti a March 20 
GB-OS O06... 0620, 3.75 $00 3.75 -— 4.00 rices Effective. .... March 27 March 2 
67-69 oct......... 3.875- 4.375 3.875- 4.375 | £ y 
ok........., $25 4.873 4.125- 4.875 | No.1 pw.. }375- 3.875 3.375- 3.875 | Naphtha and Solvent 
] No. 1 straw... 3.375- 3.625 3.375- 3.625 Saad, ate: 
e | No. 2 straw... 325 -3.50 3.25 - 3.50 | Stoddard solvent..... > B75 ». 875 
Kerosine | Ne S.. 3.00 - 3.25 3.00 - 3.25 | Cleaners’ naphtha.... 6.375 6.375 
41-43 gravity, w.w 3.50 - 4.125 3.50 - 4.125 No. 5 $0.575-$0.70 $0.575-$0.70 | VM. & P, naphtha. . 6.375 io 
ee »<hcialrhar alam <e-in A eo 9. ON — Mineral spirits....... +. Sao >. 375 
42-44 gravity, w.w... 3.625- 4.375 3.625- 4.375 | Rubber all wag 6 375 6 375 
| Lacquer diluent. 7.375 7.375 





Daily range of gasoline prices as reported in PLATT’S OILGRAM (Week Ended March 214, 1939) 


U. S. Motor, (Octane Number determined according to L-3 Method 





in Okla., Texas and Mid-Western Districts): March 20 March 21 March 22 March 23 March 24 
62 octane and below: 
SG iil sb acce ke a vel Mie ek saenwceueees Hees ; 3.75 4.25 3.75 ‘.25 3.75 4.25 3.75 4.25 3.75 4.25 
IP INNNS ad So Nciadacs Ceweuce vases scenes eos 3.75 4.25 3.75 — 4.25 3.875- 4.25 3.875- 4.25 3.875-— 4.25 
West Texas. ...... pete ec ac POO er eee er d) 3.875-4.50 d) 3.875-4.50 d) 3.875-4.50 d) 3.875-4.50 d) 3.875-4.50 
Mid-Western (Group 3 basis).... rene Posey dora e 3.375- 4.125 3.375-— 4.125 3.375-— 4.125 3.50 4.125 3.50 4.125 
\ 63-66 octane: 
Oklahoma OFT Tee ee ; : PEt ee 1.00 4.25 1.00 4.25 1.00 4.25 + 00 1.25 1.00 4.25 
Se MI NINE 0 dk hc karce sccm cce% ve cclewiend a is ‘ 25 $50 4.25 4.50 4.375- 4.50 4.375- 4.50 4.375- 4.50 
. ok ee eee a Sietaaierse a ee b)4.25 b)4.25 b)4.25 b)4.25 b)4.25 
Mid-Western (Group 3 basis)....... Deo fates ihr ta, coer aie 3.75 1.00 3.75 41.00 3.75 1.00 3.75 + 00 3.75 1.00 
67-69 octane: 
I Saale ocd iad Gla de ccssts’u ale cone SaaS , 4.25 1.625 25 +625 4.00 — 4 625 1.00 — 4.625 25 - 4.625 
i re pera eee 4.375- 4.75 4.375-— 4.75 50 — 4.75 4.50 -— 4.75 $.50 — 4.75 
RIC ict ech a teow cee cadre iad acces mess ee d) 4.50-4.625 d) 4.50 —4.625 d) 4.50 -4. 625 d) 4.50 —4.625 d) 4.50 —4.625 
Mid-Western (Group 3 basis)...... Ree hain oe 3.875- 4.375 3.875— 4.375 3.875- 4.375 3.875- 4.375 3.875- 4.375 
70-72 octane: 
a Eee eer nee one tr ee ; 4.50 — 5.00 4.50 — 5.00 4.50 — 5.00 450 - 5.00 1.50 — 5.00 
CO 2 SRS or errr rr ere ecereat 4.50 -— 5.125 4.50 — 5.125 4.50 — 5.125 $50 >. 125 1.50 >. 125 
2 ae eee ao bates , d) 4.75 —5.00 d) 4.75 —5.00 d) 4.75 -5.00 d) 4.75- 5.00 d) 4.75 —5.00 
East Texas....... Wee Te Tee Te aah Paced ois d) 4.50 -4.75 d) 4.50 -4.75 d) 4.50 -4.75 (d) 4.50 -4.75 d) 4.50 -4.75 
Mid-Western (Group 3 basis)................. ape erates 4.125- 4.875 4.125- 4.875 $.125- 4.875 4$.125-— 4.875 1.125- 4.875 
Motor Gasoline, 60-64 octane: 
New York harbor......... error ee arene tr 5.75 — 6.25 5.75 — 6.25 5.75 - 6.25 5.75 -— 6.25 §.75 — 6.25 
Philadelphia district.............. nev ae cena ans aia 5.75 — 6.25 §.75 — 6.25 5.75 - 6.25 5.75 -— 6.25 5.75 — 6.25 
Baltimore district...............- nee ee 5.75 — 6.25 5.75 — 6.25 +.75 — 6.25 5.75 — 6.25 5.75 -— 6.25 
Motor Gasoline, 65 octane & above: 
CS ee eae ake ; 5.75 - 6.25 5.75 -— 6.25 5.75 -— 6.25 5.75 -— 6.25 5.75 — 6.25 
Philadelphia district.............. Ree ; 5.75 — 6.25 5.75 — 6.25 5.75 — 6.25 5.75 -— 6.25 5.75 — 6.25 
I I i cok cugeldacvanswereeewn sa See 5.75 6.25 5.75 6 25 >.75 — 6.25 >.75 - 6.25 5.75 — 6.25 
U. S. Motor, 58-62°: 
Other districts (Western Penna.).................4.. aces ctetl 4.25 5.00 4.25 5.00 4.25 5.00 4.25 5.00 4.25 5.00 
Motor Gasoline, Min. 65 octane: 
} Bradford-Warren (Western Penna.).................. Perth 6.00 6.75 6 00 6.75 6.00 — 6.75 6 00 6.75 6.00 6.75 
| Motor Gasoline, Min. 70 octane: 
Bradford-Warren (Western Penna.)................5-. SP ee d)6.50 d)6.50 d)6.50 d)6.50 d)6.50 
“QO” Gasoline: 
Bradford-Warren (Western Penna.)................ ve c&d)6 .50-6.75 c&d)6.50-6.75 c&d)6.50-6.75 c&d)6.50-6.75 c&d)6.50-6.75 
Other Districts (Western Penna.)........ Per a c) 6.25-— 7.00 c)6.25- 7.00 c) 6.23-— 7.00 c) 6.25- 7.00 c) 6.25- 7.00 


(a) For shipment to Texas and New Mexico destinations: Group 3 prices are quoted on northern shipment. (b) One refiner quoting. (c 


_ : To resellers holding licenses. 
Iwo refiners quoting 











(d) 
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REFINERY TANK CAR MARKETS 


All prices on this page are publisher's opinion of open market quotations or sales, for spot shipment (10 to 15 days). 


Prices in cents per gallon 


except heavy fuel oils in dollars per barrel of 42 gallons, tank car lots, f.o.b. refineries in districts designated, except where otherwise noted. Inter- 
refinery and export prices not included, unless so stated in the respective markets. Federal, state or municipal tazes not included. Prices quoted 


apply on products made from legally produced crude. 


Unless otherwise noted, gasoline octane ratings are determined by C.F.R. Motor method, 


A.S.T.M. D-357-33T; and lubricating oil specifications determined according to A.S.T.M. methods, unless otherwise noted. 





Natural Gasoline 


Prices to blenders on freight basis shown below. 
Shipments may originate in any Mid-Continent manu- 
facturing district.) 
Prices Effective 


F.0.B. GROUP 3 


March 27 March 20 


Grade 26-70......... 2.50 2.625 2.50 -— 2.625 
F.O.B. BRECKINRIDGE 
Grade 26-70......... 2 e105 2.379 


CALIFORNIA = (F.o.b. plants in Los 
75-85, 350-375 e.p. for 


Angeles basin) 


es 6.50 6.75 6.50 -— 6.75 
Kerosine 
WESTERN PENNA. 
Bradford-Warren: 
45 gravity w.w....... >. 00 5.00 >. 25 


46 gravity w.w.......(e) 5.375-5.50 (e 
Other districts: 


45 gravity w.w....... 5.00 >. 25 5.00 — 5.25 
46 gravity w.w....... h)5.125 (h)5.125 
47 gravity w.w.. 5.25 5.25 


CENTRAL MICHIGAN (a) 


47-49 gravity w.w..... 5.00 » 20 5.00 -— 5.20 
OKLAHOMA 

41-43 gravity w.w..... 3.875-— 4.25 3.875- 4.25 
42-44 gravity w.w..... 4.00 1.625 4.00 - 4.625 
KANSAS (For Kansas destinations only) 

41-43 gravity w.w..... e)4.25 (e)4.25 
42-44 gravity w.w..... 4.375- 4.50 4.375- 4.50 
N. TEX. (b) 

41-43 gravity w.w..... ‘25 1.50 4.25 - 4.50 


N. LA. (For shipment to La. and Ark.) 
41-43 gravity w.w.....(h) 4.00 —4.125(h) 4.00 -4. 


ARK. (F.o0.b. Ark, plant of one refiner for shipment 
to Ark. and La.) 


125 


41-43 gravity w.w..... 1.50 4.50 
CALIFORNIA 
40-43 gravity w.w..... » OO 7.00 5.00 - 7.00 


Gas and Fuel Oils 
WESTERN PENNA. 
Bradford-Warren: 


36-40 gravity........ e) 4.625 (e)4.625 
Other districts: (Excluding Pittsburgh District Prices) 
36-40 gravity........ ‘.25 1.375 4.25 =— 4.375 


CENTRAL MICHIGAN (a 
P.W. Distillate....... 1.50 1.75 4.50 - 4.75 
No. 3 gas oil, Str i 4.00 — 4.50 
U.G.I1. gas oil........ 5. 75 100 3 
Fuel Oils (Vis. at 100): 

500-700 Vis. 


paneinwa 00 2.25 2.00 - 2.25 
300-500 Vis........ > ae 2.20 2.25 -— 2.50 
100-300 Vis........ > a Y | 2.8 2.375- 2.875 
OKLAHOMA 
No. 1 prime white.... 3.50 1.00 3.50 - 4.00 
No. 1 straw..........(h) 3.375-3.625(h) 3.375-3.625 
No. 2 straw.......... 3.25 3.625 
No. 2 dark..........(h)3.125-3.25 
U.G.I. gas oil. . .(h)3.25 -3.375 
28-30 gravity fuel oil... e325 2s 
28-30 gravity zero fuel 2.75 3.25 2.75 = 3.25 


- « o~wd 
24-26 gravity fuel... .(e) $0.85-$0.90(e) $0.85-$0.90 


14-16 gravity fuel.... (e)$0.70 (e)$0.70 

No. 6 A Se h) $0.35-$0.45 (h) $0.35-$0. 45 
Range oil h) 3.875-4.00 (h) 3.875-4.00 
KANSAS (For Kans. destinations only). 


No. 1 p.w. fuel oil. . 8.75 
10-14 gravity fuel oil.. 
N.”.TEX. (b) 

No. 1 Prime white... . e 
N. LA. (For shipment to La. and Ark.) 


20-24 gravity fuel... .(e)$1_00-$1.05 (e) $1.00-$1.05 
16-20 gravity fuel... ..(e) $0. 80-$0.85(e) $0.80-$0.85 
10-14 gravity fuel... .(e) $0. 70-$0.75(e) $0.70-$0.75 


1.00 3.75 - 


, 4.00 
$0 45 $0.80 


$0.45 -$0.80 


1 oo 


e)4.00 


ARK. (F-.o.b. Ark. plant of one refiner 
to Ark. and La.) 


No. 2 fuel. 


, for shipment 


Ae eee § 625 3.625 

28-30 gravity gas oil, 
Oe ree 5.12 3.125 
Tractor Fuel........ 4.2 j)4.25 








Prices Effective March 27 March 20 


CALIFORNIA 
San Joaquin Valley: 


NS Ri. Se $0.50 -$0.75 $0.50 -$0.75 
Light fuel........... $0.70 -$0.85 $0.70 -$0.85 
Diesel fuel (per gal.).. 3.00 1.00 3.00 - 4.00 
Stove dist. (per gal.).. 3.25 -5.00 3.25 - 5.00 


Los Angeles: 

Heavy fuel........... $0.43 —$0.90 
tS eee $1.00 $0.60 -—$1.00 
Diesel fuel (per gal.).. 2.50 4.00 2.50 -— 4.00 
Stove dist. (per gal.).. 2.75 5.00 2.75 -— 5.00 


$0.43 -$0.90 


San Francisco: 


Heavy fuel.......... $0.95 $0.95 
I eee $L.05 $1.05 
Diesel fuel (per gal.).. 1.50 4.50 
Stove dist. (per gal.).. 5.50 5.50 


Note: All above heavy fuels meet Pacific specifica- 
tion 400; light fuel, spec. 300; Diesel fuels, spec. 200; 
and stove distillate, spec. 100. 


Neutral Oils 


WESTERN PENNA. (Refiners report no open spot 
market sales being made to jobbers and give follow- 
ing as their quotations only.) 


Viscous Neutrals No. 3 col. (Viscosity at 70° F.) 
200 Vis. (180 at 100°) 420-425 fl. 
bo Se 18.50 —-19.00 18.50 
Sk re 17.50 —18.00 17.50 
Jy. Sea 17.00 —17.50 17.00 
See 15.50 -16.50 15.50 -16.25 
150 Vis. (143 at 100) 400-405 fl, 
Otis sv idcceicces h) 17.50-18.00 7.50 
err h) 16.50-17.00 16.50 
| 9S, Sees h) 15.50-16.00 15.50 
Be Re aenaaens ahs 13.50 -15.00 13.50 -14.25 
SOUTH TEXAS 
Vis. Color 
Pale Oils: (Vis. at 100°F.) 
100 No. 14%-2..... 1.50 ».00 4.50 - 5.00 
200 INGs A-Saccccesss 6.00 6.25 6.00 — 6.25 
8 ee See ee 6.50 6.75 6.50 -— 6.75 
500 No. 24%-3%..... 7.50 —- 7.75 7.50 -— 7.75 
750 No. 3-4......... 8.00 — 8.25 8.00 -— 8.25 
S200 INO. S-4...cc cnc 8.375-— 8.75 8.375- 8.75 
eee 8.50 9.25 3.50 -— 9.25 
Red Oils: 
200 No. 5-6....... 6.00 6.25 6.00 - 6.25 
B00 No: S-6...5.....5. 6-50 6.75 6.50 -— 6.75 
Se > eee 7.50 4.4 7.50 - 7.75 
cob Se 8.00 8.25 8.00 -— 8.25 
EDOO Ne. B6..2.05564% 8.375- 8.75 8.375- 8.75 
2000 No. 5-6......... 8.50 9.25 8.50 - 9.25 


Note: Red oil prices cover oils with green cast; blue 
cast red oils are slightly lower in some cases. 


MID-CONTINENT (Vis. at 100° F.; F.o.b. Tulsa 
basis). 


Pale Oils: (0 to 10 P.P.) 


Vis. Color 

60-85—No. 2..... , >. 50 5.50 
86-110—No. 2...... 6.00 6.00 
1S0—No. 3.......... 9.00 9.00 
180—No. 3... 9.50 —10.00 9.50 -10.00 
200—No. 3 10.00 —10.50 10.00 -10.50 
250—No. 3.......... 11.00 —-11.50 11.00 -11.50 
ae | a 12.50 12.50 
SO00—No. 8... cece. 13.00 13.00 
Red Oils: 

180—No. 5.......... €)9 00 (e)9.00 
200—No. 5.......... 9.00 -10.00 9.00 -10.00 
ee Ee 11.50 -11.75 11.50 -11.75 
300—No. 5.......... h) 12.00 (h) 12.00 


Note: The following oils, of 15 to 25 p.p., are 
generally quoted these amounts under 0-10 p.p.; 
viscous oils, 0.5c; non-viscous, 0.25c. Viscous oils 
(150-300 vis.), No. 4 color, generally are quoted 
0.5c above No. 5 color oils. 


CHICAGO (Vis. at 100° F. 
Pale Oils 0 to 10 p.p. 


Vis. Color 
60-85—No. 2....... ee 1.20 
86-L1O—No. 2...... 4,40 7.%0 
150—No. 3....... 9.00 9.00 
180—No. 3........ 10.00 10.00 
200—No. 3........ : 10.50 10.50 
250—No. 3.......... 11.50 11.50 








Prices Effective March 27 March 20 
CHICAGO (Continued) 

Red Oils: 

BOING, Dec cs 5-5.05 9.00 9.00 
eT Os oi a 'sisied.o5e 9.50 9.50 
FIO =HINO. Dive cc eds. 10.50 10.50 
TO -= INGOs Bias ceec'c ss 11.50 11.50 
DOO ING. Di dpvivevccs i} Byes tL .7% 


Note: Viscous oils, 15 to 30 p.p. are quoted 0.5c 
lower; 60-85 and 86-110 No. 2 non-viscous oils, 15 
to 30 p.p., 0.25c lower. To obtain delivered prices in 
Chicago, add 0.25c per gal. 


Cylinder Stocks 


MID-CONTINENT  (F.o.b. Tulsa basis) 
Bright Stocks: 


190-200 Vis. at 210° D.  (e) 19.00 (e)19.00 
150-160 Vis. at 210°D: 
O00 20 ibs... 5 as 14.25 -16.00 14.25 -16.00 
5O'R0 20 Bs. oc ccs 13.50 -15.00 13.50 -15.00 
25 to 40 p.p........ h) 13.25-13.50(h) 13.25-13.50 


2 DFE é 
150-160 vis. at 210° E. 
120 Vis. at 210° D 
0 06 20 Oi. 6 <cces h 
25 to 40 p.p........ 
600 S.R. Dark Green.. e)5.50 
600 S.R. Olive Green. .(h) 7.00 —7 


2.50 -14.50 12.50 -14.50 


13.75-14.50(h) 13.75-14.50 
(e)12.75 
(e)5.50 


( 
50 (h) 7. 00 -7.50 


tS a e)12.50 (e)12.50 

AN oa vices aces h) 3.50 -4.00 (h) 3.50 -4.00 

CHICAGO (Viscosity at 210°) 

Unfiltered Steam Refined: 

Ee eer a 9.00 9.00 

rr a ray a ee 10.00 10.00 

RT PP ere 11.00 11.00 

Bright stocks, 160 vis. at 210. No. 8 color: 
he ee 15.75 15.75 
ba le ee 14.75 14.75 
30 to 40 p.p........ 14.25 14.25 

E filtered Cyl. Stock. . 13.50 13.50 


Note: To obtain prices delivered in Chicago, add 
0.25c per gal. 


WESTERN PENNA. (Refiners report no open spot 
market sales being made to jobbers and give fol- 
lowing as their quotations only.) 


600 S.R. filterable.... 8.00 -10.00 8.00 -10.00 
oS ae 10.00 -11.50 10.00 -11.00 
od, Tee 10.50 -12.00 10.50 -12.00 
I eee 13.00 —-14.00 13.00 -14.00 


Bright stock, 145-155 vis. at 210°, 540-550 flash, No. 
8 color: 


Lol Seer 18.00 -19.00 18.00 -19.00 

re Pon 17.00 —18.00 17.00 -18.00 

, ere 15.00 —16.00 15.00 -16.00 
Petrolatums 


WESTERN PENNA. (In bbls., carloads; in tank 
cars, 0.5c per lb. less. One refiner reports he equalizes 
freight with nearest refinery to destination) 


ee 5.875- 6.125 5.875- 6.125 
Co | Ae t.875- 5.125 4.875- 5.125 
Cream White........ $.875- 4.125 3.875- 4.125 
Light Amber......... 2.50 3.5 
A erie 2.20 2.20 

OS eee ee P e)2.125 (e)2.125 


Wax 


WESTERN PENNA. (Refiners report no o spot 
market sales being made to = and give following 


as their quotations only. In bbls., carloads, New York) 
122-124 A.m.p., w.c. 
| err h) 2.65 -2.75 (h)2,60 
124-126 A.m.p., w.c 
epee 2.70 2.60 
OKLAHOMA (In bbls. or burlap bags, carloads) 
124-126 A.m.p., w.c. 
DUNN a6 5 Sie wow b aes h) 2.60- 2.70 (h) 2.60 - 2.70 
CHICAGO carload lots. Melting points 


(In begs. 
are E.M.P. (A.S.T.M.) 
into A.m.p.) 


Fully refined: 


methods; add 3° F. to convert 


RG i aaa kiana £.25 4.00 
J: reer 4.35 (i)4.10 
EEE «6 wishes non i) 4.70 (4.45 
BSE 6 6 x 0 eas sucess 15.00 (i)4.75 
oo ere i)5.25 (i)5.00 
po Sy 16.00 (5.75 





(a) Prices f.o.b. Central Michigan refinery group basis, for shipment within Mich. 
New Mexico destinations: Group 3 prices quoted on northern shipments 


holding licenses. (h) Two refiners quoting. 


i) Same prices quoted in bags or slabs loose. 


c) Excluding Detroit shipment. 


Shipments may originate at plants outside Central group. (b) For shipment to_Texas and 
etre i (e) One refiner qu oting. 
Gj) For shipment to Ark. points only. 


f) No price reported. 


(g) To resellers 
(k) Two suppliers quoting. 
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TANK WAGON MARKETS 


Tank car, tank wagon, dealer, and service station prices for gasoline do not include taxes; they do, however, include inspection fees as shown in general 


footnote. 


Gasoline tazes, shown in separate column, include \c federal, and state ta tes; also city and county tares as indicaled in sootnotes. 
wagon prices also do nol include tares: erosine tares, where levied, are indicated in footnotes. 


Kerosine tank 


Discounts to sarious classes of buyers also are shown in 


footnotes. These prices in effect Mar. 27, 1939, as posted by principal marketing companies at their headquarters offices, but subject to later correction. 





O. New Jersey 


Socony-Vacuum Oil Co., Cont'd 


S. O. Ohio Cont'd 


Essolene roe ae acne hea : = : : a= Renown Gasoline 
(Regular Grade) Lancaster, N. H 8 105 q 8 75 (Third Grade) a . 
| Consumer Gaso- Kero- Manchester, N. H 7.3 9 | ) 7.5 Ohio Statewide sae ae 9.5 
} Tank Dealer line sine Providence, R. 1 6.25 83 1 6 75 Counties where some prices are off statew ide. affec t- 
Car T.W. Taxes T.W. Burlington, Vt 7 8.5 : 7 76 ing all or larger portion of county: 
*Atlantic City, N. J. 6.9 8.7 1 + Rutland, Vt 7.3 9 4 7 75 Carroll, Miami, Pick awe ay and Preble: 
*Newark, cs €S 8.7 4 7 *Plus 2% city sales tax computed at time of Clermont oy t 9 5 ; 
Annapolis, Md. 7.85 9.35 5 8 each sale. Ashl und, Clark, Clinton, Defiance Fairfield 
Baltimore, Md. 7.95 8.75 Ss 8 Discount to undivided dealers: 0.5c less than “split” FE; mania * ikaral tice: Welt Giuame, Sina ie: 
Cumberland, Md 8.65 1¥.15 5 10 dealer t.w. Montgomery Paul si =a Stark Tuscarawas 
Washington, D. C. t.9 9 3 9.5 Price basis to commercial consumers: Effective Warsie: We iieaies aaa Wood ik 
Danville, Va..... 8.45 10.95 6 12.9 about Nov. 15, 1936 in New York and New England ; meet t- @ 5 . 
Norfolk, Va..... 795 9.75 6 11.5 for tank wagon delivery: monthly purchases of 25,000 bik tine: Sandon een “ 
Petersburg, Va....... 7.55 10.05 6 11.7 gals. or over, pay consumer tank car price at point elinonepdewere < mEa . 
Richmond, Va........ 55 10.05 6 8.7 of delivery, plus 0.5c¢ gal.; monthly purchases of Si seailine 11 9 5 
Roanoke, Va......... 8.75 11.25 6 11 5,000 to 25,000 gals., pay undivided dealer tank Allen Ashita ibula, Athens, Auglaize “Belmont 
Charleston, W.Va.... 8.05 10.55 6 12.6 wagon price at point of delivery; monthly purchases Clark, ( tumbiana, Cos hocton . 1 arke Greene, 
Parkersburg, W. Va... 7.35 933 6 112 of less than 5,000 gals., pay divided dealer tank phase ae H aro ‘econ Wesstacn. Miekbed 
Wheeling, W. Va..... 835 10.95 6 12.2 wagon price at point of delivery. P rivate consumers Felfavemn. Vinox. Locen, Malone. Mae 
Charlotte, N. C.. 8 65 11.15 7 12 I Peis — —, a saneiaieeatied aed ameatel Monroe, Montgomery Morgan Muskingum 
nae. Ne) = 2 oe wa 3 3 na eee Noble, Perry. Shelby Trumbull Van Wert 
Alry, o 49 é o< bd ° < 2 cto 
Raleigh. N c 8 95 10 75 * 11 6 Atlantie Refining Vinton and Wa a ‘ad :' 
Salisbury, N. c.. cen ee 11.25 7 12.2 Atlantic White Flash Lucas 9.5 7 
Charleston, S. S..... 9.75 rs 10.6 sa-oline ‘ . = 
Columbia, B.C. 8:25 10.75 7 11.6 (Regular Grade) Kevestue, } er 
Spartanburg, . ¢.. 8.95 11.45 7 12.4 (Of Statewide Leve 











Discount to endiedied dealers: thru territory, except 
New Jersey points, which see in “Note” below: 
Dealer t.w. price less 0.5c per gal. 


will be billed at the posted consumer t.w. price. 
Deliveries less than 50 gals. (West Va. 100 gals.) 
will be billed at 4c per gal. over posted consumer 
t.w. price. Generally, posted consumer t.w. price 
— be equivalent to the dealer price less 0.5c per gal.; 
anc 

Effective Jan. 16, 1939 in North Carolina, and 
Jan. 23, 1939 in South Carolina, on single deliveries 
of 50 gals. Or more, consumer tank wagon price; 
single deliveries of less than 50 gals., 4c per gal. 
over consumer t.w. price. Generally, posted con- 
sumer t.w. price will be equivalent to dealer price 
less 0.5c per gal. 


Commer- 

cial yaso- Kero- 
Tank Dealer’ line sine 
Car Bawe Taxes T.W. 


*Georgia has kerosine tax of le per gal., not in- 
cluded in above price. 

Discount to undivided dealers: Dealer t.w. less 
0.5¢ per gal. except in Georgia and Florida, dealer 
t.w. and undivided dealer price is same. 

Price basis lo commercial consumers: consumers 
under contract, in Penna. and Delaware, effective 
Mar. 11, 1937, on yearly gasoline purchases taking 
full compartment hose deliveries, using 100,000 
gals. or more per year, tank car price plus 0.5c per 
gal.; consumers taking less than 100,000 gals., un- 
divided dealer price. Consumers under contract 
and not under contract, taking less than full com- 


Kerosine prices are off statewide level in the fol- 
lowing counties: 
Allen, Auglaize, Champaign, Columbiana, Darke, 


, ; - i 2 Geauga, Greene, Hardin, Logan, Mahoning, Mercer, 
*Effective Dec. 1, 1938, S. O. New Jersey posted Philadelphia Pa : 8.5 » 10 Preble, Putnam, Shelby, Trumbull and Van 
a minimum retail resale price of 11.2c thru New Pittsburgh a 8.5 3 10.5 Wert. ... leateaatante toate *11.5 
Jersey, except Trenton area and Cumberland county. Allentown trees b.0 9 2 10.5 Paulding and W yi andotte : wes MEI 
‘ole: While the above — prices continue at irie....... 8 9 > 10 Ashtabula rarer. *10.5 
Atlantic City and Newark, N. J., dealers will pay a Scranton. . ere O90 9 2 10.5 Fayette, Madison, Pickaway, Portage and Summit 
net price of 8.2c per gal. for oo Dealers Altoona 8 10 ? Bee Pees *8.5 
having pumps marked only Esso, Essolene and Harrisburg. . . é.o 9 > 10.5 "+This price also to authorized ‘agents, “exclusive 
Pag or ll White gasoline will pay 7.7c per gal. .. ag : c.o : , > 2 of 0.5c rental. Discount to undivided dealers: 0.5c 
i or Essolene. VCRs AFOKe S.9 2 2 less than divided dealer t.w. 
o c > . . - . 4 
Price basis to commercial consumers on motor fuels, borg : ras A “y- *Ohio has kerosine tax of lc per gal. not in 
in tank wagon delivery: To contract accounts, purchas- Springfield, Mass aad 1 * cluded in above prices. 
ing at least one full compartment at a time by hose Wesuleses M sem 8 8 1 ke Commercial Tank Wagon Q).D.A. to contract accounds : 
connection: Effective March 12, 1937, in New Fall River. ne 4 o h b Effective Oct. 20, 1937, thru Ohio exo — counties 
Jersey, and March 8 in Maryland, District of Colum- Hartford. C a i > 8 ; e listed below, on monthly purchases, of posted com 
bia, and in Arlington and Fairfax Counties in Naw > fe en c Bt =o 4 = sumer t.w. price: 0 to 999 gals., 0.5 Se; 1,000 to 19,99 
Virginia, on yearly purchases: from 2,500 to 100,000 Shasiian Gh e 3 ; cs gals., 1.5c; 20,000 gals. and over, 2.5c. The counties 
Is., consumer t.w. price at time and place of Pe te City. N'Y o's ; ‘ where Q.D.A. differs from statewide are: Allen, 
elivery; 100,000 gals. per year consumer tank car Cunden. NI. ; Pb I 4 . Ashtabula, Auglaize, Butler, Champaign, Clason. 
price, plus 0.5¢ per “a Generally consumer t.w. Wesctiien NJ 4 I ; ‘ Columbiana, Cuyahoga, Darke, Defiance, , rie 
price in foregoing states is equivalent of dealer t.w. Acciamette. Wid 035 : 55 Fulton, Geauga, Hamilton,Hancock, a Henry, 
price, less 0.5c per gal.; and a Mad 8 75 ~ ° a a a oe 
> . : . — 4 > ere wa, aulding, . « Ys 
Effective May 15, 1937, on Essolene and Esso Hagerstow n, Md. 9.85 4 10 Scioto, Shelby, Trumbull, Union, Van Wert, Warren, 
(by tank wagon) in West Virginia and Virginia Richmond, Va 10.05 6 10.7 Williama ant Wood 
(except Arlington and Fairfax Counties, which see Wilmington, N. C. 9.85 7 10.8 Sales tar: Ohio's 3% sales tax, effective Jan. 27 
bove), commercial consumers taking deliveries of Brunswick, G: 8 7 *10.5 oe 3 ‘ pd pons: ~ pak eh 
50 gals. (West Va. 100 gals.) or more at one time Jack - ill Fi: 10 1935, is —. ‘where assessable, to regular posted 
acksonville, or ; 8 


prices,"" S. O. Ohio says. 

On GD ot prices to resellers and commercial 
consumers are posted generally at 3c per gal. below 
consumer t.w. price in any quantity, when such 
prices are on statewide level. 


O. Kentucky 


Crown Gasoline 
(Regula, Grade) 

Con- Gaso- Kero- 
sumer Net line sine 


T.W. Dir. Taxes T.W 




















Covington, Ky 11.5 8.5 6 5 
. . . ve oc partment delivery, and consumers not under contract Lexington, Ky 13 10 6 10 
or ee Soe: cig A ee Bc Boca taking full compartment delivery, get divided dealer Louisville, Ky. 11.5 8.5 6 9 
City contract not necessary) except no discount in price. Consumers taking less than 25 gals., t.w Paducah, Ky.. 12.5 9.5 6 9 
atate of New Jere ; delivery, get 4c above undivided dealer price. : Jackson, Miss...... 10.5 7.5 7 *9 
: ¥- Discount on kerosine: Effective Oct. 29, 1936, in Vicksburg, Miss. . . . 12 9 7 *B 5 
a and aaa -_ 2c per gal. og t.w. — Birmingham, Ala. . 12 9 a : 5 
on t.w. deliveries of 25 gals. or more at one time. Mobile, Ala 12 9 c > 
, “ , 5 
j= ° Montgomery, Ala 12 10 *9 *9.5 
Socony \ acuum Oil Co., Inc. ©. Olio Montgomer 2 we 8 35 
(S. O. New York Division) Sohio X-70 Gasoline Augusta, Ga. . 12.5 9.5 7 *8 
Socony Mobilgas (Regular Grade) Macon, Ga. 12 a 7 pe 
(Regular Grade) Con- tDiv- Gaso- Kero- Savannah, Gai... 10.5 7.5 r 7 
Con- “Split” rs Lg — ~~ rtm Fla ~ : : 
cteaae Cals Caten Beeos -W. r. axes As iami, Fla. 3 
: Tank er line sine Ohio Statewide....... 11 10 5 *12 Pensacola. Fla. ~ —_ 2 
Car T.W. Taxes T.W. Counties where some prices are below statewide, Tampa, Fla LL 
Metropolitan N. Y. City: affecting all or ana ~~ of county: Kyso Gasoline 
Boroughs of Man- Clermont F (Third i 
hattan, Bronx and Butler, Pic kaws ay, Pretle _and W: arren: Covington, Ky.. .... 10 E 7 6 
Brooklyn (Kingsand ———  —(‘“—~s~s~s~s~s~s~s~s~—~s~s—~*iSCSisistiCi ee <o. eee 9.5 5 Pe Lexington, Ky........ 11.5 ae 6 
| Sear 6.5 7.9 *5 7.5 Ashland, Carroll. C linton, Defiance. Fairfield, Louisville, Ky... ... - 10 a9 6 
Borough of Rich- Fayette, Franklin, Fulton, Henry “Holmes, Miami, Paducah, Ky......... 10.5 8 6 
mond (Staten ac. (ee 8.4 *5 ya Paulding, Preble, Stark, Tuscarawas. Wayne, Jackson, Miss........ 8.5 6 7 
Albany, ! a 6.5 8.5 5 7.5 Williams and Wood. 10 9 5 Vicksburg, Miss...... 10 7.5 7 
Binghamton, N. Y. 7.5 9.5 5 8.25 Hamilton ll 9 5 Birmingham, Ala..... 10 7.5 *8 
Buffalo, N. Y. 7 6.8 5 7 Knox 10.5 9 5 Mobile, Ala. . ~ ae 7 *9 
Jamestown, N. ¥:..... 23 7.9 5 7.5 Lucas 10 7.5 5 Montgomery, Ala. . ll 8 5 se 
Plattsburg, N. Y...... 7 9.3 5 1.75 Allen, Ashtabula, Athens, Auglaize, Belmont, Atlanta, Ga... ee 7.5 7 
Rochester, N.Y. 7.29 4,40 > 8 Clark, Columbiana, Coshocton, Darke, Erie Auewste. Ga......... HH 8.5 7 
Syracuse, N. Y....... 7 9 5 7.5 Greene, Guernsey, Hancock, Hardin, Hocking ee | ae 7.5 7 
Danbury, Conn....... 7.25 9.3 4 8 Jefferson, Logan, Mahoning, Mercer, Monroe, Savannah, Ga . a.& 6 7 
Hartford, Conn... 6.75 8.8 4 7 Montgomery, Morgan, Muskingum, Noble, Otta Jacksonville, Fla...... 9.5 7 8 
New Haven, Conn.... 6.75 7.5 4 6 wa, Perry, Putnam, Sandusky, Seneca, Shelby Miami, Fla a 9.5 7 8 
Bangor, Me........ 6.75 9 5 7.25 Trumbull, Van Wert. Vinton and Washington Pensacola, Fla.. 9.5 7 *9 
Portland, Me......... 6.5 8.5 5 E 10) 85 > SOM Pcie ccvece FS 7 8 
Above prices include these inspection fees on both gasoline and kerosine unless otherwise specified, per gallon, figured on basis of 50 gallons per barrel: 
} Alabama, 1/40c on gasoline, 1 /2c on kerosine; Arkansas, 1 /5c per gal. in a single barrel, 1 /20c per gal. in bulk; Florida 1/8c; Illinois, 3 /100c; Indiana, 1 /5e per gal. 
in lots up to 25 bbls.; 2/25c per gal. in lots of 25 bbls. or more; "er 1 /50c, (3 /50c can be charged to meet inspection department expenses); Louisiana, 1 /32c; Minne- 
} sota, 1 /25c; Missouri, 3/100c; Nebraska, 3/100c; Nevada, gasoline, 1 /20c; North C: arolina, 1 /4c; North Dakota, 1/20c; Oklahoma, 2/25c per gal. lots of more ~ le 50 in 
bbls., 1 /5c in lots less than 50 bbls.; South Carolina, 1 /8c; — D: Sor 1/l0c; Tennessee, 2/5c; and Wisconsin, 3/100c. 
Kerosine inspection fee only: Iowa, 3/50c; Michigan, 1 /Sc per gal 
ns 
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TANK WAGON MARKETS 


Tank car, tank wagon, dealer, and service station prices for gasoline do not include taxes; they do, however, include inspection fees as shown in general 


footnote. 
wagon prices also 


Gasoline taxes, shown in separate column, include oj may and state taxes; also city and county tazes as indicated in footnotes. 


not include tazes; kerosine taxes, where levied, are indicated in footnotes. Discounts to various classes o 


Kerosine tank 
buyers also are shown in 


footnotes. These prices in effect Mar. 27, 1939, as posted by principal marketing companies at their headquarters offices, bul subject to later correction. 














Discounts to all tank wagon consumers: Effective 
Jan. 4, 1937, thru territory, on Crown gasoline, 3c 
= gal. below consumer t.w. price; on Kyso, 2.5c 

elow, regardless of quantity purchased, per month 

*Tazes: In the tax column is included these city 
and county gasoline taxes at the following points: 
Mobile, 2c city; Birmingham, lc city; Montgomery, 
le city and le county; Pensacola, lc city. Georgia 
and Montgomery, Ala. have kerosine taxes of Ic 
per gal., and Mississippi 0.5c, not included in above 
prices 


S. O. Indiana 


Red Crown (Regular Grade) 
Stanolind (Third Grade) 
Red Dealer Prices 
Crown -——————.Gaso- Kero- 
Cons. Red Stano- line sine 
T.W. Crown line Taxes T.W 


Chicago, Ill........ 11.1 8.1 6.4 4 10 
LS ee 1l.l 8.6 8 4 10 
SS ae 11.1 86 8.4 4 10 
Peorta, 10.......... lB 9.1 8.5 4 10 
Quincy, Ill. ‘s 9 8.9 6.7 4 8.7 
Indianapolis, Ind... 11.8 10.3 89 5 *10 
Evansville, Ind... .. 11.6 10.1 85 5& 10.5 
South Bend, Ind.. 12.1 10.6 9.2 5 *9 
Detruvit, Mich. eee. | 7.6 7.1 4 rm | 
Grand Rapids, Mich. 10 8.5 8 4 9.7 
Saginaw, | fich . 11.8 10.3 88 4 9.3 
Green Bay, Wis. . 11.9 10 9 5 3.3 
Milwaukee, Wis 9.9 S84 7:3 5 10.2 
La Crosse, Wis 11.5 10 9.5 5 10.4 
Minneapolis-St. Paul 11.5 10 9 5 10.4 
Duluth, Minn. . 11.9 10.4 9.4 5 10.8 
Mankato, Minn 11.5 10 95 5 9.4 
Des Moines, Ia. 10.9 9.4 8 4 .*9 8 
Davenport, Ia a.2 6 68:6)—lC8.2 4 *10 
Mason City, Ia.. a3 83. 9.3 .4 6:2 
St. Louis, Mo m2 22 ¢.2 8 
Kansas City, Mo 10.4 8.4 6.9 *4 8 
St. Joseph, Mo 10.4 8 6.9 *4 9.3 
Fargo, N. D.. oe «68h:2 20.7 4 11.6 
Huron, S. D.. 12 . 5 10 5 10.9 
Wichita, Kans. 9.9 m 6 4 7.8 
*Taxes: in the tax ella is included these city 


and state gasoline taxes at following points: Kansas 
City, St. Joseph and St. Louis, lc city tax. Kerosine 
taxes: Indiana has 4c, Iowa 3c per gal. state tax, 
not included in above prices. 

Discount to pometie H consumers: Effective Jan. 1, 
1935, thru territory, except Michigan effective Feb. 1 
on purchases per month, discount off t w. prices; all 
gazolines, 25 to 1,000 gals., at t.w. price; 1.000 gals., 
or more, 1.5c off t.w. on Ethyl and Red Crown, and 
le on Stanolind ‘atter effective June 9, 1937). 
Minimum delivery is 25 gals 


S. O. Nebraska 


Standard Red Crown Gasoline 
(Regular Grade) 


arm Kero- 

line sine 

T.W. Dealer Taxes T.W. 

Omaha, Neb a2 -5 9 6 10.3 
McCook 12 10 6 10.5 
Norfolk 11.9 9 4 6 10 7 
North Platte 12.3 9.9 6 ll 1 
Scottsbluff ll 6 95 6 11.7 


Discounts to commercial consumers: for tank wagon 
deliveries covered only by Standard Commercial 
Consumer Contract, effective January 1, 1935. 


O. Louisiana 
Essolene 
(Regular Grade) 


Consumer Gaso- Kero- 


Tank Dealer line sine 

Car ‘Zs Taxes T.W. 

Little Rock, Ark 7.25 2.75 7.5 10 
Alexandria, La... . O.¥o 9 25 es | RS 
Baton Rouge, La 6 75 9.25 8 *9.5 

New Orleans, La...... 6.75 9.25 *10 *9 
Lake Charles, La ; 6.75 9.25 S 21-5 

Shreveport, La 5.5 8 8 *10 
Lafayette, La... 4 9.5 8 *11.5 
Bristol, Tenn. . ~o~aesee 9 8 14.5 

Chattanooga, Tenn... 9.5 11 8 14 
Knoxville, Tenn 10 12-5 8 14.5 
Memphis, Tenn 8 105 8 12.5 

Nashville, Tenn 9 9.5 8 12 
*Taxes: New Orleans gasoline tax includes 7c 
state, lc federal, and 2c parish tax. Louisiana has 


kerosine tax of le per gal.; in addition New Orleans 
has Ic parish tax, none of which are included in above 
prices. 

Price basis to dealers: 
dealer price, less 0.5c. 


Undivided dealers get 
Price basis lo commercial consumers: Effective 
May 15, 1937, thru territory: commercial consumers 
taking 50 gals. or more at one time will be billed 
at posted consumer t.w. price; those taking less than 
50 gals. at one time will te billed at 4c per gal. over 
posted consumer t.w. price. 
consumer t.w. price wil 
price less 0.5c per gal 


Geuerally, the posted 
I be equivalent to the deuler 








Humble Oil & Refining Co. 


Humble Motor Fuel 
(Regular Grade) 


Gaso- Kero- 


line sine 
*T.W S.S Taxes T.W. 
Dallas, Tex.... 7 ll 5 8 
Ft. Worth, Tex..... 7 1l 5 7 
Houston, Tex Aes 12 5 8 
San Antonio, Tex..... 9 13 5 8 
U. S. Motor Gasoline 
(Third Grade) 
Dallas, Tex sacs ligt ae 9 5 
Ft. Worth, Texas..... 6 9 5 
Houston, Tex eee, 5 
San Antonio, Tex..... 6 5 
Thriftane 
(Leaded, 67 Octane. Purple Gasoline) 
DOMINO. cascckcenicaan e 10 5 
San Antonio......... 8 11 5 


*Price is t.w. price to all classes of dealers and 
consumers 


Continental Oil 


Conoco Bronze (Regular Grade) 
Demand (Third Grade) 


—Dealer Prices— Gaso- Kero- 


Conoco De- line’ sine 

Bronz-z-z mand Taxes {T.W. 
Denver, Colo..... cae 9.5 5 11.5 
Grand Junc., Colo. ...13 12 5 15 
Pueblo, Colo......... 9 8 5 10.5 
Casper, Wyo. ........12 ll 5 11.5 
Cheyenne, Wyo 10 9 5 13 
Billings, Mont........12 10 6 13 
Butte, Mont ; 13.5 10.5 6 15.5 
Great Falls, Mont. 12 10 6 18.5 
Helena, Mont 13 11 6 48.5 
Salt Lake City, U tah | 12 ll 5 16 
Boise, Ida *14.1 **11.6 6 18 
Twin Falls, Ida ela 6 **13.6 6 18 
Albuquerque, N. M 10 8 16.5 10 
Roswell, N. M 8.5 ie 16.5 8 
Santa Fe, N. M 10 9 *7 10.5 
Muskogee, Okla 8 65 5 7 
Oklahoma City, Okla... 6 5 5 6.5 
Tulsa, Okla 5 5 5 5 6.5 
Ft. Smith, Ark 8.25 5.7% 5 7.5 
Little Rock, Ark... 9.25 8 7.5 8 
Texarkana, Ark z 6 5 8 


tIncludes city tax of 0.5c. 

*Includes lc city tax 

tPrices are in t.w. deliveries to consumers and 
dealers 

**Prices include 0.1c 


: to cover I-mill tax for toll 
bridges. 


S. O. California 
Standard Gasoline 
(Regular Grade) 


Gaso- Kero- 
line sine 


T.7. SS. Tame T.7. 
San Francisco, Cal....13.5 14.5 4 11.5 
Los Angeles, Cal... 13 14 4 10 
Fresno Cal.... ee 18.5 4 12.5 
Phoenix, Ariz 13.5 16.5 6 *12.5 
Reno, Nev... ee |e: 16.5 5 13.5 
Portland, Ore me 15 6 13.5 
Seatule, Wash 14 15 6 13:5 
Spokane, Wash 17 18 6 16.5 
acoma, Wash. 14 15 6 13.5 


Flight Gasoline 
(Third Grade) 


San Francisco, Cal... .12 13 4 
Los Angeles, Cal......11.5 12.5 4 
Fresno, Cal. ... coke 14 4 
Reno, Nev... 14 15 5 
Phoenix, Ariz. . 12 13 6 
Portland, Ore. . my 13.5 6 
Seattle, Wash re SS 6 
Spokane, Wash. 15.5 16 5 6 
Tacoma, Wash. . 12.5 i323 6 


*Arizona has kerosine not 
included in above prices. 


Discount to 100% dealers, thru territory, off posted 
t.w. prices, on gasolines: on Standard Ethyl, Standard 
Gasoline and Stanavo Aviation, 3c per gal; on 
Flig rht gasoline, Ze 


To commercial consumers: off tank wagon price: 
on single deliveries of 40 gallons and over. Stan- 
avo Aviation, Standard Ethyl and Standard Gas- 
olines, 3c Flight Gasoline, 2c per gallon. Tank 
wagon delivery, less than 40 gals., le per gal. above 
posted t.w. price. Discounts on kerosine: in tank 
cars, 3c off tank truck price; plant deliveries to 
jobbers, 2.5e below tank truck price. 


tax of 5c per gal., 








Canada 
PRICES OF IMPERIAL OIL LTD. 
Per Imperial Gallon, which is 1.2 U. S. Gallons 
3-Star Imperial Gasoline 


(Regular Grade) Kero- 

Gasoline sine 

T.W Taxes Towe 

Hamilton, Ont..... 15 6 15.5 

Toronto, Ont........ 15 6 15.5 
Brandon, Man..... 21 7 22 

be a —* a2.> ri 20.5 
ina, Sask......... 19 a 21 

oe atoon, . oe 7 23.3 

Edmonton, Alta...... 19.5 2 21.5 

Calgary, Alta. ae | 7 18.5 
Vancouver, B. C.. Petia 16 7 23 

Montreal, Que.. ee 6 14.5 

St..Jenn, N.B....... 13.5 10 17.5 

| © ee 10 17.5 


13.5 
Discounts to undivided dealers, lc off t.w. price, 
except Maritime Provinces where undivided dealers 
pay t.w. price. Divided dealers pay t.w. price, thru 
territory. 


Aviation Gasoline 


Following are tank car, tank wagon or 
dealer prices, as indicated, of aviation 
gasoline in several marketing territories. 


Ss. O. OHIO 
Thru Ohio 
Esso Aviation 
Consumer’ Gasoline 
Ww. Taxes 
TENS. 6 56.5 K es 18.5 5 
80 octane .......... 165 5 
87 octane . tz. 5 
Discounts: For delivery on esatenn to hangar 


operators and resellers: 
t.w. price, shown above. 
S. O. INDIANA 


Stanavo Ethyl Aviation Gasoline 
73 Octane Num 


2c below consumer posted 


Chicago, TY... ...66 00's 14.9 

Detroit, Mich........ 16.5 

Milwaukee, Wis. ..... 15.1 3 
Minneapolis, Minn....15.3 5 
St. Louis, Mo........ 14.5 3 
Kansas City, Mo..... 14.2 *4 
Pere, TH. Biss. .iccees 5 4 
Huron, S. Wore ose aie 15.8 5 


*Includes lc. city tax. 
HUMBLE OIL & REFINING CO. 


Aviation Gasoline 
Tank Car 
MAVIGWR, TOR) inks cess dics dec denwene 8.5 
CONTINENTAL OIL CO. 


Conoco Special Gasoline 


Dealer Gasoline 
Price Taxes 
Denver, Colo..........16.5 5 
Cheyenne, Wyo...... 15 
Helena, Mont........ 16 
Salt Lake City, Utah. .17.5 5 
Albuquerque, N. M_..14 *6.5 


*Includes city tax of 0.5c. 
Ss. O. CALIFORNIA 
Stanavo Aviation Gasoline 


Tew. 
Phoenix, Ariz........17.5 6 
Los Angeles, Cal...... 15 4 
San Francisco, Cal....15.5 4 
eee) eee 17.5 5 
Portland, Ore........ 16 6 
Seattle, Wash........ 16 6 
Spokane, Wash. eee 10 6 


Note: For discounts, etc., see note under Standard 
and Flight gasoline above. 


Naphtha (In Tank Wagon) 
Ss. O. NEW JERSEY 
Posted Tank Wagon Prices 


Mineral 

Spirits V.M.&P. 
hs st SA ich 11.5 18.5 
Battimore, NG. ..5 os. ese ves 15.5 
Washington, D. C.. 15 


Discounts: Buyers. taking following quantities 
at one time, get these discounts: Newark, 2c per gal. 
on 200 gals. or more; less than 200 gals., 0.5¢ higher 
price. Baltimore 2c off on 25 to 100 gals. and 3c on 
over 100 gals. Washington, 2c off to contract buyers. 


SOCONY-VACUUM OTL CO. 


Buffalo, N. Y... 10.5 12 
*New York City 95 10.5 
Rochester, N. Y. 12 12 
Syracuse, N.Y... i2 14.5 
Boston, Mass 1] 11 
Bridgeport, Conn. . a 1.5 
Hartford, Conn 10.5 11 
Providence, R. I... . il 12 


*Prices apply 
over 1,000 gals 
1,000 gals 


to consumers only 
annually 
annually. 


in quantities 
For quantities under 
add 3c per gal 

















NATIONAL PETROLEUM 


NEwS 























TANK WAGON MARKETS 


Tank car, tank wagon, dealer, and service station pri 7 i 
. , + a ° ; Prices for gasoline do not include taxes; they do, 
peqees, nated A gpm pw fees as shown in general footnote. Gasoline tares, shown in separate column, 
pei c fe toh state taxes; also city and county tares as indicated in footnoles. Kerosine tank 
. = — a = include tazes; kerosine taxes, where levied, are indicated in footnotes Discounts 
tous classes of buyers also are shown in footnotes. These prices in effect Mar. 27, 1939, as posted 


by principal marketing companies at their headquarters offices, bul subject to ‘laler correction. 





ATLANTICEREFINING CO. | Bronx, Nassau county, parts of Suf- 





Philadelphi folk county, Mt. Vernon and Yonkers 
Hern ag Tad settee eens a? . 5 | in Westchester county, March 22. 
FOURS. ......... We iat | “Gerdes: mace 

Note: Prices for Mineral Spirits also apply to Rochest ic : . cn ta i 

ral ster t. c. ¢ ).25¢, s -aler 
per ae Solvent; and prices for V.M.&P. I “a tha t. vw. cut 0.750, “March ‘Ot. en 
apply also to Light Cleaners Naphtha Burlington split dealer t. w. ‘cut 0.7e, 
Ss. O. OHIO March 17. 
eR. V.M.&P. | Kerosine: 
, Solvent Naphtha Bangor, Lancaster, Providence and Rut- 
Bene Ge eae eeseei cca 12.5 13.5 land t. w. cut 0.25¢c, March 20. 

Nole: V.M.&P. Naphtha prices also apply on Dry| !"_March 1 issue, page 42, some kero- 
poner gg oe agg + em and special Varnolene; Varnolene sine prices were changed_ without 
and Sohio Solvent 0.5c below these prices. Dis- dates of changes shown. Following 
counts to contract consumers off t.w. price; 300 dates apply for the cities and t. w. 
to 999 gals., 0.5c; 1,000 to 2,499 gals., 0.75c- 2,500 to prices shown: Binghamton, 8.25c, 
4,999 gals., 1c; 5,000 or more a. 1.5e. Feb. 22; Buffalo, 7c, Feb. 15; Platts- 

burg, 7.75c, Feb. 22; Syracuse, 7.5c, 
ated S. O. INDIANA Feb. 22; Hartford, 7c, Feb. 1; Bangor, 
(Prices include state and federal tazes) 7.5c, Feb. 10; and Portland, 7c, Feb. 
Oleum V.M.&P. 10. 
a Spirits Naphtha Stanisol | Atlantic Refining—Atlantic White Flash: 
Chicago, Ill......... 16.2 16.5 15.9 Camden dealer t. w. up 0.5c, March 21. 
Detroit, Mich aah oa 19.2 18.2 19.7 Kerosine: 
Kansas City, Mo... 13.9 14.9 14.4 Svringfield t. w. cut 0.5¢c, March 15. 
Hy? Louis, Mo. eta 14.2 15.2 12.9 S. O. Ohio—X-70 and Renown: 
omer Shy Sea 18.8 19.8 19.3 Consumer t. w. only up 0.5¢, thru Clark, 
inneapolis, Minn... 19 _ 20 . 17.7 Greene and Montgomery counties 
Note: All prices, with exception of Missouri points, | March 27. ; fe 


include state tax. Prices shown are base prices Cons . , 
‘ >| sumer t. w. only up ie, Lucas 
before discounts. county, March 27. aa 
Consumer t. w. and dealer prices cut 
Naphtha (In Tank Cars) | le, Fayette county, March 25. 
In Tank Cars (F. 0. b. refi we inal | S. a anor Standard Red Crown and 
except Ohio, delivered price.) sideline 


Subnormal points advanced generally 
V.M.&P. | 0.5¢e, thru Nebraska, Mar In 
5c, I aska, March 23. Un- 
iii — — changed were gasoline t. w. prices at 
io tanh 10. 9° | Omaha, Norfolk and North Platte, 
Philadelphia district......... 10.5 9 | and_ kerosine at Omaha and Norfolk; 
———................... 10 5 95 McCook gasoline t. w. up 0.5¢, Scotts- 
PID scans nck nssssss 10.5 9.5 | bluff t. w. up 0.6c; dealer prices up 
{Ohio points, delivered. ..... 85 *g 0.5¢c, except Scottsbluff up 0.6c; kero- 
his is on rubber solvent. sine up 0.5c, at McCook and Scottsbluff 

tIn Ohio, prices on D.C. naphtha and special | and up 0.1c, North Platte. 


, - 
Varnolene are same as V ; on Varnolene and 


nole I S. O. Louisiana—Essolene: 
Sohio Solvent, prices are 0.125c less than on V.M.&P. 


Nashville dealer t. w. cut 2c, March 21. 

| Continental Oil—Conoco Bronz-z-z and 

| Demand: 

| Dealer prices up 0.5c, thru New Mexico, 
March 21. 





Price Changes 


Dates and amounts of changes. Cheyenne cut 1c, March 22. 
See table fo : Dealer prices up ic, Salt Lake City, 
for full current prices. Boise and Twin Falls, March 23. 
S. O. New Jersey—Kerosine: Demand Gasoline: 


i »> Rock -aler price 2c, Mare 
Date of 0.5¢ cut at Baltimore, reported — Se Pee ae a eee 
as March 9 in March 15 issue, page 
44, should be March 8, S. O. New Jer- 
sey advises. | 


S. O. California—Discounts: 
Discounts to “split” dealers discontinued 


J ‘ : in California, March 18. Discounts 
Socony-Vacuum Oil—Socony Mobilgas. | had been: 3c off t. w. on Stanavo 
Split dealer t. w. cut 0.5c, in Boroughs | Aviation, and 2c on Standard Ethyl, 


of Kings, Queens, Manhattan, and | Standard, and Flight gasolines. 




















————————————— 

















TANK WAGON MARKETS. HEATING OILS 


Prices in Effect March 27, 1939 
Following are posted tank wagon prices of various grades of heating vil al the points shown in sarious lerritories. 
Prices are in cents per gallon. 


No.1 No.2 No. 4, ATLANTIC REFINING 
Ss. O. NEW JERSEY 





Numbers 
Atlantic City, N.J........... 7.0 5.75 5.75|... 1 2 3 4 5 
OEE a ae Mae : 7.0 5.75 §.75| Phila. Pa... 7.75 6.0 60 6.0 3.25 2.50 
Annapolis, Md os 6.5 _.., | Allntn., Pa.. 8 5. 6 5 6 5 6.5 tere 
pee eee 7.0 6.5 6.0 | Wimetn., Del.7.75 5.5 5.5 5.5 
Washington, D. C......... 2.25 6.78 6.75) fee re SS ee 
NN 6 svneaedaeniweaes 7.0 6.0 6.0 | Wrestr..Ms. 7.0 5.50 5.50 
Petersburg. ............6.-4-- 7.25 6.25 ....|Hrtfd.,Conn.7.0 60 .... 6. 
| SSNS 7.25 6.25 6.25} S. O. OHIO 
Charlotte, ere fh: ay: No. 1 No. 2 No. 3 
Hickory. .......s0.seeseeeeee a Columbus Division and 
Ee ee $3.78 7.28 . Cleveland ovescce Cea hae acee 
Charleston, S. C.............. 85 7.0 . | City of Lima... 8.00 8.00 7.00 
ee errr 95 8.0 . | Rest of Ohio........ 8.00 8.00 7.50 
en oe SPORT ECCT 10.2 $.7 Note: S. O. Ohio prices are for full compartmeni 
hose dumps, bucket dumps are 0.5¢ per gallon higher. 
SOCONY-VACUUM OIL CO. INC. S 0. INDIANA 
(S. O. New York Division) Stanolex Fuel and Furnace Oils 
No. 2 No.3 No.4 No.l = Stanolex 
New York City............+5. 5.75 5.73 5.75| Chicago asa “en 
fe) Sh Brrr §.75 5.75 5.7% Indianapolis > Speaplgrieeit aie aiey eet ; (b)7. 3 
re 7.00 7.00 T.00) temas ...........c-. Abed sa 71 
RE ME oS Siras CW N deacwec 5.50 5.50 5.50 Milwaukee. aa re aE EON ; 84 5 
eS ae or 625 €2 62 Gea... ............ 78 73 
Manchester, N. H............. 6.00 6.00 6.00\c¢ Tous! aire 17 «(67 
Burlington, Vt............0.- 6.75 6.75 6.75 Ranses City..........scc.eee 68 6 8 
Hartford, Conn.........----+- 6.00 6.00 6.00 (a) For 400 gals. and over; 150 to 399 gals.,7.25c; 
New Haven, ener er 5.50 5.50 5.50 1 to 149 gals., 8.25c. 
Providence, R.1............+. §.75 §.7§ 5.75 | (b) Excluding 4c state tax. 
Note: Prices for No. 1 fuel in Socony-Vacuum (c) For 400 gals. & over; 100 to 399 gals., 7c; 1 to 
territory same as for kerosine which see in tank | 99 gals., 8c. 
wagon table for various cities; prices change with Note: Small-lot deliveries of light fuel oils range 





kerosine. | up lo 2c higher than above quotations 


























[ARCH 29, 1939 


FUEL OIL 


(Continued from page 110) 


and 6 fuels resulted in appreciably 
lower inventories, resellers reported. 
Bulk of movement was against con- 
tracts, they said. 

* * * 

ALMA, March 27.—Despite higher 
temperatures throughout the middle 
west, Michigan refiners reported re- 
duced inventories of all grades of light 
fuel oils. Two refiners said they had 
none to offer. 

A refiner reported reducing his quo- 
tations for 500-700 vis. fuel and 300-500 
vis. fuel 0.25 cent to 2 cents and 2.25 
cents, respectively, 0.5 cents to 2.5 cents 
for 100-300 vis. oil. Other quotations 
reported for these grades ranged from 
2 to 2.875 cents. 

* * * 

TULSA, March 27.-An Oklahoma 
refiner last week reported sales of No. 
1 p. w. and No. 2 straw fuels at 3.5 and 
3.25 cents, respectively. No other open 
spot sales of light fuel oils were re- 
ported in the Mid-Continent and sup 
pliers said their quotations were un- 
changed. Tractor fuels were getting a 
good play they said. 

Heavy fuel situation has been re- 
lieved somewhat by early Spring de- 
mand for road oils, some refiners said. 


Wax 

NEW YORK, March 27.-Supplies of 
wax continued to grow tighter and 
prices for white crude scale grades 
were higher at New York and New Or- 
leans, according to reports of traders 
here the past week. Offerings of white 
crude scale grades generally were at 
a minimum of 2.65 cents, traders said. 








Group 3 Freight Rates 


To Division Headquarters 
Points of Standard Oil 
Co. of Indiana 


Gasoline- Distillate-Gas 
Kerosine Oil-Fuel Oil 
Cents Cents Cents Cents 
per pergal. per per gal. 
Cwt. 6.6 lbs. Cwt. 7.4 Ibs. 


Chicago, Ill. 40 2.640 32 2.368 
Decatur, Ill. 39 2.574 31 2.294 
Joliet, Ill. 40 2,640 32 2.368 
Peoria, Ill. 39 2.574 31 2.2 

Quincy, Ill. 36 2.376 29 2.146 


Indianapolis, Ind. 48 3.168 39 2.886 
Evansville, Ind. .. 46 3.036 37 2.738 
South Bend, Ind.. 53 3.498 42 3.108 
Detroit, Mich. 64 4.224 51 3.774 
Gd. Rapids, Mich. 62 4.092 50 3.700 
Saginaw, Mich. .. 66 4.356 53 3.922 
Green Bay, Wis. 51 3.366 41 3.034 
Milwaukee, Wis... 43 2.838 34.5 2.553 
LaCrosse, Wis. 46 3.036 37 2.738 
Min’ap’ls-St. Paul 46 3.036 37 

Duluth, Minn. 52 3.432 41.5 
Mankato, Minn. 46 3.036 37 

Des Moines, Ia. 36 2.376 
Davenport, Ia. 39 2.574 
Mason City, Ia... 42 2.772 
St. Louis, Mo. 33 2.178 
Kansas City, Mo.. 28 1.848 
St. Joseph, Mo. 28 1.848 


BREAST 
BRAK 


hr RMN NON 
RRS AB 
Agr © 


SBESRRSSRB 
CACTI CA CA CA OTH 


Fargo, N. D. 63 4.158 .737 
Minot, N. D. 83 5.478 4.921 
Huron, S. D. 53 3.498 3.145 
From Ponca City 13 *0.858 0.858 
Wichita 
From Tulsa 21 *1.386 21 =1.386 


From Cushing.. 19 °1.254 19 1.254 


*This rate also includes distillate rate at 
6.6 lbs. per gal. 

+This rate is exclusive of distillate which is 
based on 6.6 Ibs. per gal. from Ponca City, 
Tulsa and Cushing, Okla., to Wichita. In- 
cludes only gas oil and fuel oil. 

NOTE: There is no Group 3 rate to Wich- 
ita, Kans. 
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SEABOARD MARKETS, EXPORT AND COASTWISE 


All prices on this page are publisher's opinion of open market quotations or sales, for spot shipment (10 to 15 days). 
Prices in cents per gallon, except heaey fuel oil in dollars per 


spol shipment is 90 days. 


In cargo markets, 


rrel, in tank car lots, f.o.b. refineries or 


seaboard terminals in districts designated, unless otherwise noted. Federal, state or municipal tares not included. Prices gue apply 


on products made from legally produced crude. 


Unless otherwise noted, gasoline octane ratings are determined by C. 
method, A.S.T.M. D-357-33T; and lubricating oil specificalions determined according to A.S.T.M. 


Motor 
methods, unless otherwise nuted. 





Eastern Domestic 


Inter-refinery and export prices not included.) 
MOTOR GASOLINE 
March 27 


Prices Effective 


65 
District: 60-64 Oct. Oct. & Above 
Pe “ag ee = . §.75 — 6.25 5.75 — 6.25 
(b)N. harbor.... 5.50 — 6.00 5.50 — 6.00 
Philadelphin sts Seles $.75 -~ 6.25 5.75 — 6.25 
Baltimore. ......-0.. 5.50 — 6.00 5.50 — 6.00 
Norfolk. -- 6.50 - 7.00 6.50 - 7.00 
Wilmington, (ee 6.50 — 7.00 6.50 - 7.00 
Charleston, S. C..... 6.50 - 7.00 6.50 - 7.00 
Savannah........... 6.50 - 7.00 6.50 - 7.00 
Jacksonville......... 6.00 - 7.00 6.50 - 7.00 
Portland........ : 6.25 - 6.50 6.50 - 7.00 
Boston. ....... TTT Ss oe ee 5 .875- 6.25 
Providence.......... 5 .875- 6.25 5 .875- 6.25 
WATER WHITE KEROSINE 
District: 
N. Y. harbor....4.50 -4.75 Charleston. 5.00-5.25 
(b) N. Y. harbor. 4.375-4.50 Savannah.. 5.00-5.25 
Philadelphia 4.75-5.00 Jacksonville 5.00-5.25 
Baltimore. ......5.00-5.25 Portland . 4.625 
Norfolk. . . 5.00-5.25 Boston.... 4.25-4.50 
Wilmington, N.C.5.00-5.25 Providence 4.40-4.50 
(ec) FUEL OILS 
N:. YF. 

N. Y. harb. harb. barges 
No. 1 Te 4.50 - 4.75 4.375- 4.50 
LSS eee 3.75 -— 4.00 3.625- 4.00 
No. 4 = Te 4.00 3.50 - 4.00 
No. 5 (s)$1.15 , 
No. 6 ee. £# #;i4  asedeaews 

Phila. dist. Balt. dist. 
No. 1 4.75 - 5.00 5.00 - 5.25 
Nos. 2-3 4.25 4.25 
No, 4 4.00 4 25 4.00 - 4.25 
No. 5 $1.15 $1.15 
No. 6 $0.95 $0 95 

Bost. dist. Prov. dist 
No. 1 25 1.50 1.40 1.50 
Nos. 2-3 ,. 80 4.25 ,. 875 4.25 
Le eee 3.80 1.25 3. 875- 4.25 
No. > $l 25 $1 15 
No. 6 $0.95 $0.95 


(d) Bunker 


District: C Fuel d) Diesel Oil 


N. Y. harbor. (f)$0.95 (g) $1.65 
Philadelphia (f)$0.95 2)$1.65 
Baltimore. . (f)$0.95 e)$1.65 
Norfolk : (e) $0 .95 $1.65 
Charleston. . , $0.90 $1.65 
Savannah (e)$0 .90 $1.785 
Jacksonville (e) $0.90 $1.785 
Tampa Ser oe (e) $0.85 $1.785 
Portland. . curs $1.05 $1.75 
Boston ‘ (f) $0.95 (g)$1.65 
Providence $0.95 $1.65 
Gas Oil Diesel Oil 
28-34 Shore 
Gravity Plants 
N. Y. harbor. $3.75 4.00 3.75 1.00 
Philadelphia dist 4.25 
Baltimore dist....... 4.25 
Norfolk dist... ... 4.25 ts 
Savannah dist... . 4.25 
Jacksonville dist... 4.25 


. . > | 
Pacific Export 
(i) (Quotations are at seaboard, Los Angeles, in cargo 
lots, cents per gal., except where otherwise noted.) 


Prices Effective March 27 March 20 


U. S. Motor, under 
2 Sea 125- 4.25 4.375-— 4.50 

uaF e. a blend, under 
PP Peer 1.25 375 «3.380 4.625 


400 boone blend 65 oct. 


& above. 4.375-— 4.625 4.75 t. 875 
(h) 38-40 gravity, v w.w. 

RNID iin iccars va 0% 1.25 1.50 4.25 4.50 
41-43 gravity, w.w. 

a eee 1.50 41.75 4.50 4.75 
44 gravity, w.w. kero- 

ree 5.00 5.25 5.00 5.25 
In Cargo lots, per bbl. 
Diesel fuel, 24° & above $0.95 -$1.05 [$0.95 -$1.05 


Diesel fuel, under 24°. 
(j) 30-34 gravity, diesel 

(gas oil). « $1.05 -$1.20 $1.05 -$1.25 
(k) Grade C fuel oil... $0.65 —$0.68 $0.65 —$0.70 


$0.85 -$0.90 $0.875-$0.95 


March 27 March 20 
In Ships’ Bunkers, or deep tank lols, per bbl.: 


(j) Diesel fuel oil... ... $1.35 -$1.45 $1.40 -$1.55 
(k)Grade C fuel oil... $0.70 -$0.90 $0.70 -$0.90 
Cased Goods: 


Prices Effective 


(Per case) 


U. S. Motor. ........ $1.35 -$1.45 $1.40 -$1.50 
400 e.p. blend, under 

65 octane.......... 50 -$1.60 $1.50 -—$1.60 
375-400 e.p. blend, 

65 oct. & above.. $1.60 -$1.70 $1.60 —-$1.70 
(h)40-43 gravity, w.w. 

kerosine........... $1.30 -$1.40 $1.30 -$1.40 
Kerosine, p.w...... $1.25 -$1.35 $1.25 -$1.35 


New York Export 


(Cents per gal. in bbls. F.a.s. New York) 


CYLINDER OILS (Pennsylvania Products) 

Bright stock: 

Light, 25 p.t....... . 22 .50 22.50 
Neutral oil: 

200 3 color, 25 p.t.... 23.00 23.00 
150 3 color, 25 p.t..... 21.00 21.00 
600 s.r., unfiltered... . 15.50 15.50 
650 s.r., unfiltered. . . 16.50 16.50 
ede) Se 18.00 18.00 
OOO OE osiscscenns 20.50 20.50 


Wax, Domestic and Export 


(A.S.T.M. Tests. Melting points, however, are A.M.P., 
3° higher than E.M.P. fix rt prices, f.a.s., carloads. 
Domestic prices, f.o.b. refineries in New Orleans & 
New York districts in bags, carloads, with 0.2c dis- 
count allowed for shipment in bulk, except where 
noted below. Scale solid; fully refined, slabs in bags) 


Prices Effective March 27 


New York 

Domestic Export 
124-6 Y.C. scale...... 2.65 2.75 2.65 275 
122-4 W.C. scale 2.65 2.75 2.65 — 2.75 
124-6 W.C. scale. 2.65 - 2.75 2.65 - 2.75 
123-5 Fully rfd.. 3.75 S.a00 
125-7 Fully rfd.... 3.90 3.50 - 3.625 
128-30 Fully rfd.. (14.00 3.65 - 3.75 
130-2 Fully rfd... (14.35 4.00 
133-5 Fully rfd..... (14.65 4.40 - 4.50 
135-7 Fully rfd..... (1)4.90 4.75 - 5.00 

New Orleans 

Domestic Export 
124-6 Y.C. scale. . 2.65 > Fe fo 2.65 2.75 
122-4 W C, scale. 2.65 2.40 2.65 20a 
124-6 W.C. scale . 2.65 = 2.75 2.65 2.75 
123-5 Fully rfd. 3.75 3.375 
125-7 Fully rfd. ; 3.90 3.50 - 3.625 
128-80 Fully rfd...... (1)4.00 3.65 - 3.75 
130-2 Fully rfd. fas (1)4.35 4.00 
133-5 Fully rfd.. (14.65 4.40 - 4.50 


Gulf Coast 


(F.o.b. ship, Gulf oil terminals; minimum 20,000 bbls.; 
representing traders’ opinions) 


Prices Effective March 27 March 20 
For Domestic shipment: 


MOTOR GASOLINE 


59 oct. & below...... 4.25 1.50 4.25 1.50 
Ree ae 4.25 4.625 4.25 4.625 
65-67 octane......... 50 1.875 4.50 - 4.875 
68-70 octane......... 4.875- 5.125 4.875- 5.125 

FUEL OILS 
No. 1 3.625- 4.00  3.625- 4.00 
No. 2 3. 125—. 3.375. 3.125~ 3.375 

KEROSINE 
41-43 gravity, w.w.... 3.625- 3.875 3.75 - 4.00 
For Export Shipment: 

GASOLINE 

March 27 
60-62 61-63 64-66 
Gravity, Gravity, Gravity, 

Gasoline: 400 e.p. 390 e.p. 375 e.p. 
60 octane. .4.25 - 4.375 4.25 - 4.375 4.25 - 4.375 
61 octane..4.25 - 4.40 4.25 - 4.40 4.25 - 4.40 
62 octane..4.25 - 4.45 4.25 - 4.45 4.25 - 4.45 
63 octane. .4.375- 4.50 4.375- 4.50 4.375- 4.50 
64 octane..4.375- 4.55 4.375- 4.55 4.375- 4.55 
65 octane..4.50 - 4.75 4.50 - 4.75 4.50 - 4.75 
66 octane. .4.625- 4.75 4.625- 4.75 4.625- 4.75 
67 octane. .4.625- 4.875 4.625- 4.875 4.625- 4.875 
68 octane..4.75 - 5.00 4.75 - 5.00 4.75 - 5.00 
70 octane..5.00 - 5.50 5.00 - 5.50 5.00 - 5.50 


| 





Prices Effective March 27 March 20 


For Export Shipment: 


KEROSINE 
44 gravity, w.w...... 4.125- 4.25 4.125- 4.25 
41-43 gravity, w.w.... 3.625- 3.875 3.75 -— 4.00 
41-43 gravity, p.w..... 3.625-— 3.875 3.75 -— 4.00 
GAS AND BUNKER OILS 
For Export Shipment: 
Gas Oil (m): 
Below 43 dieselindex 3.125- 3.25 3.125- 3.25 
43-47 diesel index... 3.25 3.50 3.25 -— 3.50 
18-52 diesel index... 3.375—- 3.625 3.375- 3.625 
53-57 diesel index... 3.50 3.75 3.50 — 3.75 
58 & above........ 3.625- 3.875 3.625- 3.875 
For Domestic or Export Shipment: 
Diesel Oil Ship's bkrs. (0)$1. 45 0) $1.45 
Grade C_ bunker oil 
for ship’s bunkers. . o) $0.75 0) $0.75 
Grade C bunker oil, in 
ee ee $0.70 -$0.72 $0.675-$0.70 


MID-CONTINENT LUBRICATING OILS 
(Cents per gal. at Gulf; in bbls., f.a.s.; in bulk, f.o.b 


terminals) 
March 27 
“— 200 vis. D.210brt. (p) Barrels Bulk 
ie ratina diated wits 21.50 -22.50 17.60 -17.80 

150- 160 vis. D 210 brt. stock: 

hd. eee 18.00 -18.25 13.00 -14.30 

10-35 BD.......... 17.50 -17.75 12.50 -14.25 
150-160 vis. E. 210 brt. 

WI vic xg exes os 17.25 -17.50 13.00 -14.50 
120 vis. D 210 brt. 

Re ere ee 7.25 -17.50 13.00 -14.50 


March 27 March 20 


Bulk Bulk 
180 vis. No. 3 color neutral: 
Lo) OS eee 9 80 —10.50 9.80 -10.50 
eS ee 9.50 -10.00 9.50 -10.00 
200 vis. No. 3 color neutral: 
ae ee 10.30 -10.50 10.30 -10.50 
550 D.D.. .... . 9.50 -10.00 9.50 -10.00 
600 s.r. olive green. . 9.00 -11.25 9.00 -11.25 


600 s.r. dark green.... 7.00 — 9.25 7.00 - 9.25 


SOUTH TEXAS LUBRICATING 


(Vis. at 100° cold test 0, bulk export shipment, 


terminals. ) 
Unfillered Pale Oils: 


OILS 
f.o.b. 


Vis. Color 

100 No. 3 1.50 1.75 1.50 1.75 
200 No. 3 6.00 6.25 6.00 — 6.25 
ae es 6.75 6.50 — 6.75 
500: No. 3%. ...... 7.50 7.50 

750 No. 4... : 8.00 8.25 8.00 8.25 
1200 No. 4...... $.375- 8.75 8.375- 8.75 
Se eae 8.50 9 00 8.50 - 9.00 
Red Oils: 
Vis. Color 

100 No. 5-6... ; 1.50 4.75 4.50 es 
be 6.00 — 6.25 6.00 -— 6.25 
UE, ES 6.50 — 6.75 6.50 — 6.75 
ee 7.50 7.50 
ce eee 8.00 — 8.25 8.00 — 8.25 
IZOD ING. SG... 5.0. ss 8.375-— 8.75 8.375- 8.75 
2000 No. 5-6... 8.50 —~ 9.00 8.50 - 9.00 

Note: Red oil prices cover oils with green cast; 


prices for blue cast red oils are slightly lower in some 
cases. 


Tanker Rates 


Approximate freight rates to Continental 
shi lings per ton of 2240 Ibs., British sterling: 
ports cents per bbl) 
Rates Effective March 27 
Crude &/or Refined Oil & jor 


por ts 


Fuel Spirits 
Last Owners’ Last wners 
Paid Ask Paid Ask 
Gulf-U KK. ‘Cont.(q) 11 10 6-11 11/6 I1/-11,6 
Aruba-U.k. /Cont.(q 
9 9 6-10 9/6 9 6-10 
Gulf-N. Atlantic (r 
not E. of N.Y.): 
Hvy. Crude & 
fuel, (10 to 19.9 
gravity l7e 17-18e 
Light Crude, (30 
Grav. or Lighter 1 16-l7e¢ 
Gasoline l5e 15-L6c 
Kerosine Loc 16-1L7e 
Light Fuel 7c 17-18¢e 





(b) In barge lots. 
to 6c per bbl. 
cation 200. 
hand barrels. 
s) Low pour test, low viscosity, 


(g) For barging. 


add 6.5¢ to 7.5c per bbl. 
(k) Pacific Speci 


cation 400. 


No. 


(c) Fuel oils meet spec: ific: ations of U. 


h) 150 fire point. 
(1) Shipment either in bags or in bulk. 
(q) Continental ports in range between Bordeaux and Hamburg, both inclusive. 
5 generally quoted at $1.25. 


S. Commercial Standards CS12-35. 
(i) For San Francisco cx — 


(m) Less than % of 1% sulfur. 


(d) In ships’ bunkers. 


(o) Barging 5c per bbl. additional at some ports. (p 
(r) Venezuela loading, same rate; 


(e) For barging, add 5 5e per bbl. 
»rices, add 5c per bbl. to cargo prices shown above. 


(f) For barging, add 5c 
(j) Pacific Specifi- 
) Second- 


Tampico, 2c to 3c per bbl. additional. 


as we 
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CRUDE OIL MARKETS 


Prices in $ per bbl. of 42 U.S. gals. at the well. A. P. I. gravity. Prices are effective as of 7 a. m. of dates as given 

















EASTERN FIELDS 
Posted by Joseph Seep Purchasing Agency 
(Effective March 6, 1939, except Corning 
yA 24, 1939) 
rhe Grade Oil in Southwest Penna. Five es 
Pam. > Sind Oil in Eureka Pipe Lines (West 
ere ren pr $1.59 
Penna. Grade bs in Buckeye Pipe Lines 
(Minakanure, ©.) «6.0 cnn esicecececcaasese $1. 
Corning Oil in Buckeye Pipe Lines (Ohio) . .$1.02 
Posted by Other mpanies 
Tide Water Associated Oil Co. 
Bradford-Allegany —s Bs a and 
N. Y.) (Effective March 6, 1939)......... $2.00 
*The Pennzoil Co.: (E fective OP 1939) 
Penna. Grade Oil in National Transit Lines *1.93 
*The Pennzoil Co. posts $1.93 in Cochran, Frank- 
lin, Hamilton and Doolittle, Pa. fields, prices in 
other lower districts range down to $1.88 per bbl. 


at well. 
MICHIGAN 

sted by Pure Oil Co. 
Midland, Midland County (Oct. 14, 1938) . 
Posted by Simrall Corp. 

(Effective Jan. 6, 1939) 
Crystal, Greendale, Porter and = grades. .$0.925 
Beaverton, Buckeye, Bentley, enville..... $0.90 
PUR: ss. ocanthewats oda a cal aieeEs a esnus 30.82 

(Effective Dec. 13, 1938) 

West Branch, Arenac, and equal grades... .$0.70 


Posted by Bay Pipe Line Corp. 
(Effective Jan. 1, 1939) 
ee eaoree $0.90 
TL i errr rr $0 .925 


CENTRAL STATES FIELDS 
Posted by Ohio Oil Co. 
(Effective Oct. 13, 1938) 


. 0.925 


I IIo oiein cca ec ccccee cus $1.05 
RS ere $1.15 
Owensboro, (Western Ky.)........... ee | oe 
ON ES ee ae ner ere $0.90 


Posted by Sohio Corp. 
Illinois Basin: 
Beecher City (Effective Oct. 13, 1938)..... $1.15 
Centralia Field: 
Congested District (Effective Oct. 1, 1938) .$1.15 
Area Outside Congested District (Effective a 
a. . Ree $1.15 
Posted by Carter Oil Co. 
(Effective Oct. 14, 1938) " 
Louden, Fayette County, IIL............... $1.15 
Posted by Ashland Oil & ees Co. 
Effective Oct. 14, 1938 
Somerset Oil in Ashland Lines, i 


errr rere $1.12 
ere ae rr ree $1.20 
Posted by Stoll Oil Refining Co. 
(Effective Nov. 10, 1938) 
Seek Pim Edi Oe Ce. ceviccecccccces 1.00 


Posted by Fordsville Gathering Line, Inc. 
(Effective Dec. 24, 1938) 


Dire Ch eee es cocks das caneckeescs: $1.05 
(Effective Oct. 13, 1938) 
Owensboro District, Ky................... $1.10 


CANADIAN FIELDS 
Posted by Imperial Oil Limited 
Western Ontario 
(Effective Oct. 25, 1938) 

Le, RC OTTO CORT LU EC TET CENT $1.90 
WP MN chins as initnceeiccdedicvereet $1.97 
Alberta—Turner Valley 
(Prices f.o.b. field tankage) 


(Effective Jan. 5, 1938) 
Crude Oil 
40-40.9°.. 14 SH5S.9.. 2.225. $1.40 
41-41.9... 1.16 yt 1.42 
42-42.9.. 1.18 ON See 1.44 
43-43 .9.. 1.20 §$6-56.9.. 2.00 1.46 
44-44.9.. 1.22 4 See 1.48 
45-45 .9.. 1.24 | a Se 1.50 
ee, Oe 1.26 we ot Ee 1.52 
47-47.9.. 1.28 con tt eee 1.54 
48-48 .9.. 1.30 a | ee 1.56 
49-49.9.. 1.32 on Ae 1.58 
50-50.9.. 1.34 et See 1.60 
51-51 .9.... - 1% Co, 1.62 
52-52.9. 1.38 

Crude Naphtha, 65 grav. & above......... $2.14 

Absorption Gasoline 
= Se EE eer rrr es $1.94 
ees Be UN BE Waa caw oceddawcees $2.08 

MID-CONTINENT 

Oklahoma-Kansas 


*(Effective_Oct. 11 to 22, 1938; and Feb. 16, 1939) 
Carter Conti- 
Mag- nental_ Sin- 





Ss. O. nolia Texas clair- 

Indiana Shell Co. Prairie 
Belew 2i°........ $0.70 $0.60 euce ati 
ee eee 72 .63 
22-22.9.. Th .66 
23-23.9.. 76 .69 
24-24.9.. ot ota ee 
25-25.9.. . 80 75 eae $0.5 
re 82 of anes ‘33 
rc: & See .84 .81 was 68 
28-28.9.. . 86 .84 $0.86 te 
29-29.9.. .88 87 .88 7 
30-30.9.. .90 90 .90 82 
31-31.9... .92 92 .92 86 
32-32.9.. .94 94 .94 90 
33-33.9. .96 96 .96 96 
34-34.9.. .98 98 .98 98 
35-35 .9.. 1.00 1.00 1.00 1.00 
36-36.9... 1.02 1.02 1.02 1.02 
37-37 .9.. 1.04 1.04 1.04 1.04 
SS eee 1.06 1.06 1.06 1.06 
39-39.9.. 1.08 1.08 1.08 1.08 
40 & above. 1.10 1.10 1.10 1.10 


*Effective by Carter Oil, Oct. 13, posting in 
Okla. only; Continental Oil, Oct. 11, with lowest 











grade below 29; Magnolia, Oct. 12, posting in Okla. 
galy: Shell, Oct. 22; Sinclair-Prairie, Feb. 16, 1939; 
Indiana, Oct. 17; ; The Texas Co., Oct. 12. 


North-North Central and Central Texas 


*Texas Co 
*Conti- 
Stano- tSinclair- nental 
lind Prairie *Magnolia 
, ea Oct. 17 Oct. 11 
Below 21°.. $0.60 - 
21-21.9.. .62 ae 
22-229... 64 eat 
23-23.9... 66 asia 
24-24.9... 68 $0.7 $0.79 
25-25 ..9.. 7 for for 
26-26.9.. 72 oil oil 
27-27.9... 7 below below 
28-28.9.. 76 29°. 29° 
29-29 .9... 78 78 81 
30-30.9... 80 80 83 
Si-31 .9... 82 .82 85 
32-32.9... 84 84 87 
33-33.9... 86 86 89 
34-34.9... 88 .88 91 
35-35 .9... 90 90 93 
36-36.9... 92 .92 95 
37-37.9... 94 94 97 
38-38 .9.. 96 96 99 
39-39 .9. .98 .98 1.01 
40 & above. 1.00 1.00 1.03 


*Effective Oct. 11, by Continental, in North Tex.; 
Oct. 12, by Texas Co. in North & North Central 
Texas. Texas Co.'s lowest grade is 28-28.9, at $0.79; 
by Magnolia, Dec. 3. in N. and N. Central Texas. 

tSinclair-Prairie prices are in N. Cent. Texas 
and Mexia. 

Jefferson County, Texas 


Posted by Magnolia Petroleum Co. 


Beaumont 
(Effective Oct. 12, 1938) 
Below 20°......$0.79 30-30.9...... $1.08 
SE Giwisinces .82 31-31.9 1.10 
21-21.9......... .8S — SS eee 1.12 
eee | A See eT 
-. 7. ee . 91 484-34.9........ 1.16 
pe. See 1.18 
25-25.9.. .97 2, ae 1.20 
26-26.9.. 1.00 37-37 .9 3.23 
27-27.9.. oa S@ue.9...... 7 e. 
28-28.9.. . 1.04 39-39.9...... . 1.26 
SP Pe vekecdns 1.06 40 & above..... 1.28 


*For below 21°. 
Oct. 11, °38, Stanolind Oil & Gas Co. posted same 
gravity and price schedule in West Beaumont field 


as Magnolia. 
TEXAS FIELDS 


Posted by Humble Oil & Refining Co. 
*West Central Texas 


(Effective Dec. 3, 1938) 


24-24.9.. . $0.7 ae $0.89 
yee xf ot eee 91 
26-26.9.. 75 oo Ct Ie 93 
27-27 .9.. 77 os ee 95 
28-28.9.. 79 SS Lh Aes 97 
29-29 .9.. 81 Me COREE .99 
30-30.9.. .83 } oe 1.01 
oo .85 40 & above..... 1.03 
32-32.9.. .87 


*Includes. Brown, Callahan, Coleman, Comanche, 
Eastland, Fisher, Haskell, Jones, Shackelford, 
Stephens, Throckmorton and Young counties. 

Note: Effective Oct. 1, 1937, Humble prices are 
based on 100% tank tables at 60F. 


*East Central Tezas 
(Effective Oct. 11, 1938) 


23-23.9.. $0.78 32-32.9.. . $0.96 
24-24.9... 80 ee .98 
25-25 .9.. 82 UL 1.00 
26-26.9... 84 OU eee 1.02 
27-27.9.. 86 ee 1.04 
28-28.9.. 88 SEs te cecees 1.06 
29-29.9.. .90 on, Se ee 1.08 
30-30.9.. .92 TOs w.ccccce 1.10 
31-31.9.. .94 40 and above. 1.12 


Pesned: be — American Pipe Line Co. 

(Effective Feb. 15, 1939) 

Cayuga, Anderson county................... $0.68 

*Including Anderson, Cherokee, Limestone, Na- 

varro counties. 

PANHANDLE TEXAS 
Posted by Humble Oil & Refining Co. 

(Effective Dec. 3, 1938) 


Gray Carson- 
County Hutchinson 
» SD APP reer $0.72 $0 .67 
SO ae 74 .69 
30-30.9.. 76 oon 
OS eect 78 .73 
32-32.9.. 80 At 
- Ae reer .82 77 
RSP ere rcer .84 79 
8 Serre . 86 81 
Sk eee .88 83 
37-37.9.. .90 85 
a i ere 92 7 
Ss dadiacssencivses .94 .89 
40 SObOve. 2. 0 ocrcces .96 on 


Effective Oct. 11, 1938, Sinclair Prairie posted 
same prices in Panhandle Texas as Humble posted 
Dec. 3. Dec. 3, Magnolia met Humble. 

EAST TEXAS 

Gulf, Humble, Magnolia, Sinclair Prairie, Stano- 
lind, Texas Co., Tide-Water Associated..... $1.10 

*Effective Oct. 11 by Humble, Sinclair Prairie, 
and Stanolind; Oct. 12 Magnolia, Texas, Tide 
Water; Oct. 13 by Gulf. 

Oct. 12 Magnolia, Texas, Tide Water; Oct. 13 
by Gulf. 


| 





NORTHEAST TEXAS 
(Posted by Humble, Oct. 11, 1938) 
(Posted by Magnolia, Oct. 12, 1938) 
Cass County and Panola County, Tex.: 
Same poy and price schedule as S. O. Louisiana 
posts for N. La.-Ark. Crude, which see under that 
company. 
(Posted by The Texas Co., Oct. 12, 1938) 

CAMO. ho oid Gaicaive cance woatacdcdenes 


WEST TEXAS and NEW MEXICO 


aico. 


a Effective Oct. 11, 1938 to March 24, 1939 
Mag- 
nolia Texas 
Stano- Co. 
Humble lind Shell Sinclair 
Below 20° $0 53 b $0.53 c 
20-209 a5 55 
21-21.9 $7 57 
22-22 .9 59 59 
23-239 61 ol 
24-24.9 63 63 
25-25 .9 65 65 05 
26-269 67 67 67 67 
27-27 .9 69 69 69 69 
28-289 7) l ra 71 
29-29 9 73 73 73 73 
30-309 75 75 75 75 
31-319 17 77 77 77 
32-32 .9 79 79 79 79 
33-339 81 81 81 81 
34-34.9 83 83 83 83 
35-35 9 85 85 85 85 
36-369 87 87 87 87 
37-37 .9 89 Bo for for 
38-389 91 91 oil oil 


39-399 93 93 16° & 36° & 
10 & above 95 95 above. above 
Pecos County, West Teras 

Posted by Humble and Shell, Oct. 11, 1938) 
Pecos A $0.78 
Y - Shallow Pool (Shell 65 

Effective by Humble Oil & Refg., Shell Petro 

leum, Stanolind Oil & Gas, and Sinclair Prairie, Oct 
11, 1938; by Magnolia Petroleum and The Texas Co., 
Oct. 12, 1938. On March 24, 1939, Sinclair Prairie 
revised its posting from 40 & above, to 36 & above, 
at $0.87 

b) Magnolia posts $0.63 for below 25; $0.65 for 
25-25.9. Stanolind posts $0.65 for below 26 

c) Texas Co posts $0.65 for below 26: Sinclair 
Prairie, $0.63 for below 25 

Note: Humble’s postings are in these counties 
Andrews, Crane, Crockett, Ector, Gaines, Glass 
cock, Howard, Reagan, t pton, Winkler and Yoakum, 
West Texas; and Lea county, N. Mex.; Magnolia’s 
are in Crane, Glasscock, How ird, Mitchell, Upton 
and Winkler; Shell, in Crane, Eetor, Glasscock, 
Howard, Upton, Winkler, Lea; Stanolind in Hend 
rick field, Winkler county; Texas Co. in Ward, 
Winkler and Lea; Sinclair in W. Texas and Lea. 


Posted by Sinclair Prairie Oil aereeeiing Co. 
(Effective Oct. 11, 1938) 
re rere $0.77 
Posted by Continental Oil Co. 

(Effective Oct. 11, 1938) 

Artesia, Jackson and Maljamar pools, New Mexico: 
gravity schedule beginning with below 29, at $0.61; 
29-29.9, at $0.63; plus 2c oo for each gravity, 

up to 40 & above, at $0.8 


COLORADO 
Posted by Continental Oil Co. 
(Effective Oct. 11, 1938) 
. Collins and Wellington 
$0. 5. 9 





walwenes 81 3S. 9. 020 GO. 

.83 } Se .97 

85 i ok {a 99 

eee 87 ere 
whiennaes . 89 S9-S9.F. ciccsee 1. 

‘3 40 & above..... 1.05 

Canon City *and Florence, Col.............-- $0.90 


SOUTH AND SOUTHWEST TEXAS 
All Shown Below Posted by Humble Oil & 
Refining Co. 

(Effective Oct. 11, 1938) 

Gan’, Clark, Darst Creek, Hilbig, Salt — 


DEL... scscacebacanaumnuds 
WG 4.4.0 Kank odsawevtaneusneaawuneen $0.93 
CN eas 6 ke eun bo acdadeecks caceces cee $1.27 

(Effective Dec. 3, 1938) 
WE oon sain ntanearceaducaucesascexs $1.23 


Oct. 12, °38, Ma olia met Humble in Darst Creek; 
posted $0.87 in Luling; $0.99 in Lytton Springs; 
$1.14 for Cleveland, and $1.02 in Hardin, both in 
Liberty county, Tex. 

Oct. 12, '38, The Texas Co. met Humble in Darst 


Creek. 

*Anahuac and Dickinson 

(Effective Dec. 3, 1938) 
Below 20°...... $0.74 Sk ere $1.03 
20-20.9.. 77 4 ae 1.05 
21-21.9.. 80 32-32.9. 1.07 
Ss Secdvees .83 Serre 1.09 
See wncrccec . 86 WE a veceene 1.11 
yn  OTCEe 89 35-35.9.. 1.13 
25-25 .9... 92 | 15 
26-26.9.. 95 hin  Sereree 1.17 
27-27 .9.. 97 SG adewseed 1.19 
20-38... 000 P = be ft Pee : .21 
29-29 9.9.. 40 & above. 3.23 


*Includes’ ear ey a Fairbanks, Gillock, Hull, 
Pierce Junction and Raccoon Bend (shallow sand). 
Raccoon Bend (Deep sand crude) Tomball and Satsuma 

(Effective Dec. 3, 1938) 


22-23..9. wcsccece $0.95 } i ee $1.05 
, 1 eee 97 Ye ree 1.07 
WZS.9. wcrccece .99 be Lt OEE 1.09 
25-25 .9. 22. eeee 1.01 $O-30..9. cecccces 1.11 
26-26.9. .ccccece 1.03 31-31 .9.... 0.006 1.13 


(Continued on nezt page) 
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32-32 .9 .- $1.15 1 ee $1.25 
33-33 .9 eg SB-5E.9. 22.005 1.27 
i Ee La? it 1.29 
eh 1.21 40 & above..... 1.31 
PSD ccnwceae 1.23 


Dec. 3, Magnolia met above price and gravity 
schedule in Tomball. 


Posted by Humble 


* Mirando 
(Effective Dec. 3, 1938) 
Below 20°...... $0.7 30-30 .9 $1.03 
PEO Oi ccuncces con SS See 1.05 
eS ee .80 32-32 .9 1.07 
ik % ae .83 +) 1.09 
3 SS . 86 TS! See sk 
2O-24.9.5:..:5.. 89 35-35 .9 ; 1.13 
eS rome |} See ..35 
26-26.9..... . 37-37 .9 i 
oe .97 a. s Seria tea 1.19 
28-28 9...... ; .99 39-39.9 ee 
29-29 .9 1.01 40 & above. ere :.23 


*Inc helen Duval, Jim Hogg, Jim Wells, Webb and 


Zapata counties, Tex. and Heyser and Placedo 
crudes. 








(Effective Oct. 5, 1938) 
en ELECT TT OPER ae 
Urania, La. (Ark. Fuel Oil Co., Jan. 28, '37). .$1.02 
*Includes Bunkie, Caddo, Carterville, DeSoto, 
Homer, Haynesville, Rodessa, Sabine and Sarepta, 
in N. La.; El Dorado and Miller County, Ark. 
(latter i a —_ part of Rodessa field). 
Note: . Louisiana prices in all La.-Ark. fields, 
effective hy 5, 1938, are on 100% tank table basis. 
tIncludes Buckner. Magnolia, and Village pools. 
tIncludes these fields: Baton Rouge, Bayou, 
Choctaw, Cheneyville, Darrow, Jeanerette, Lirette, 
N. Crowley and Roanoke. 
Posted by Continental Oil Co. 
(Effective Oct. 11, 1938) 
Tepetate and Ville Platte, La.............. $1.03 


(Effective Jan. 1, 1939) 
Abbeville, La. 


Below 36. .. -$0.92 i 3 See $0.98 
36-36.9..... roe bie PEO 1.00 
37-37 .9..... 2) oo 40 & above..... 1.02 


Oct. 12, 1938, Magnolia Petroleum and The 








Oct. 11, 1938, Seenstind posted in Clinton, Heat 
ings, High Is! . Houston, — Spindle 

same prices as Hamble in Texas Gulf Coast fiel 3s. 
except that Stanolind’s lowest grade is below 21, 


at $0.82. 

Oct. 12, 1938, The Texas Co. posted for Texas > 
La. Gulf Coast crude: $0.82 oe be below 21 plus 3c 
to 26-26.9, which is $1; from there on, 2c, to 34 & 
above, which is $1.16. | In Refugio, same as other 
aaa Coast, except highest gravity is 28 & above, 

1.04. 

Effective Oct. 11, 1938, Sinclair Prairie met 

Humble’s Gulf Coast price & gravity schedule. 


ROCKY MOUNTAIN FIELDS 
Posted by Stanolind Oil & Gas Co. 


(Effective Oct. 11, 1938) 


Salt Creek, (except Tensleep crude), Midway and 
Dutton Creek, Wyo., same edule as Stanolind 
posts in Oklahoma-K ansas, ranging from $0.86 to 
$1.10, which see under Mid-Continent crude on 
previous page. 








Texas Co. posted same Tg eel and price schedule Tenstoep. & rim eee GOR ict csialee we yas $0 .646 
Oct. 12, '38, Texas Co. posted for Duval-Mirando, as S. O. La. posts in La.-Ark. in these fields: Klee, light, Col... ..cccccccevccescccccensees 0.98 
$0.77 for below 21, plus 3c differential to 26-26.9, Magnolia, in Bull Bayou, Cotton Valley, Haynes- lles, ca... ata ceesecesersceceescecesgeece 0.92 
$0.95; 27-27.9, $0.97; 28 & above, $0.99. ville, Pine Island, and Rodessa, La., and Eldorado ME ORS is sic calevececaseaacen 55 4mes 0.90 
Dec. 3, Humble’s Mirando schedule met by and Rainbow, Ark.; Texas Co. in N. La. Both also Grass Creek, light.........-0-s+eeeeeeeeees 0.90 
Magnolia. met S. O. La. in Smackover. Texas Co. posted $1.24 eR crs cava svc o%e eniee cia s aes 0.55 
for Garden Island, La. and $1.04 for Lafitte, La. | Grass Creek, heavy......... Ra oer eee 0.40 
: bi | Plamsllton Die, WYO... i358 cds. cece ee. 0.35 
LOUISIANA-ARKANSAS *GULF COASTAL FIELDS | (GPRS NERO S 5 cs .otcs cox cesee eas en oes 0.42 
Posted by Standard Oil Co. of Louisiana Posted by Humble Oil & Refining Co. 
(Effective Oct. 5, 1938) t(Effective Oct. 11, 1938) Posted by Ohio Oil Co. 
. . Below 20. ...$0.79 > ee $1.08 7 ‘ 
oN. Le. oe iil 20-20.9.. biases: 82 31-31.9. cee 1-10 (Effective Oct. 11, 1938) 
rape Ark. Louisiana sat 3. £8 ee 114 NE oi isccn cp knkuantnesedes $0.90 
Below 21° $0.73 $0.66 $0.74 23-23 .9 91 34-34 y Bee 1 . 16 ee ees ree re 0.90 
1 or or 77 24-24 9 94 cco | 1.18 Se err er rrr er ere 1.00 
22-22.9.. oi oil 80 aeae'> pees aes 07 36.369 Seer 1.20 III ods 0-8) o.p::0'ssawie's 61610 4 adie tals a10'0'e 055) 0.77 
23-23.9.. Below Below 83 26-26.9......... 1.00 ao 1.22 DPS CR IE oo oie oe pacecascucadeweseces 0.92 
24-24 9. 5 95° 86 2 5. epee Us ee sae 
on 9c = seis! oe 1.02 oS Oe 1.24 a E 
25-25.9.. $0.75 $0 .68 89 28-28 9 1.04 39-399 1.26 (Effective May 1, 1938) 
26-26.9.. 7 70 .92 99-2 ot ae 9 
27-27.9.. 79 2 94 29-29.9 » 2.06 40 & above..... 1.28 a a $0.50 
28-28.9.. 81 74 06 — yh a ) - wih Ga EAE EE : 
29-29.9.. 7 (Posted by She etroleum Corp. - 
30-30... 83 78 100 Livingston Area (Effective Oct. 11. °38)....$1.10 (Effective Nov. 16, 1937) 
31-31.9.. 8 ; 02 Schwab Area (Effective Feb. 20, ’39) 00 
32-32 9. md rod : i tEffective Dec. 3, 1938, gravities up to i & MIN, IE 5 6 asiks oda deecaseeswawaee's $0.90 
33-33.9.. 91 84 1.06 above discontinued’ in Re _ io, Saxet, Greta, 
34-34.9.. 93 86 1.08 O’Connor-McFadden, Taft, Plymouth and Tom Posted by Continental Oil Co. 
35-35 .9.. 95 88 1.10 O'Connor fields. 
36-36.9.. 7 90 La *Humble’s prices apply in these Texas fields: (Effective Oct. 11, 1938) 
37-37 .9.. .99 .92 1.14 Amelia, Clear gs xoose Creek, Mykawa, a 
38-38.9.. 1.01 94 1.16 land, Thompsons, Webster and West Columbia; ee ee ete 5 28s aac meee same cess $1.10 
39-39.9. 1.03 96 1.18 also Refugio, Saxet, Greta, O’Connor-McFadden, eR OSes a eee 0.98 
40 & above. 1.05 98 1.20 Taft, Plymouth and ‘Tom O'Connor fields. DS CT, FOE isos Skoccscesicceeteases 0.77 
CALIFORNIA, Posted by Standard Oil of California 
All gravilies above those quoted take Aiiodt os offered in the field. Prices effective Feb. 26, 1936, except Huntington Beach, Playa del Rey, Santa Fe 
Springs, Kern Front, “—s Hill (Long Beach) effective March 7, 1936; Elk Hi ls effective June 22, 1936; Lakeview Area, Aug. 19, 1936; El Segundo and 
Wilmington, Oct. 15, 1937; Greeley-Canal, July 9, 1938; Sania Maria Valley, by Union Oil, Oct. 15, 1938. 
3 & 3 
<= ] é 4 =* ie ° 
- = > = ° =e $ i x 
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asses g =» § 3 &@ s 8 g «© ype e © 98 € 3 37838 2 a y ge 
mse 3 g . 3 as. = set & § tae £ %$ § mo = e § a 
oa = = = Fy fg ~ = § ge 30 ° ag ast © =| ry a 
iw fe - E a < > Ee ¢ | . = 2.7 I a4 = he : = ges 5 ~ 4 $ 34 
eos § & sé * 3 = <= 5 2 as 6 Os 5 >y 3 “4 5s 8 P-] 
cemyasae § 2 gh 2 2g 83 22 2 8 gd edd 2 ck G SE 2 d dice § § & de 
14- 14.9. $0. 80 $0.79 $0. 7 $0. 78 $0.79 $0.80 $0.76... .. $0.80 $0.76 $0.76 $0.77 $0.78 $0.70 .... $0.70 $0.70 ... $0.70 $0.70 .65 
15-15.9 80 79 78 .79 80 76 i ; .80 .76 .76 Eee .78 ; ae .70 Te .70 .70 .68 
16-16.9 80 7 16 78 7 80 —_ . 80 76 .76 mr .78 ee 70 .70 Pe .70 .70 .70 
9 80 7 74 7 81 80 as .80 .76 .76 Pe { .78 | Meee 70 .70 ii .70 .70 .70 
9 80 7 7 78 84 80 wa .82 .76 .76 77 .78 i, ee 70 .70 at -70 .70 eee 
9 82 7 7 .82 87 84 Kale .85 a .78 nae .78 70 .70 .74 a Sa .74 - Tle 70 
9 85 79 74 85 90 88 én . 88 ee .82 Pe gf .80 ares .70 .78 .78 Sats .78 72 70 
Ee 88 7 7 .89 93 93 re 91 .80 .85 te .84 78 .73 .82 .82 wae .82 .74 70 
2.9. 92 .82 74 2 .96 98 wr .93 .84 .89 yt .88 78 Ry x | .87 .87 eves . 86 .78 72 
9 95 . 86 reg 96 .99 1.02 .84 79 .96 . 88 .93 .82 92 Pe .80 92 .92 Tihs .90 .82 76 
9 99 91 80 1.00 1.02 1.06 .88 $1 .99 91 .96 .85 .96 .82 . 84 .97 BY eles .94 . 86 79 
9. 1.03 .95 Se 8.08 2.05 12.31 2 98 83 1.02 .95 ° .89 .99 . 86 .88 1.01 1.01 ew .98 .90 83 
9. 1.06 1.00 85 1.07 1.09 1.16 1 .98 .86 1.05 .98 . .92 1.03 .90 ee 2 a ee 
9. 1.10 1.05 88 L.1ll 1.12 ‘ee l 1.03 . 88 oc. - ae ‘. .96 1.06 95 95 1.10 1.10 $0.91 1.06 
9. 1.14 1.10 90 1.34 1.55 1 1.07 .90 1.06 - 99 1.10 _ oe 2.45 1.55 -94 1.10 
>. g.ac €.35 93 1.18 1.18 &@ l 1.12 .93 1.09 = 1.03 1.14 1.03 1.02 1.20 1.20 .98 1.14 
9. 12.21 1.39 9 14.22 i2t = 1 A .95 . Ot iste 28 b.06 1.25 1.25 1.02 1.18 
I —__ ———  .. ia l 1.22 .97 ; E,a1 . 2.38 3:89 c ee ee 1.06 
9 *Ellwood Terrace 1.27 3 1 1.27 1.00 ° 1.14 1.28 1.16 1.13 1.34 1.34 1.09 Kettleman — 
9. << aoe ee e 3 eae 1.18 1:30 1: y.2e 1.88 28.36 2.08 sco. 32 
9. 1.32 ze 1.37 1.22 1.32 1.2 EO sins ivcc SCRE wees CE 
5.9. 1.35 335 1.42 Lume ccus Doe PENT bce wwee kee 
9 1.39 N 1.46 1.29 1.33 or 1.24 1.31 
> 1.43 2 1.51 1.32 1.37 aii 1.28 1.35 
9. ae = 1.56 1.36 1.42 rex 1.31 1.39 
‘9. 3 1.61 1.40 canah pale 1.35 1.43 
9. te 1.66 1.43 wad 1.39 eee 
9 oe re pire on* 1.43 
2.9. aa 1.46 
9 1.50 
1.54 
+ 1.57 
9. 1.61 
.. P 1.65 
48-48 .9. 1.68 


SF, shi 
tAlso “Mok itwick, Kern River. Kern Front and Round Mountain $0.70 thru 19.9 gravity; no higher gravity quoted, 
Tt Wilmington prices differ on gravities below 18.9. Prices are: 14-16.9, $0.75; 17-17.9, $0.77; and 18-18.9, $0.79; rest of schedule same as Signal Hill. 
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This index is published as a convenience 
to the reader. Every care is taken to 
make it accurate, but National Petro- 
leum News assumes no responsibility for 
errors or omissions. 





Acheson Colloids Corp. 


Alemite Corp. . eS 
American Flange & Mfg. Co. ’ 
American Oil & Grease Corp. . 106 


American Telephone & Telegraph 
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Aqua Systems, Inc. . 9 
Associated Business ‘Papers: Inc. 
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Berry Sons’ Co., James B. ae 98 
Blackmer Rotary Pump Co. .. 107 
Bowser & Co., Inc. S. F. hs 7s 
Bradford Oil ‘Refining Co. 
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Buckeye Iron & "Brass Works 

Butler Manufacturing Co. 10, 11 
Canfield Oil Co. ... : ; 
Champion Spark Plug Co. 13 
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Motors Sales Corp. .. oat 
Chicago Bridge & Iron ne 
Chiksan Oil Tool Co., Ltd. . 
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Cities Service Oil Co. .... ‘ 93 
Columbian Steel Tank Co. 87 
Conewango Refg. Co. .... 

Curtis Pneumatic Machinery Co. 94 

Davis Welding & Mfg. Co. .. 76, 77 
Deep Rock Oil Corp. . 

Dod ge-Division (Chry sler Motors) 

du Pont de Nemours & Co., E. I. 15 
Dyestuffs & Chemicals, Inc. .... 105 
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Electric Storage Battery Co. 8 
Erie Meter Systems, Inc. ..Second Cover 
Ethyl Gasoline Corp. sy wiarets 14 
Exide Batteries 8 


Flexible Metal Hose & paecnects Insti- 
tute } 18 
Ford Motor Co. ‘ ? 
Freedom Oil Works Co. ......... ; 
Fruehauf Trailer Co. .......... 23 


General American Leirpeenmenbonmenn 
Corp. =a 
General Electric Co. 


General Motors Truck & Coach 
Division 


Giant Tire & Rubber Co. ...... 85 
Gilbert & Barker Mfg. Co. .. 74 
Goodrich Co., B. F. : 20, 21 


Goodyear Tire & Rubber Co. 
Granberg Equipment, Inc. 


Gray Co. Inc. 88 
Gulf Oil Corp. : 2 
Hays Mfg. Co. j 97 


Heekin Can Co. ; 
Heil Co., The . ac 
Howell Electric Motors Co. 103 


Humble Oil & Refg. Co. 
Hygienic Products Co. 96 


International Harvester Co. 3 
International Metal Hose Co., Inc. 109 


Leland Electric Co. 7 


Lion Oil Refining Co. 22 


“ae 


McDonald Mfg. Co., A. Y. 


Mack Trucks, Inc. ; were 71 
Master Electric Co. : Oa 
Miller Tires 4, 5 


Morrison Bros. 


National Petroleum News 104 
National Pumps Corp. Third Cover 
Neptune Meter Co. 5 

New York Lubricating Oil Co. 81 


Overhead Door Corp. ‘ 106 
Ohio Oil Co. = ee 
Oil Equipment ‘Mfg. Co 


Paranox 

Paratac ; : 

Patent Chemicals, Ine. ; 99 

Pennsylvania Grade Crude Oil 
Assoc. .. 

Penola, Inc. ; ves AOU 

Petroleum Marketers Co. ‘ 

Petroleum Sales Co. 

Phillips Petroleum Co. 
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Pittsburgh epee Meter Co. 1 
i |) ho Serer : 


Republic Oil Co. .. Sanne 102 
Roper Corp., Geo. D. 
Rotary Lift Co. 


Service Station Equip. Co Insert 
Shand & Jurs Co. eae eerie 
Toa PORES eee 
Silvertown Tires j ere: 


Sinclair Refg. Co., Inc. 
Skelly Oil Co. eae 
Smith Meter Co. 


Southwest Pump Co. ; 83 
Standard Oil Co. of N. J. 
Standard Steel Works Fourth Cover 


Stewart-Warner Corp. 17 
Sun Oil Co. sta 


Texaco Development Co. 
Tokheim Oil Tank Co. 


Union Metal Mfg. Co. . 95 
U. S. Steel Co. ; 
Universal Oil Products Co. 69 


Viking Pump Co. 


Wheaton Brass Works, A. W. 
Wheeling Corrugating Co. ; 
Witte Engine Works 104 


Custom House Guide 

NEW YORK—Custom House Guide’s 
new deluxe 1939 edition, containing 
up-to-date revisions in duties, texts of 
each of the 19 reciprocal trade agree- 
ments, revised custom regulations ac- 
cording to 1938 customs administrative 
act, and other legislation, regulations, 
and executive orders affecting imports 
and exports, has just been published. 
Copies may be obtained from Custom 
House Guide, Box 7, Station P, Cus- 
tom House, N. Y., for $15 plus postage, 
which also includes American Import 
& Export Bulletin, issued monthly. 


WASHINGTON—-First “certificate of 
convenience and necessity” under the 
so-called grandfather clause of the 
Civil Aeronautics Act went to Delta 
Air Corp.’s line between Charleston, 
S. C., and Fort Worth, Tex 
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Situation Open 





EXPERIENCED ACCOUNTANT 
Independent company headquarters in 
Florida—to take complete charge of 
books and prepare Federal and State 
Tax reports. State age, nationality, 
education, record of employment with 
duties, salaries and references. 


Address Box 102 











For Sale 


NEW STONE SERVICE STATION for sale. 
Rest rooms, wash and lube room with lift. 
In heart of city on highway 37. Monett, Mo. 
$3500. Address A. E. Elkins, Wheaton, Mo. 





PENNSYLVANIA REFINERY 
Sacrifice Sale 
For Quick Disposal 


Location northwestern Pennsylvania. 
Capacity 1500 barrels crude daily. 
Modern pipe still distillation unit. 
Percolation filter plant complete with 
Herschoff burner, cold settling bright 
stock and wax press, neutral equip- 
ment, good boiler plant, excellent 
water supply, ample storage. Could 
be placed in operation in seventy-two 
hours. Ideal location for refining 
Illinois Crude where now located or 
can be moved. Will consider selling 
any part. 


Box 481, Kane, Pennsylvania 











Business Opportunity 





ATTENTION: REFINERS interested in 
developing outlets for petroleum prod- 
ucts in Buffalo, Niagara Falls, Lock- 
port and the Tonawandas. We have an 
interesting proposition to offer re- 
finers who can ship into this area, 
either by water or rail. 


Address Box 99, 
NATIONAL PETROLEUM NEWS 








Professional Services 





PUBLICITY, SALES PROMOTION, 
business building campaigns for every 
branch of the petroleum industry. 
Write mentioning your problem. 


New York Publicity Service, 
509 Fifth Ave., New York City 








ACCURATE LABORATORY TESTS 
GASOLINE OIL 


Standard Methods a mig 
Octane Ratings by A. S. T. M. CFR Unit 


THE DETROIT TESTING LABORATORY 
554 Bagley Avenue. Detroit. Mich 








HUNTLEY & HUNTLEY 
Petroleum Geologists and Engineers 
L. G. Huntley J. R. Wylie, Jr. 


Grant Building Pittsburgh, Pa. 








ANTI-KNOCK VALUES 
DETERMINATIONS 
The Gray Industrial Laboratories 
Chemists and Engineers 


Specialists on Petroleum Products 
961-976 Frelinghuysen Ave. 


Telephone Bigelow $-4020 











Miscellaneous 





WHAT IT COSTS 


“For Sale,” “Wanted to Buy,” “Help 
Wanted,” “Business Aas eget - 
“Miscellaneous” classifications, set 
type this size without border —— 10 
cents a word. Minimum charge, $3.00. 

“Position Wanted’”—5 cents a word. 
Minimum charge $1.00. 

Advertisements set in special type 
or with border—$4.00 per column inch. 

Copy must reach us not later than 
Saturday preceding date of issue. 

All advertisements carried on this 
page are payable in advance. 
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“STRICTLY PERSONAL’ 


J. L. Riley has resigned effective 
April 1 Cities Service Oil Co. at New 
Haven to become general manager of 
Kallaher & Mee Co., Inc., Cities Serv- 
ice distributors for Rhode Island. Riley 
will be located at 111 Freight St., Paw- 
tucket, R. I. 


* 


W. T. Holliday, president Standard 
Oil Co. of Ohio, has been reappointed 
chairman of the National Association 
of Manufacturers’ committee studying 
depressions. 


Walter S. Huyck, and his son Har- 
lan W. Huyck, have sold their Tama 
County Oil Co., at Toledo, Iowa, to the 
Sebetkas. Joseph F. Sebetka, the fa- 
ther, and his three sons Stanley, Wes- 
ley and Edward, are operating the com- 
pany now as the Tama County Oil 
Service Co. Walter Huyck years ago 
was an oil company agent, then turned 
to farming and operating elevators. In 
1925 he founded the Grundy Oil Co., 
at Cedar Falls, Iowa, which he sold in 
1930 to White Eagle, and in 1931 
started his Tama County Oil Co. 
Huyck is now managing his farms, and 
the son has been winding up the af- 
fairs of the oil company. 


x 4 


W. V. Hartmann, vice president in 
charge of marketing, and John Evon 
Nelson, vice-president and _ treasurer, 
The Gulf Companies, Pittsburgh, were 
elected to the board of directors re- 
cently. Hartmann, who joined Gulf 
in 1903 as assistant manager of sales, 
has been in sales work all of that time. 
Nelson, 32 years with the company, 
was secretary to the chairman of the 
board until 1908, when he became a 
treasury department official. 


es 


L. Gordon Campbell, for 20 years 
with Standard Oil interests, leaves the 
Standard Oil Co. of Indiana, April 1 
to join Moore and Munger, New York, 
brokers of petroleum waxes, and pro- 
ducers and marketers of clays. He 
had been manager of the lubricating 
bulk sales department of the Standard 
of Indiana since 1934. Campbell joined 
Imperial Oil Limited refinery at Re- 
gina, Sask., in 1919. He left in 1920 
to join the Midwest Refining Co. at 
Denver, and was transferred to Chi- 
cago when this company was acquired 
by the Indiana Standard. 





The Advertisers’ Index and 
Classified Advertising will be 
found on page 119. 
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F. A. Howard, western sales man- 
ager for Danciger Oil Refineries, Inc., 
has been appointed a colonel on the 
staff of Gov. John E. Miles of New 
Mexico. Howard’s headquarters are 
at Pampa, Tex., but he spends much 
of his time in New Mexico. 


a * 


Howard Boyd, since 1934 chief scout 
for the Magnolia Petroleum Co., with 
headquarters in Dallas, has been trans- 
ferred to the company’s land depart- 
ment at Wichita, Kan. W. P. Duncan, 
Jr., scout in the Lea, N. M., district, 
has been named chief scout. B. A. 
Moss of Refugio, Tex., succeeds Dun- 
can in New Mexico. 


* * * 


H. Grady Meador, manager of the 
New Orleans division sales office of the 
Gulf Oil Corp., Pittsburgh, was king 
for a day, when he was chosen “Rex” 
of the Mardi Gras, recent annual fancy 
dress carnival in New Orleans. Dressed 
in the glittering trappings of a sover- 
eign, Meador rode through the city on 
a float. Seated on a throne canopied 
by a huge crown andée receiving 
homage of the multitudes, he is pic- 
tured in The Orange Disc, Gulf house 
organ. 

E. G. Dahlgren has resigned his posi- 
tion with the Kansas Corporation Com- 
mission, effective April 1. Until ap- 
pointment of T. A. Morgan as conserva- 
tion director by Gov. Payne Ratner, 
Dahlgren was director of the oil and 
gas conservation division for two years. 
He has remained with the commission 
for two months as a technical advisor. 


J. C. Harris has been named /district 
manager for Illinois for the Iverson 
Tool Co. of Tulsa. He will make his 
headquarters at Salem. 


* * * 


President Roy B. Jones of the Pan- 
handle Refining Co., Wichita Falls, 
Tex., and Mrs. Jones recently took a 
short motor trip down into Mexico, re- 
turning just in time to attend the 27th 
annual convention of the Western Pe- 
troleum Refiners Assn. at San Antonio 
March 19 to 22. 


* * * 


Judge Amos L. Beaty of New York 
again has been named chairman of the 
Committee on Elimination of Illegal 
Production of the Independent Petro- 
leum Assn. of America. Other mem- 
bers are John E. Kilgore, Wichita Falls, 
Tex., vice chairman; William D. O. 
Carey, Hutchinson, Kan., W. P. Mce- 
Ginnis, Indian Territory [luminating 
Oil Co., Bartlesville, Okla.; Jeff Davis, 
chief counsel, Lion Oil Refining Co., 
El Dorado, Ark., and C. H. Lyons, 
Lyons & Prentiss, Shreveport, La. 

* * ok 

K. (“Ken”) N. Nowels, chief engi- 
neer and geologist for Forest Develop- 
ment Co., has resigned to enter pe- 
troleum engineering consulting prac- 
tice at Abilene, Tex. From 1930 to 1935, 
as chief engineer for the parent com- 
pany, Forest Oil Corp., he carried on 
extensive water flooding operations in 
Pennsylvania and Oklahoma. For sev- 
en years prior to 1930, he was U. S. 
Bureau of Mines’ petroleum engineer 
in charge of Laramie, Wyo., experi- 
ment station. 

* * * 

Charles U. Bay, partner in the firm 
of A. M. Kidder, New York invest- 
ment brokers, has been named presi- 
dent of the Bay Petroleum Corp. of 
Denver, succeeding M. H. Robineau, 
who resigned. 


Roland V. Rodman, Denver attorney, 
Was made vice-president and general 
manager; Dent N. Hand was made sec- 
retary-treasurer, succeeding H. E. Arm- 
itage, who resigned as secretary. 


W. R. Newman is new general su- 
perintendent, L. L. Leabo sales man- 
ager of the Denver and Cheyenne divi- 
sions; M. C. Bradshaw, sales manager 
for the McPherson division and Ed 
M. Catron, superintendent in charge 
of production. 


a 


D. S. Swain and R. A. Richardson 
have organized Fidelity Oil Co. at 
Raleigh, N. C., handling branded prod- 
ucts of Republic Oil Co. Swain has 
been in the automobile business for 20 
years at Raleigh, while Richardson has 
been in the oil business for 12 years. 
E. X. Thompson has joined the new 
firm as service representative. 


Py) 


Elwin E. Hadlick, president of the 
Northwest Petroleum Ass’n., Minne- 
apolis, Minn., was in Chicago on busi- 
ness last week. 
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CAPACITIES, 2 TO 15 TONS—GMC DIESELS 3 TO 8 TONS 





with Astonishing Gas Savings! 


You get more pulling power with a GMC—and now 


Amazing 
Diesel Power and 


Fuel Savings! 
1939 owner reports prove that GMC’s are breaking 


: Colonial Beacon Oil 
| . 
gas economy records right and left! Says one: Company's GMC-Diesel 


“Almost 25% reduction in fuel consumed over other is pictured above. 
GMC-Diesels develop 
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“We are now getting 10% to 20% more mileage with —even at low speeds 
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our new GMC." Measured fuel savings up to 40% wards of 50-60% 
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records! 
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J. F. Wilson 


Assn., which draws its mem to strive earnestly for the elimination of such practices 
nately S00 in the state, and customs as are inconsistent with good business prin- 
ts annual meeting and trade exhibit in De- ciples; to secure by every proper and legitimate means 


2 at the Detroit-Leland Hotel the enactment of wise and uniform federal and state 
] 


= ‘ai ahaa om egislation, insofar as the same may affect the members 
of the association is J. F. Wilson, Port 


eae ce on. ae ae of the organization; to provide against, and by every 
he Star Oil Co.; I. B. Dworman, vice-presi- waves 4 eae: 
R a ' legitimate means to prevent, unjust discrimination and 
Red Indian Oil Co.; secretary, John 


i owas ; a i unfair methods in transportation, services, and rates, 
Suburban Oil Co., and treasurer 


A 


Morden Oil C ve and in all affairs connected with the practical operation 
ait liad 4 of the petroleum jobbers’ business; to provide means 
by which such grievances as may arise may be prompt- 
1934," according to ly, effectively, and lawfully adjusted, and for such other 

) promote and foster a friendly purposes as may be beneficial to the industry and to 
among the distributors f 


tc users of petroleum products insofar as the same is not 


a lyicrare - ~~] — liacte ne Sie r+] h Sahlic 3 ig 
na buyers o! petroleum product: inconsistent with the public interest. 
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